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THIS KNIFE CUTS DOWN 
SALES RESISTANCE WITH 
FIVE SWIFT STROKES 


1. Immaculate polished surface. 
2. Perfect mirror finish over the entire blade. 


3. Stainless and non-corrosive blades, made from the 
finest stainless steel, free from all impurity or 


foreign matter. 


4. Retains cutting edge longer than any other blade. 
D 


- Made with new French shape blades . . . bringing 
new beauty and balance. 


You have an irresistible sales story in these new 
1847 ROGERS Bros. hollow handle knives with mirror 
finish stainless steel blades. . . The «‘beauty story”... 
which justabout tells itself to your customerat first glance. 


The «practicality story”... five fast selling points 
that can’t be told of lesser knives ... The ‘quality 
story” ...in the name itself. It’s been driven home to 
housewives for 82 years! ... General Offices: Meriden, 


Conn. Salesrooms: New York, Chicago, San Francisco. 


‘1847 ROGERS BROS: 


SILVERPLATE 


4 » 
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HARDWARE AGE, 


class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8. A.) 





published weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. 8. A. Entered as second 


$3.00 per year. 
25e. each. Vol. 123, No, 24. 
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WITH THESE IMPORTANT ADVANTAGES 
1 When used with Eagle White Lead, 4 When mixed with any high grade 





it dries to a beautiful, glossless flat varnish, that really dries flat, it 
finish — easily washed. For all types makes an excellent glazing and 
ofinterior painting of walls, ceilings blending liquid for tiffany effects — 
or woodwork . . for plain flat or egg- because it sets slowly. 
shell finishes, tiffany, mottled, etc. Makes a fine undercoating for 
enamel when used with Eagle 
2 Does not show brush marks. White Lead, Heavy Paste. 
3 Mixed with a little spar varnish it G Comes in quart and 1-gallon cans 
makes an excellent bronzing liquid, and 5-gallon drums. All packages 
either with aluminum or bronze equipped with easily-opened 








powder. “* Upressit” caps. 


use the new EAGLE 
FLATTING OIL.. 


Although Eagle Flatting Oil was intended 
primarily for use with Eagle White Lead 
in producing glossless, washable interior 
finishes, it has become very popular as a 
glazing liquid. 

When used for glazing or blending it 
should be mixed with any high grade flat 
varnish that really dries flat. It sets very 
slowly, has a high spreading rate, flowing 
smoothly under the brush. One gallon 
covers about one thousand feet. Colors 
blend beautifully and easily. 

If there is any particular use of Eagle 
Flatting Oil you are interested in, write us 
a note and we will gladly supply detailed 


information with formulae. 


The EAGLE-PICHER LEAD CO. 
134 North La Salle Street, Chicago 




















They came and saw 














and then they went and 
TEN THOUSAND MASTER STILLSONS 


A test that puts 9,000 inch pounds on 
the jaw and bar of a wrench makes 
a mighty convincing proof of its 
strength and toughness. 


That’s what 160 pounds of red headed 
mechanic does on the bar of the above 
contraption. 


In a middle western city we got a 
group of men who knew good 
wrenches to come in and see the 
Walworth Master Stillson in action. 
They were superintendents of manu- 
facturing concerns, railroad master 
mechanics, refinery superintendents 
and maintenance engineers. After 


WALWORTH 





this 
test 











which, these men went and bought ten 
thousand Master Stillsons, put them 
to work, and they’ve been going strong 
on the job ever since. 

The Master Stillson is made in eight 
sizes, from 6 to 48 inches. Its new red 
handle and the same old Walworth 
Stillson trademark will identify it for 
you. 


The Walworth Parmelee 


The close-up illustration shows a Walworth 
Parmelee holding a piece of pipe against the 
4Y¥, ton twist of the Master Stillson. This 
toothless wonder of a pipe wrench is especially 
useful for work in close places and to prevent 
marring brass pipe and smooth rods. 


Walworth Company, General Sales Offices: 51 East 42nd St.. New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 
Walworth Company, Limited, 620 Cathcart St., Montreal, P. Q. 


Walworth International Co., 





New York, Foreign Representative 
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OU know Disston as the maker of the great saws 
used in the lumber industry. And Disston also 
makes circular saws and band saws for you: for every 
type of portable rig and bench outfit. Small circular 


MATEUR mechanics constitute a great market for Saws, 
Tools, and Files, Disston is making new customers for 
you by advertising tothese “handy men” in Popular Mechanics, 
Popular Science Monthly, and other national magazines. 


How to Use a Circular Saw 
Told by the World’s Foremost Saw 


oo 


Small band saws of the same quality as the great 
Disston Band Saws used in the big lumber mills and 
famous among lumbermen for their hardness, tough- 
ness, and temper. Saws made possible only by 


Makers 


saws of the same Disston quality as the 110-inch Disston Steel, from Disston’s own steel furnaces. 


saws (the world’s largest circular saws) made by 
Disston for cutting the giant logs of the West Coast. 





Files for the Wood Worker 


Disston Cabinet Files (fine teeth) for smooth- 
ing and finishing w surfaces, easing tight 
doors and drawers, etc. Disston Wood 
Rasps (coarse teeth) for rough and fast cut- 
ting. enlarging holes, etc. Half-round 8” 

inet File, 6 65c. Flat 8” Wood — Ce 





Handiest of Pocket Levels 


For trueing up construction work, levelling 
shelves, etc., use a Disston Featherweight 
Pocket Level. It is the lightest and handiest 
level made. Length, 9”; weight, 2.0z. Aero- 
plane aluminum. Three proved glasses. $1.25. 





For Cutting Dovetails, etc. 
Wherever a fine joint is needed, and for care- 
ful cabinet work or pattern making, use a 
Disston No. 68 Dovetail Saw. Blade extra 
thin, with fine teeth. The 8” -_ 17 points 
to inch, is most popular, $1.60 


AKE sure arbor hole in saw fits mandrel snugly and 
that collar and nut are tight, to prevent saw wobbling 
in the cut or turning on the shaft. 
Before starting, see that saw has ample clearance at sides 
and ends of table slot. Test by turning by hand. If table 
can be moved up and down, set it so cut will come as near 
center of saw as possible. This gives best cutting angle oh 
saws up to 8”, and lessens tendency of material to “ride” 
over the top of the saw. 
Get enough speed. Have belt tight. Don’t adjust table 
when saw is running. 
Stand to left, not back of, board to be cut. Hold down work 
with left hand, just ahead of right. Push work through with 
right hand. When gauge is close to saw, use a “push 
stick” notched on the end. Do not “crowd” the saw: if it 
binds, ease up on the feed. 





Use Disston Circular Saws for better work on any machine. 
Cross-cut (left), for cutting across grain; Rip Saw (center), 


for cutting with grain, or a Disston Combination Saw 
(right), which cross-cuts, rips and miters perfectly. re 
[ xo hardware dealer has in stock, or can get for ~_ 


quickly, any Disston Saw, Tool or File. 


DISSTON 


Makers of “THE SAW MOST CARPENTERS USE” 





Ask for ‘ ‘Disston” ! Hand Saws, of course; but also 
Disston Circular Saws, Band Saws, Tools and Files. 





For Cutting Soft Metals 


You can use a Disston Metal-Slitting Saw on 
your power outfit. Cuts sheet brass, zine, 
copper, etc. Disston makes metal-cutting 
circular saws from 1%” to 90” diameter. 
Write for information and prices on Disston 
Metal Cutting Saws for any purpose. 





Band Saws for Better Work 


Disston * “Thin Gauge” Narrow Band Saws 
are 2 fo 3 gauges se or. They run better 
on machines with wheels up to 24” diameter. 
Saw 9’ 8” long, 14” wide, 25- gauge, 
brazed, $2.03. Other sizes in proportion, 





“The Saw Most Carpenters Use” 


The two handiest saws for the home work- 
shop are the 26-ine “h 8-point for cross-cutting, 
and the 26-inch 514-point for ripping. You 
will need these on almost every job. The 
popular “D-8” Lightweights cost $3.45. 


Published in the Snentiiis of the hardware trade by HENRY DISSTON & SONS, INC., PHILADELPHIA, U.S.A. Canadian Factory, Toronto 
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ANow it is up to the 





/ \ 
Plumb has taken a public stand, squarely 


for the independent hardware merchant... 
has reasserted that Plumb Tools are not 
sold to Chain Stores and Catalog Houses. 








ad 
This Poster is a part of the widespread campaign J 2 tet £28 § 
which Plumb is conducting . . . educating the public LU MB has gone the limit! Giving you qual 
to take advantage of the extra value that the Inde- ity tools with which to build a profitable 
pendent Hardware Merchant gives with each pur- ° P ° l d fi 
chase. Keep your Poster up in a prominent place. business. rotecting you on sales an pro ts 
And use the slogan—More Than ‘Price-Tag’ Value.” by refusing to sell to Chain Stores and Catalog 


Houses.— 

Inaugurating a widespread campaign showing 
the public why it pays to buy from you... tell- 
ing of the service and extra value you give... 
building good will for you in your own com- 
munity.— 

Developing a special sales unit which not 
only meets, but overcomes Chain Store com- 
petition. 






in ‘Price- 





oa hardware tore 
technol franedate on be detiwened with every sale. 1 msean e 

ee by oe Tae Sietey tlowion 4 sfaninaiper in teak No question about where we stand as a manu- 
" ca botched dake dewalt ashaateged ete facturer. Where do you stand as a merchant? 
#3 Clearly it is now up to you. Unless you line 
a Read this statement by Fayette R. Plumb up 100% with the manufacturers who protect 
ie | = MB does a. sell rine and help you, the legitimate system of hardware 
ea , Tools or any other teol« to > ° ° * - 
Me  castiveatindentliagtibit tans | ss distribution is bound to break down. 
‘¢ a Pry, Get into the fight! The support which loyal 
e manufacturers receive now is being watched 
les We want every Plumb toot in tool and Goren. —— j f ll b n n f: t h 
ig aide tap only ew idl igllhiasiatedt ttecniespniley carefully by many manufacturers who are un- 
= that will give him the most te hie stor! . . . . 
4 Nn Os ox hae tele ape ap serene decided in their sales policy today. 

Gur expericace shows that such satir- you te the most satisfactory choice. 


Start by mailing the coupon on the oppo- 
site page. 


faction aud saving caw hest he delivered 
to the aver of tools by the indeprodeat 
retail hardware merchant, who js sup 


Plumb servicer to wool axers, starting 
here im the factory. ix carried owt 







through the indepradent hardy arc stare be 
plied through the hardware wholesaler. ee os! 
greatest efficiency and economy to 4 + 

Risiiestaebedabaieb a poareareper= "9 . FAYETTE R. PLUMB, Inc. 
i , Be t 
i Plamb Hammers, Watehets, File. iy tools aud hardware, 0 satisfactory = Philadelphia, U. S. A. 
t ledges and Axes are made in many heice cansot be made from price-tag Pe 

styles and sizes, grades and finishes,— or catnlog description. That being ovr b? ‘ 

oo thet « suitable tool, «a ing cost, nav- experi we do not seit Plumb took ny 

ing time and labor, may br hed for the or any other tools to chain stores and oe " 

work you have to de. catalog bowers, Fayette R. Plumb, lae., id 

e 


Toe hardpare merchant is» specialist Philadelphia, E. S.A. 


PLUMB) eget 
FSi ed ; 
' Use 


this 7 slogan 


“More Than ‘Price-tag’ Value’ on all 
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Hardware Merchant and his Jobber. 
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Show where you stand 
Put this “Trading-Up” 


Unit on your counter 


.., lt overcomes 


CHAIN STORE 


Competition 


Tool profits come through trading up. 
Handing cheap tools to customers without 
attempting to sell a quality item, forces sales 
to the cheap lines, and robs you of your legit- 
imate profit. 

Sell your knowledge of hardware,— your ser- 
vice; sell your customers the idea that they get 
more than Price Tag Value from you. 

Give them an opportunity to compare yalues, 
just as the clothier, the tailor, the haberdasher, 
The P "T-adine-Up” Uni —and all other — of retail selling do. 

erLUMB ira ng-U p nit Plumb helps you to do this,—helps you to 

é overcome chain store competition, with the 
contains new Plumb “Trading-Up” Unit. 

Retail Price The Unit contains one dozen Plumb Nail 

$200 cach Hammers of four different price ranges. The 

— counter salesman (illustrated above) holds one 
hammer of each price. 

Customers see and handle the different tools; 
$150 each they sell themselves the quality items by the 
very contrast of the tools. 

Mail the coupon for this sales maker. Dis- 
play the Silent Salesman on your counter or 

















"SS qapmuammilillaeatiile 6S, $100 cach display table. (Not in your window.) Then 

a —_ «ann sl os check all sales to prove that your volume is 

2 PLUMB Phila. Tool Co. Brand going to the high-grade, profit bearing items. 
| 4. PLUMB Phila. ToolCo. Brand = 7 5e each PLU M B 
& ———— Hammers Ratchets 
“| 1 Doz. Hammers—Selling Price *1500 Files Sledges Axes 


‘ Dealer Cost $1000 
Display Stand FREE 
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your printed matter: 
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sellers ~ With~ 


Quick Profits~ Quick Turnover 


HE experienced progressive hardware dealer will 
instantly grasp the great opportunity of increased 
sales in small drills the moment he sees the picture 
of our new method of packing and counter display! 


“Why didn’t you do it years ago?—They’ll sell 
easily! — Fine idea!’”,—Such are the expressions of 
many! —and they are right! In addition, you don’t 
take one small profit—you get nearly eight times the 
amount and get it quick! You sell an entire set more 
easily and far more quickly than you now sell one drill! 


Furthermore, some dealers say, “With your new 
method we ought to sell more drills in a day than 
we now sell in a month.” That expression is brought 
about through their foreseeing an entirely undevel- 
oped market in their neighborhood for drills and 
breast drills. 


Every farm and home 
owner can now be sold 


a setof drills $ 


Skeptics say, “How can that be done?” 


£asily!—You are selling for use in wood, the ratchet 
hand drills and sets—almost every home owner who ever 
touched a tool owns one! Now you can sell that same 
home owner a breast drill or a small electric drill and a 
set of our Carbon Drills or High-Speed Drills to go with it! 


Every farmer, every home-owner, especially if he owns 
a car, needs a breast drill for odd jobs! You can interest 
every man of this type and thereby develop an entirely 
new market. Right now you can think of dozens of such 
men you can sell when they come in. 

Ask your jobber about Cleveland’’ Carbon Drill Carton No. 260 


and Cle-Forge High Speed Drill Carton No. 570. Better still—write us 
and we will put you in touch with the''Cleveland” Jobber nearest you. 


Every mechanic and fee owner needs @ 


set of these small 








‘ills and he is easily sold. 






TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES: 
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REZNOR 


RADIO 


HIS FALL, Reznor is going to use radio broadcasting! It will 
be an important part of a well-rounded advertising program— 
some features of which we have already told you. 
















We are mighty enthusiastic about this idea because we believe it 
will do more to bring people to the stores of Reznor dealers than 
any type of advertising we have ever used. 


All of the details cannot be stated now, but we can assure you 
that our broadcasting will adequately cover the community of 
every Reznor dealer. 


Radio, Newspapers, Dealer Helps—all have been designed to sell 
more Reznor heaters in your community. Give your jobber your 
Reznor specifications now and be ready for the biggest Reznor year. 


REZNOR MANUFACTURING CO. 


Mercer, Penna. 


f tt , MOTT Leo Th 
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In a short time there will 
be ready a small portfolio 
that will explain in detail 
every phase of the com- 
plete Reznor advertising 
campaign. It will tell all 
about the kind of pro- 
grams that will be broad- 
cast and the stations that 
will broadcast them. News- 
paper and dealer adver- 
tisements will be shown, 
as well as the newspapers 
and cities in which they 
appear. All of the dealer 
helps, folders, booklets 
and window displays will 
be reproduced. Write for 
one. It will be sent as 
soon as it is off the press. 


CAS HEATEF Rs 


F AN OPEN FIRE- THE BEAUTY OF FINE FURNITURE 
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Basiness Building 


Brushes 


doesn’t take any more time to sell Osborn Brushes and 
make the bigger profits. Every Osborn Brush is a fine 
tool—correct materials correctly designed to meet the 
needs of the job. 
Osborn Paint and varnish brushes, scratch brushes, floor 
brushes, push brooms, they are all made to specifications de- 
veloped by Osborn. Get your share of a profit-making 
business. Sell the dependable line of Osborn Brushes. 


JHE OSBORN MANUFALTURING LOMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 
Branch Offices: New York « Detroit - Chicago - San Francisco - Los Angeles 


Osborn Oval 
Varnish or paint 
Brush No. 1927. 
Made in five sizes. 
This is an excel- 
lent brush for all 
general purposes. 


A Better Wearing Brash for Every Use 
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Chisels that ‘‘Make Good” 
Because Made Good 





Once a chisel is made nothing can 
change its efficiency. If it doesn’t 
cut right immediately after pro- 
duction, it never will afterwards. 





ak? 22, ai? Tate Therefore, consider well the maker 
ocke u 


vvucket Cabinet 


and the quality of the product 
before stocking. 


Union Hardware 


Chisels 


have “made good” for many years, be- 
cause the material that goes into them 
is the highest grade of tool steel. 








They cut right, because made right. 


And they last because they are made 
extra strong by a new process with 
blade and socket in one solid piece—no 
weakness—no imperfections as in the 
old method of welding. Nicely finished, 
too. Sold at reasonable prices. 


Ask your Jobber to supply you. Send 
for Tool Catalog No. 9. 


HARDWARE COMPANY 


Reg. U. S. Pat. Off. 





TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers St. 
No. 110 Established 1854 Incorporated 1864 


ong 6%” Long 
Socket Framer Socket Firmer 
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SMART 
NEW 
COLORFUL 


These Fabrikoid Fabrics show a rapid 


turnover in summer 






















With the coming of summer a great new 
market of out-of-door uses opens up for 
these smartly designed, attractive fabrics. 
For summer homes and camps—picnickers 
—tourists—boating fans— Fabrikoid 
Fabrics serve a great number of definite 
purposes. 


In a wide range of colors—white, maize, 
orchid, blue, green, and pink—they in- 
stantly convince women of their practica- 
bility for a multitude of household and 


camp uses. 


Fabrikoid Fabrics are smart new mate- 
rials that are decorative, cool and easy to 
keep clean. Stock and display Fabrikoid 
Fabrics now. Let them help build a bigger 
volume for you during the summer months. 


+ 
wt 


AE6. U. 5, eat. OFF 


seenet FABRIKOID 
a FABRICS 


E. |. du Pont de Nemours & Co., Inc., 
Fabrikoid Division, Newburgh, N.Y. Dept. HA-3 
CRSRESRR HR EERSEKEKRS RRA RRORSREKK eee Ee ete Bee Canadian subscribers address: Canadian Fabrikoid 
Limited, New Toronto, Ontario, Canada. 

Please send information about the new du Pont 
Fabrikoid Fabrics for summer home and camp uses. 
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The True Temper Display Stand 
t f his need for new 


EMPE, 














6 Million 


Hand Tools Need Replacement 


You can greatly increase your business by showing every customer 
how to save time and labor by replacing his old, worn out, broken 
and misfit tools with new, up-to-date True Temper Farm and Garden 
Tools. 


Every farmer has at least one such tool that needs replacement. 
Prove this to yourself by visiting some farmer friend and checking his 
collection of forks, hoes, mattocks, hooks and rakes. 


Here is an opportunity to increase your sales on a line sold only thru 
the Hardware Stores. The Automobile Industry is alive to the re- 
placement market—they sell millions of cars every year for replace- 
ment alone. 


The hardware man can do as well—Here’s how to do it. 


Keep your True Temper Tools well displayed;—out near the front of 
the store where they will remind the customer of his need for new 
tools. Let us send you a display card which suggests the replacement 
of old and worn out tools. Free on request. 


This is a good suggestion. 


THINK IT OVER! 


The American Fork & Hoe Company 
General Offices: Cleveland, Ohio 
Makers of Farm and Garden Tools for Over 100 Years 


carpeNn IOOL 
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It is a well known fact, that to give a 
good carpenter a poor tool he cannot 
do as good a job as when working with 
a good tool. 

The retail hardware salesman may be 
placed in the selfsame category; give 
him proper display helps, and he will 
be more enthusiastic in putting the sale 
“over” than if he had to climb up and 
down that high ladder several. times, 
wearing himself out, and taking up the 
customer’s time, and delaying the sale. 

Time is money, and the more time it 
takes to make a sale, the less your profit 
is. 
Mr. Norris of Tracy, Robinson & 


Above is the modern Duluth Equipped Store of Brown-Rogers-Dixson Co., Winston-Salem, N. C. 


esa std 


Salaries of clerks and their productiveness 


Williams Co., Hartford, Conn., writes: 

“There is so much time now saved in 
waiting on a customer, who, upon look- 
ing on the sample boards is able to say 
“That is what I am looking for,” where- 
as previously, it was often necessary to 
bring down from the shelves a box of 
each kind and size of the article the 
customer was interested in. In addition 
to the fixtures being helpful in selling 
goods, we have also found the Display 
Tables worthwhile. Our customers are 
continually reminding us how much 
easier it is and quicker-for them to make 
a purchase compared with the old sys- 
tem.” 


WRITE FOR COMPLETE INFORMATION 


Do not put it off another day. Write now while it is in your mind and 


find out what Duluth methods can do for you. Ask for booklet No. A69 


DULUTH SHOW CASE CO., DULUTH, MINN. 











DULUTH 


STORE EQUIPMENT 































MRS APRS merges a 
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PUMPS ‘WATER MYE HAY RS. DOOR HA' 





The line that many leading dealers are 
featuring profitably is the line that will 
also prove profitable for you. New styles, 
different and distinctive, forging ahead at 
every turn of the road, Myers Self-Oiling 
Deep and Shallow Well Power Pumps 
afford every day opportunities for business. 


This is the kind of support Myers Self- 
Oiling Power Pumps provide. No matter 
what the requirement may be, for a coun- 
try or a suburban home, for a farm, a pub- 
lic or private building or institution, for a 
mill, mine or factory, there is a Myers Self- 
Oiling Power Pump in a capacity range up 
to ten thousand gallons of water per hour 
that will meet the need satisfactorily. 

The feature illustration appearing to the 
left shows at a glance how extremely well 
Myers Self-Oiling Power Pumps are built. 
Excellence of construction, sturdiness 
throughout, a dozen or more patented fea- 
tures and other important improvements 
almost without number—ease of installa- 
tion, care free, low cost operation, uniform 
long-time service — you will find all of 

them to be active sales partners that 
m will help you to do 
more power pump FIG. 2358 
business than ever 
before. 















SELF-OILING, 
POWERHEAD 


PATENTED | 








You are interested in 
a live sales proposition 
like this. Write or wire 
for catalog and informa- 
tion, 





TH F.E.MYERS & BIRO.¢°: 
ASHLAND, OHIO. 
, WATER SYSTEMS + HAY TOOLS + DOOR HANGERS 
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5 UT a Lamson bolt through 
i any comparative strength 
test you wish—‘try to bend it, 
i twist its head off, strip the’ - | 
§ threads or what you will. 
: Then you will see why it pays 
if to standardize on Lamson 
F strength-plus Bolts and Nuts. 
} i THE LAMSON & SESSIONS CO. | 
{ q 1971 West 85th Street ‘ Cleveland, Ohio 


CHICAGO - DETROIT - ST. LOUIS - EL PASO - CHATTANOOGA 
ATLANTA - SALT LAKE CITY - LOS ANGELES - SAN FRANCISCO ~- SEATTLE 
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NEW/AND DIFFERENT/ 


_ Cake Cover and Board Sets in six different striking color combinations. 
Cover and board are matched in color to sell as a complete unit. 
Covers have beautiful new decorations — flowers, birds, butterflies. Body swedge 
and bottom rim attractively gold striped. Covers are extra high with graceful 
dome and glass knob. Inside is bright, smooth, superior tin finish. 1214x434 
inches . . . Boards are absolutely odorless and tasteless because they are made 
of “Sitka (Airplane) Spruce”. Flat surface—cake cannot sag. Will not warp. 
Water-proofed by special process. A surface finish that will not pick up 
dust. 121/, inch diameter. 
Sets furnished in following colors: green, blue, grey, yellow, white, red. 
Packed 1/, dozen sets in carton. Put them on your front counter. Mark 
them at $1.50 a set, and see them go..... Order from your jobber. 


NATIONAL ENAMELING & STAMPING CO., Inc., 1312th St., Milwaukee 


Factories and B: h Milwaukee, New York, Baltimore, Granite City, IIl., Chicago, New Orleans, 
Laurel Hill, L. 1., Philadelphia 


STORY 


CAKE COVER €BOARD SETS 






















Be 
¥ Se} 
xc, 


RES SR 





HARDWARE AGE for JUNE 13, 1929 








A 








THE BARBIZON, New York 

City, Murgatroyd & Ogden, 

Architects. Glazed with 
Libbey-Owens Glass 








LIBBE 
-OWENS 





¥FLAT-DRAWN CLEAR SHEET GLASS ° ° 
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assures you of an WA TRA PROFIT 


Libbey-Owens exclusive process produces 
giass that is truly flat and without bow— 
its perfect annealing prevents internal 
strains and brittleness. These features 
reduce toa minimum breakage in trans- 
portation, handling, and giazing — conse- 
quently giving you an extra profit. 
Libbey-Owens “A” quality glass is spe- 


* 3 4 
Distributed through representative glass jobbers and used 
by sash and door manufacturers everywhere 


eially selected, graded and inspected, 
making it ideal fon fine buildings every- 
where. It is paper-packed to protect its 
brilliant lustre, and each light is identi- 
fied by the familiar Libbey-Owens label. 
Ask your jobber for Libbey-Owens glass. 








= cr cr rr ee re ee es es es ee ee ee ee ee ee ee ee ee 
| THE LIBBEY - OWENS SHEET GLASS CO. 
! Toledo, Ohio 

| Gentlemen: 

: Please send me your new booklet on Flat Glass. 

| Name 

; Address 
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Fair Warning 


@ The final forms for the 


RETAIL CONVENTION NUMBER 


of 
HARDWARE AGE 
| close June 25th 


Don’t miss the opportunity 
of getting your sales message 
to the merchants and jobbers 
in one of the most exhaus- 
tively read issues of the year. 


This calls for immediate action—mail your copy 4 
today to é 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 
(Regular Space Rates Apply) 
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ats easy lo sell this Fence 
with the silver,satin finish 


There is a Pioneer Kokomo Lawn Fence display 
case at your disposal that will double or treble 
your fence sales. Pioneer is the first and only 
fence that offers this great merchandising op- 
portunity. You cannot afford to be without 
this new and tested idea! 

Let your jobber tell you how you can 
put this masterful ‘‘silent salesman” 
in your store WITHOUT COST 
Or write to us for complete details. 
CONTINENTAL STEEL CORPORATION 


KOKOMO STEEL & WIRE CO., DIVISION, 








KOKOMO LAWN FENCE 








fr. 


STYLE L FABRIC 





Style “L” is closely spaced 
and resists the most adverse 
wear and weather conditions. 
Has a beautiful silver satin 
finish. Made in 24, 30, 36, 42, 
48, 54, 60, and 72 inch heights. 


STYLE AM’ FABRIC 





Style “M" does not have as 
close spacing at the bottom as 
Style “L” but is sufficiently 
close to turn animals. Partic- 
ularly suited for back yard or 
division fences. A handsome 
though simple design, built 
Substantial.y and priced rea- 
sonably. 


FLOWER BED BORDER 
































“Pioneer” Kokomo Flower Bed 
Border affords ideal protection 
for flowers and gardens. It 
provides an artistic method of 
setting off shrubs or gardens, 
and adds beauty to property. 
It is not only beautiful, it is 
really protective. 


PIONEER TRELLIS 





The heaviest vines will not 
break down ‘‘Pioneer’’ Kohomo 
Trellis. Artistic and beautiful- 


ly designed, substantial, and 
invaluable for training vines or 
bushes. Pioneer Trellis adds 
much to the attractiveness of 
the home. 
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a feature that 
sells hacksaws 


Tool users know that a weak, 
wobbly frame means broken 
blades. That’s why the rigidity 
of the Crescent all-steel Saw will 
' at once appeal to your customers. 
Blades last longer, cut truer and 
faster in this rugged frame. Cres- 
cent 1046 and 1047 are unbreak- 
able. They thrive on abuse and 
hard service. Yet 

design has not been 

sacrificed in pro- 

ducing such un- 

usual strength. 

These saws are bal- 


f anced perfectly. 
" Theyhavehang 
and feel, as well as 
trimness and fine 


appearance. 


CRESCENT 
TOOL COMPANY 
204 Harrison Street 
Jamestown, N. Y. 





No. 1046—depth of cut 24%4”—$1.00 
No. 1047—depth of cut 3%”—$1.25 


Others with wood and composition handles @ 
retail 60c. to $1.25. a 


CRESCENT ifftmenway TOOLS 


Made under the supervision of and guaranteed by the originators of the Crescent"Wrench 
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| Bibbiece sales talk... 
on the products you sell 








LE 


ed month, The House- 
hold Magazine is delivered 
into more than a million and a 
half small town homes—hundreds 
of them right in your own town. 
Prosperous, modern homes man- 
aged by alert women constantly 
on the watch for the newest ideas 
on home decorations, furnishings 
and fixtures. 


That’s why these women are sub- 
scribers to The Household Maga- 
zine. They keenly scan its con- 
tents, from editorial features to 
advertisements. And they discuss 
them with their friends—because 
home and fixtures are always the 
two unfailing topics when women 
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get together. 


As you know, women in the small towns 
convene more frequently than their sisters 
in the larger cities. 


All of these Household readers are your cus- 
tomers and prospective customers. Hence, 
the features and advertisements they read 
in this magazine, and the conferences which 
follow, supply the advance sales talk on the 
products you sell, or should sell. 


Take advantage of this advance sales talk. 
Stock and display the articles listed in the 
box to the right. All are regularly adver- 
tised in The Household Magazine, and 
known and discussed by the hundreds of 
Household readers who buy in your town. 














These products will be advertised in Household 
Magazine in 1929. 


Atwater Kent Manufac- 
turing Co 
Florence Stove Co. 


International Silver Co. 
—Rogers Bros. 1847 


Singer Sewing Machine 
Co. 


Chevrolet Motors 

Crane Co. 

Huenfeld Co. 

National Enameling & 
Stamping Co. 

Perfection Stove Co. 


American Gas Machine 
Co. 

Coleman Lamp 

Lindemann & Hoover- 
son 

LePage’s Glue 

Boston Woven Hose 
Co. 

General Electric Co. 

Wall Paper Manufac- 
turers’ Assn. 

Taylor Instruments 

Landers, Frary & Clark 

U. S. Rubber Co.— 
Jar Rings 


Crosley Icyball Refrigerator 














A Capper Publication 


The HOUSEHOLD MAGAZINE 





See ete ee a 
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A High-quality Gas Range 


at a “sensational” price 


Constructed to give long life and cooking satisfaction. Approved by A. G. A. Laboratory. Among its features are: 


Cast iron front frame Flush doors All-enamel finish. Enamel oven and 
Heavy angle iron base and top Full size cooking top broiler linings. 

frame 43" wide overall Can be supplied with Robertshaw 
Oven 16” x 18” x 14". A splendid Utility drawer Heat Control 

baker Extra wide warming shelf Weight: 220 pounds 


It is the New Acorn with a century-old background of established value in tens of thousands 
of homes from coast to coast. Its reputation and the price make it a recognized bargain that 
will attract women to your store. 


STANDARD GAS EQUIPMENT CORP. 


18 EAST 41st STREET, NEW YORK 








Pacific Coast Distributors: 
Northwest Gas & Electric Equip. Corp. 

altin in Portland (Oregon), Los Angeles, 
Birmingham, 


San Francisco. 
Jersey City, N. J n Francisco 


Lt et MACON 


Factories: 


Aurora, Iil. 
Baltimore, Md. 
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Factory Office: 
2225-39 S. Halsted Street ‘ 
Chicago, Illinois AMERICAN FLYER MFG. COMPANY 


Mfrs. of Miniature Railway Trains, Airplanes and General Distributors of Structo Toys 





—_ 
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Actually Creates Sales 


Effecting the greatest display possible in a 714 x 4 foot 
space, these new AMERICAN FLYER Train Display 
Stands are the outstanding features of the recent Toy 
Fairs. They are scientifically constructed so as‘to show 
the trains without any obstructive views. You will note 
that there are six wide gauge and five narrow gauge 
trains displayed on Model No. 4170 illustrated above. 


The two trains on the bottom are hooked up for actual: 


operation. These stands are real merchandisers equally 
adapted to counter or window display. 


Display Stands are also made up for Narrow Gauge 
Trains, Wide Gauge Trains, Wind-up Trains and a com- 
bination of Wide and Narrow Gauge Train Sets. 


If Interested, Send for Samples 
and Special Jobber Proposition 
be 





Transtormers Electric Trains Mechanical 9/ Trains 





hi aT ey retel oY La | W iy) ‘e 
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Use taese New Train Disecay STANDS if 
THEY ARE PROVEN SALES PRODUCERS 


COMBINATION 
NARROW AND 
WIDE GAUGE DIS- 
PLAY STAND 


: \ MODEL NO. 4170 
f 
t 
{ 


Shows Your Prospects Our Fast Selling Items— 


Sales Office: 


200 Fifth Ave., New York City 


24 California St., San Francisco, 


California 
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How’s YOUR GOLF 
DAVE G Is Advertising 
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PARA ORD 


DAVEGA...leading Sport Shops of 
New York and one of the most dis- 
criminating buyers in America, 
selected Paracords because of their 
outstanding quality and for QUICK 
and PROFITABLE sales... 


BECAUSE 


Paracord is tough! Long 
flight and long life. 


Paracord is equal to or better 
than any 75c ball on the 


ont got! gt 
E market. 
ORT Tso i 
ITED Sa Paracord sales repeat! and 
no repeat! and repeat! Golfers 


This is a reduced copy of 
one of Davega’s advertise- 


like them. 


ments in New York newspapers 
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PORD 


EQUAL TO OR BETTER THAN 
©e@~e2eee00e00080008000080 








PS! PRONE Ey 
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_ BALL BUSINESS..? 





SELLS for AD cach 


OR $5.95 A DOZEN 


YOUR price $4.00 per dozen, de- 
livered anywhere in United States, 
conveniently packed for quick sales 
of three or twelve. 


ORDER NOW! 


Take advantage NOW of our doz 
Introductory Free Deal! doth eve 

mee 

t, 
Prompt deliveries of any ing 
quantity. Take 

This i 

Address The Paracord ° 
Company, Johnson City, 
New York. 












































ANY 75c GOLF BALL ON THE MARKET 
©ee@ee0008000800808080 8 
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DEALER’S ASSORTMENT 
of Bull’s-Eye and Target Reel Parts 





Meisselbach Reel Parts Assortment No. 1 


EW service for Meisselbach dealers—saving 

customers’ time, giving immediate satisfac- 

tion. A complete, handy assortment of all 
essential replacement parts for the popular Meissel- 
bach Bull’s-Eye No. 100 and Target No. 105 Level- 
Winding Reels. 

Genuine parts, that fit, insuring proper free running and 
long service in these famous straight-casting reels. 

Each part illustrated, numbered, described and priced 
for retail on the box lid. 

List price of complete assortment $9.60; usual trade dis- 
counts. Parts only are charged for—box is free. Replace- 
ments may be reordered as required to keep the assortment 
complete. 

Order a sample Assortment today from your Jobber. 
Specify Meisselbach Reel Parts Assortment No. 1. 


The A. F. Meisselbach Division of 
The General Industries Co. 
2936 Taylor Street, Elyria, Ohio 














Octigan 
Official 
Drop 
Forged 
Steel 
Pitching 
Shoes 


ORTY-EIGHT tournaments are 

popularizing the Octigan line of 
quality pitching shoe equipment. 
This unique publicity plan is devel- 
oping and expanding a profitable 
market for Octigan dealers. Are 
you one of those dealers? 


‘‘No 
Human 
Blow Can 
Break It’’ 


Write Today for Prices 
OCTIGAN FORGE & MFG. CO. 


25th Street and Lowe Ave. 


CHICAGO, ILL. 








<2 SAR RIDG <oy 


eISTO is‘ 


Gy. 


On a holiday or any day, the boys in your 
neighborhood are interested in making 
whoopee. You can sell the young Cow- 
boys and Indians a Kenton Blank 
Cartridge Pistol and with it they can 
make all the whoopee they want, for 
nar plenty of noise in one of these 


While the children are having fun at a 
reasonable cost, the profits that roll into 
your cash drawer will make a gratifying 
tinkle. 

Three sizes, all safety features, nickel 
plated or buff finish. Ask your jobber 
or write us. 


Kenton Hardware Company 


Kenton, Ohio 
Jobbers Write for Cap 
Wanted. and Blank Pistol 
Write. Catalogue. 
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Dorfan makes also a complete 
line of mechanical trains. 


ORFAN 


THE DORFAN COMPANY 





WHY THIS SENSATIONAL 





Factory and General Office, Newark, N. J. 
New York City Showroom, 200 Firtu Ave. 


DEMAND FOR 


Because it has the only engine that can 
be completely taken apart and put to- 
gether by any boy... Because, due to its 
die cast non-magnetic housings, no cur- 
rent is wasted; hence all the “juice” is 
hurled into power, making Dorfan the 
swiftest and most powerful engine made 

.. Because only Dorfan has the smooth 
ball bearings...Because Dorfan is 
modern in performance and appearance 
and thrills the heart of a boy. 


DORFAN ELECTRIC TRAINS 











Record Breaking 
All-Season Sellers! 
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GYM HORSESHOES No. 155 
The New Outdoor Rage 


Pitching Horseshoes bids fair to sweep the 
country as a fad. Western cities are form- 
ing leagues which receive daily newspaper 
publicity and the craze is moving over the 
entire country. Gym Horseshoes (made by 
Wolverine) is a smaller edition of the 


four wire-reinforced rubber horseshoes (two 


and two wooden pegs for outdoor use. 



























red and two black), two heavy metal bases, Factory: 





MERRY MILLER No. 77 
The Hit of the Season in Sand Toys 


Wolverine sand toys renowned for 
their exceptional appeal score a 
unique hit with this Merry Miller. 
It has proven to be a fast moving dol- 
lar item with every feature to achieve 
sensational volume business. Its fan- 
tastic coloring sets it apart in ap- 
pearance from the usual sand toys. 
. . Its unusual action has caught 
the fancies of thousands of children. 
Millwheel revolves loaded with sand 
while the Merry Miller, fol- 
lowed by his dog, tries to get 
around corner of the house 
where wife awaits with rolling 
pin, All set up in attractive 
box ready for play. 


Write for new Catalogue No. 11A just off the press. 


2a ans WOLVERINE %2,*” 


Sales Offices: 200 Fifth Ave. 
N. Y. Telephone Gramercy 3453 


Pittsburgh, Pa. Room 406 
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Sell ry) ON He ote State 


“The First Best Skate—the Best Skate Today” 


me .. by a A champions to establish 
speed = a, —— 
4 skater —- mers can 
buy an adjustable vlher = with "the 
45-year record of quality. 
Made of best, henry” ‘cold rolled strip 


through your jobber. 


Richardson Ball 
Bearing Skate Co. 
3318 Ravenswood Ave. 

Established 1884 
Chieago, Ii!. 


per dozen 
Sample Pair 
$2.20 











In 1871 


Iver Johnson started making firearms that won an immediate 
reputation for quality, safety and efficiency. 


TODAY 


that reputation is nation-wide. 


IVER JOHNSON 


REVOLVERS 


SINGLE and DOUBLE BARREL SHOT GUNS 
AND NOW A 
~f.22 CALIBER]JBOLT ACTION;SAFETY RIFLE 


IVER JOHNSON’S ARMS & CYCLE WORKS 


FITCHBURG, MASS. 


CHICAGO SAN FRANCISCO 
08 W. Lake St. 717 Market St. 


NEW YORK 
151 Chambers St. 


Early education makes for future safety. This is the mission of 
Metalcraft Airfield Construction Toys. F 
The Metaleraft Flyer is going to be the leading all-summer outdoor 
thrill. When assembled it has a wingspread of 4", "but weighs 
fh FB "aa All parts can be replaced. Better be prepared 


for 
No. 955 All-Construction Set, retails at $1.00 


No. 956 Assembled, except wings, retails at 1.50 
Write for etek ue of entire Metalcraft line, including 


METALCRAFT CORPORATION - ST.LOUIS 





KIDDIE KAR 


Trade Mark 


“KIDDIE” Vehicles 


Trade Mark 


The original and still outstanding leaders in vehicles for 
tiny tos—-KIDDIE KAR, KIDDIE PEDAL KAR, and 
KIDDIE KAR STROLLER, all are protected under’ basic 
KIDDIE KAR patent now sustained by United States 
Circuit Court of Appeals, Second Circuit. 


H. C. WHITE COMPANY 


NORTH BENNINGTON, VT. 


Kiddie-Kar, Kiddie-Pedal-Kar, Kiddie-Kart, Kiddie-Koaster 
Kiddie-Skooter, Kiddie-Kar Stroller, Kiddie-Tender 














ci Sportsmen’s homes continue to use more 
and more Hoppe’s No. 9 for cleaning the 
bores of target rifles and trap guns and 
to prevent corrosion. Hoppe’s Lubricating 
Oil for the working parts of guns, for 
fishing reels, children’s vehicles, and all 
home machines. Hoppe’s Gun Grease to 
keep mid-summer humidity from rusting 
gun_ bores. Display all Hoppe’s Products 
in June. Write for free Gun Cleaning 
Guides for vacation customers. 


FRANK A. HOPPE, Inc. 
2314-H N. 8th Street, Philadelphia, Pa. 




















Boys As Want It! 


and stea 
gion it—it looks like a real 
automatic—that’: 3 — - sells! 
Tu 5 
popular 25c. novelty. — 
Order from your Jobber 
for Immediate Delivery 


Daisy Mfg. Comp oe 
Plymouth, Michigan, U. 


DAISY isto. 





FANS— 


MILLIONS OF THEM 


Golf fans—base ball fans—boxing fans—we're 
a nation of fans. Twelve months a year— 
every day in each week—we're interested in 
sports, and twelve months a year we create a 
demand for SPORTING GOODS. 


We take our sports rather seriously, and we 
must be well equipped. We’re constantly on 
the lookout for better equipment. 


We look in the hardware merchant’s windows, 
and if he has something to show us we’re keen- 
ly interested. 
In the regular sporting 
goods issues of Hardware 
Age — published every 
second issue of the 
month—you will find 
practical ideas and sug- 
gestions for this profita- 
ble department of your 
store. 


Hardware Age 


239 W. 39th St. 
New York City 
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3,000 Sales 
3 Months 


A BONA FIDE RECORD OF 
ONE LIVE HARDWARE STORE 


with 





MODEL RACING SAILBOATS and 
MODEL RACING MOTOR BOATS 


You, too, can cash in on 


TOYS THAT the crest of a demand for 


ARE MORE this high grade practical 
THAN JUST sports merchandise. For 
TOYS - - 


boys from 8 to 80. You've 
wanted it. Here it is— 
with a real profit. 

SEND FOR CATALOGUE 


The H. E. BOUCHER MFG, Co. 
150 LAFAYETTE STREET, NEW YORK, N. Y. 


SAILBOATS—MOTOR BOATS—STEAM ENGINES 
COMPLETE AND CONSTRUCTION SETS 
STEAM TYPE ELECTRIC TRAINS 














FIRE YOUR BIG-BANG 
BROADSIDE NOW! 


Every boy’s mind is filled with thoughts of the coming 
celebration, and it’s easy to turn those thoughts to your 
stock of BIG-BANG. 

BIG-BANG has three strong features... . : Safety: 
no matches, no powder; fired with BANGSITE, the safe 
ammunition. . . . Cheapness; BIG-BANG can be fired 
all day with a few cents’ worth of ammunition ... 
and NOISE; a real BANG that 
delights the boys. 

The earlier you begin to 
display BIG-BANG the 
more you'll sell, for— 
“One boy tells an- 












FIELD ARTILLERY 
No. 16F, 23 in., $5.50 
No. 12F, 17 in., 3.75 
No. 8F, 11 in., 2.25 
No. 6F, 9 in., 1.50 

HEAVY ARTILLERY 
No. 10W, 14 in., $3.00 


BOMBING PLANE 
No. 11P, 11 in., $3.50 


THE CONESTOGA |; >}> )_/ NAVY GUN-BOAT 
CORPORATION | ..| ‘“* °° i> #00 


Main Office and Factory ARMY TANK 


No. ST, 8 in. $1.00 
B S.A. 
sear oo USA HOPU SAFETY PISTOL 
Export ent : 


No. 6P, 8 in., $2.00 
Office No. 605, 130 Pearl St., 
New York City, U. S. A. 


























Lifting 
the load 


with a 


Baltzly Truck 


One pull of the handle lifts the load. A re- 
frigerator or stove may be moved in to the 
Show Room with ease. Heavy crates and 
boxes are light for one man when he uses 


the Baltzly Truck. 


Time, labor and energy are saved by the 
use of this light and efficient little lifter. It 
will pay for itself in a few days. Every 
Hardware store should have one. The most 
valuable asset on your pay roll, the lowest 
wage earner in your store. 


Furniture stores, Gas Companies, Electric 
offices, Factories and store houses will use 
Baltzly Lift Trucks to move refrigerators, 
stoves and heavy crates. Take advantage 
of the sales opportunity in your city and 
handle these valuable assets to your busi- 
ness. 






The Lowest Price 
Truck of its kind 
on the Market 


ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 
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colors of the famous 


GEORGE MAY 


America’s most scien- 
tific horseshoe pitcher, 
and Akron fire-fighter 
—given FREE — ts 
booming sales every- 
where 









ROLLER SKATES 
are GUARANTEED 


“SPEED KINGS” are furnished 
with STEEL TREAD or SILENT 
BALLOON TYPE RUBBER TIRES. 
Our extension feature is the most 
satisfactory, skates extending from 
6%” to 11”, which means 
SMALLER INVESTMENT in your 
roller skate stock—eliminating need 


of carrying juvenile sizes. “SPEED KING” extension range fits 
them all. Write for prices and information. 

KOHLER DIE & SPECIALTY COMPANY 
P. 0. Box KK DeKalb, Ill. 











For PROFITS 


SELL 


PFLUEGER 
Let America’s crack pitching shoe FREE. saeeetene EGE 
“salesman” go to work for you— | FISHING TACKLE 


7 | It’s the best known name in tackle backed by monthly ad- 
George May, not satisfied with designing the championship National vertising in all Sportsman’s Magazines—Field & Stream, 





Standard Pitching Shoe, wants to help you capitalize on the growing public | National Sportsman, Outdoor America, etc., as well as four 
interest in this great game. On this attractive display card, he'll prove to full columns in the Saturday Evening Post. 

you, as he’s doing for scores of other dealers, that the new ‘‘American Ace”’ | 

Tourist’s Outfit (2 pairs drop forged Shoes, 2 pointed Stakes, 1 pad Score | Pflueger Pocket Catalog No. 148 


A booklet containing information of special interest to fisher- 
| men, Illustrates and gives useful information on the principal 
(If dealer, | fresh and salt water game fish and tackle recommended. An 

excellent medium for sales promotion. Supplied free to 


Sheets—all handily boxed) at only $3.75 list, brings quick sales. “Na- | 
tional Standard’’ Pitcher’s Outfit, $6 list. | 


Write at once for George May circular matter, and discounts. 
give jobber’s name and city.) 


Pflueger Dealers for distribution to customers. Write for copy. 
THE ENTERPRISE MFG. COMPANY 
World’s Largest. Manufacturers of Horseshoe Pitchers’ Equipment . Akron, Ohio, Dept. HA-6. E. A. Pflueger, Pres. 


THE NATIONAL STANDARD HorseEsHoE Co., INC. 





___ 1615 Barth Court, S. W., Canton, Ohio 








iv 


Undeniably the sports section—organized recre- 


ation—everybody is interested. And each year we 
WHA : | OR | ION become more active participants. 


The boys that used to “skitter” stones on the ice 


OF THE D AILY P APER pond are today demanding skooters, roller skates, 
and ball bats. Small sister must have her skooter 

d skates too. Father plays golf and tones up 

GETS THE WID EST dios pie bag each pond Mother plays 
tennis or golf. There’s a baseball league in the 


READING grammar school—and foot ball on every open 


space. Sporting goods of all types are in constant 
demand. Are you cashing in on this profitable 
business? 


HARDWARE AGE is behind you with suggestions 
for displaying and selling sporting goods. Watch 
for these articles. 


Hardware Age 


239 W. 39th Street, New York City 
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The Complete Line of 
Children’s Vehicles 


The LEADING LINE in 1929 














Automobiles—of Beauty Supreme! 


“Ask the Child Who Owns One” 
Velocipedes—of Distinction! 


AIRPLANES—HEAVY DUTY TRUCKS—SIDEWALK CYCLES 

COASTER WAGONS—EX PRESS WAGONS—GARDEN BARROWS 

DOLL CARRIAGES, COACHES and SULKIES—JUVENILE and 
DOLL FURNITURE 


Write for cata- e 
log now or just 

fasten this cou- ; 

pon to your 


letterhead. 
WASHINGTON, PENNA. 


Factories: Washington, Penna. Elkhart, Ind. Toronto, Ont. 


ae NEW YORK NEW YORK CHICAGO 
PERMANENT Fifth Avenue Bldg. Strobel-Wilken Co. American Furniture Mart 


DISPLAYS Room 318 33-37 East 17th St. Space 922 
200 Fifth Avenue nee 666 Lake Shore Blvd. 











* 
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Chosen a | 
Again . 


Remington Cash Registers 
selected as standard equipment by 


SCOTT STORES 












Ne Nena oe oe 





Remington 
Model 436 


Remington—the standard of comparison— 


supreme m quality and performance 


Sor Stores of Chicago will open one thousand 5¢ to $1.00 stores 
—ultimately they will require 25,000 cash registers. The impor- 
tance of this large investment, and the realization that the success 
of their audit and inventory control system will depend on their 
cash registers, led Scott Stores’ experts to make an exhaustive analy- 
sis of all cash registers. They selected the Remington. The decision 
was clear cut and decisive, based on performance, quality and re- 
liability. Remingtons were selected not only for the new stores to 
be opened, but also replaced all other make cash registers in use 
in their existing stores. 


They wanted all the Remington features 


So they bought Remingtons 


In the past eight years Remington has developed and 
produced more cash register features than all other 
cash register companies combined 














Sales and Service Offices are located in all ote cities of 
the United States and in Canada-also in foreign countries. 


Address your inquiries to 
REMINGTON CASH REGISTER COMPANY, Inc. 
Factory and General Sales Uffices, Ilion, N. Y., U. S. A. 


Kemingion 
Cash Registers 














© 1929 R. C. R. Co. 
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AMERICAN 


Com ye Cookin 

lete G. 4 

Heating. Lighting Service 
for every Home. 














KITCHENKOOK 


Has Done Two Things 


The American Kitchenkook, the first successful gaso- 
line pressure stove, has definitely established a new 
standard in the design, construction and performance 
of fine liquid fuel stoves. 


And the American Kitchenkook has just as definitely 
opened the way to bigger stove sales and bigger profits 
to hardware dealers everywhere because Kitchenkook 
provides every convenience and every feature which 
the modern housewife demands in her cook stove. 


Kitchenkook is made in 16 models—from the low 
plate model to the full porcelain enameled cabinet 
range shown here. Every model has all the desirable, 
time tested Kitchenkook features—instant lighter, 
patented steel generator, special, low flame burners, 
etc. And any model is easily rebuilt for natural or 
artificial gas if desired. 


Write nearest office for full particulars about the 
American line of modern home conveniences and 
details of our sure profit sales plan. 


American Gas Machine Company, Inc. 


MAIN OFFICE AND FACTORIES ° ALBERT LEA, MINN. 
EASTERN BRANCH 78 Reade St., NEW YORK, N. Y. 
WESTERN BRANCH 4242 Hollis St., OAKLAND, CAL, 


KITCHEN KOOK 


CLEANLINESS~SPEED ~CONVENIENCE ~ SAFETY 
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GRA Y-WICK 


“Gray-Wick may cost a little more, but—it is worth it” 


This popular brand of Screen Wire Cloth has proved one 
of the best sellers on the market. 


It is extremely durable, being made from rust-resisting 
Open Hearth Steel produced in our own furnaces. The 
wire is drawn in our own mills and every operation is 
under our personal supervision. 


Gray-Wick carries an extra heavy electro zinc coating 
thoroughly enameled with transparent varnish. It gives 
wonderful service and absolute satisfaction, being known 
as the cloth of “Long Life.” 


It unrolls smoothly and lies perfectly flat, making it*easy 
to apply. Has a pleasing Gray color. 


All brands of Wickwire Brothers Screen Cloth will be 
furnished this season in rolls of one piece each, also all 
brands will be furnished, in addition to 100 lin. ft. rolls, in 
50 ft. and 25 ft. length rolls, without extra charge. 


Your Jobber will supply you. | 

| 

12 Mesh, No. 33 gauge each way Our Other Brands of Screen Cloth 1 

14 Mesh, No. 33 gauge each way Cortland Black Enameled q 

16 Mesh, No. 33 gauge filler White Metal Finish | 
No. 34, gauge warp Wickwire Premier 

18 Mesh, No. 34 gauge each way Wickwire Bronze i 


Wickwire Copper 







He +4} % + 
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SELL QUALITY 
SCREEN HARDWARE 


Easily ana 


ing with storm 
windows. 


Brass pin elim 
ye possibility 


rusti 
Hy 


sure to 
ments. 


Handtie auto 
matically slides 











Works equally 
as well or halt 
sereens aS on 
il wT be. 

hinges 
fasten at the 
side. 














oe liar = windows 
= be removed 








open, by bracing 
against the 
casing 











FrantZ Screen Set No. 450 


You can sell FrantZ Screen Hardware just as 
you would sell a stove—by demonstrating the 
convenience and labor saving features of its 
construction. 


The No. 450 Screen Set (above) is one of the 
many in the FrantZ Line. Its unique con- 
struction assures ready salability—it has more 
than one feature that appeals to the home 
owner. For example, the No. 450 Screen Set 
is designed so as to permit screens to be swung 
around against the side of the building for 
cleaning sills or washing windows. 


FrantZ Screen Hardware not only is made of 
the highest quality materials but also is de- 
signed to provide convenience and long satis- 
factory service. Write today for a sample 
No. 450 Set or a catalog of the line, with 
prices. Dept. H-F129. Frantz Mfg. Co., 
Sterling, Illinois. 


RANT 


TRADE MARK 


Guaunied Builders Hardware 





No Hardware Is Genuine FRANTZ QUALITY Without the Red _ Label 
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WINCHES TER 


TRADE MARK 












Cy Ker) 
o Week of e 
June 9th to 15th 


“Thar she blows’’, as the 
old whalers used fo say. 
and that is what the look- 
outs of the hardware trade 
will say when they see the 
whale of acampaign 
released today by Winches- 
ter. (t’sacampaign 
covering not only Winches- 
ter Guns and Ammunition. 
Cleaning and Lubricating 
Preparations, but Fishing 
Tackle, Flashlights and 
Batteries. [ce and Roller 
Skates, Cutlery and Tools 
—everything that Winches- 
ter makes. 


When we announced an 
open market in all 
Winchester products, we 
promised an advertising 
campaign which would 
back up all dealers who 
carry all of these products 
or any one. We promised 
that this campaign would 
start on or about the 15th 
of June. We are holding to 
this schedule and the 
advertising which starts 
today will continue 
steadily, week after week, 
month after month, year 
after year. 


Nentacounniigs. gle ¥ 





s 


Than ohe blows” 


? 











THE SATURDAY EVENING POST 


oa 
ee ee | 


‘ acters bennend AND asmeuaTION 







f we CMSTEOA ean AnaieG & LUBRUEA: 
“| Wwerrsrea namaente 


WINCHESTER Fame TACK: 














On the Newsstands 
TODAY 


Z HIS double page color spread appears in 
the June 15th issue of the Saturday Eve- 
ning Post. It will be accompanied or closely 
followed by color pages in Collier’s Weekly, 
American Boy, Youth’s Companion, Boy’s 
Life, The Open Road for Boys, Farm & Fire- 
side, Farm Journal, Capper’s Farmer, South- 
ern Agriculturist, Southern Planter, Progres- 
sive Farmer and Farm and Ranch. 


Simultaneously colored covers will appear in 
Field & Stream, Outdoor Life, Hunter- 
Trader-Trapper, Hunting & Fishing, National 
Sportsman, Forest & Stream, Outdoor Amer- 
ica, Rod & Gun, Forest & Outdoors, and by 
effective space, in the American Magazine, the 
National Geographic, the Sportsman and 
Country Life. 


Further advertisements will appear in these 
publications during July, August, September, 
October, November and December, with a 
new schedule for 1930 to be announced later 
in the year. If you have not already done so, 
write for our new “Sales Aid Book” and Dis- 
play Material in order to take full advantage 
of this heavy and consistent advertising, 
which makes its first appearance on the stands 
today. 


WINCHESTER REPEATING ARMS CO. 


New Haven, Conn., U. S. A. 


New York Office and Showroom 
312 Broadway 


ee 
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The Big Atkins Selling Idea 


Can You Overlook This Evidence? 

















A STORE 
FULL OF 
P R OSPECT- 
IVE CUS- 
TOMERS 
FOR ATKINS 
SILVER 
STEEL 


THEM, SELL 

THEM AND 

MAKE MORE 
MONEY 


























Thousands of Carpenters Throughout the World are ready Right Now to 
Purchase Atkins Modern Saws and Tools. Have You a Stock? If Not, 
Write to Us or to Your Nearest Source of Supply. 


Arxiss Saws and Products are valuable to the dealer just as 
he can sell them and make a satisfactory profit for himself and 
satisfied customers as a permanent asset to his business. 


Many hardware merchants have cashed in on the Atkins Re- 
Sale idea, and have sold more Atkins Saws in a day or a week than 
ever before. 


When you know the big features in the making of Atkins Silver 
Steel Saws, then you also know the points that sell them. Salesman- 
ship merely consists in applying the Atkins Re-Sale Service to the 
customer’s requirements. 


Write for Atkins Re-Sale demonstration plan—make more 
money in your tool department. 








E. C. ATKINS @ COMPANY 


When you buy a poor saw _ 
you saves dollar, but at ned ESTABLISHED 1857 The Silver Steel Saw People 
eee tae Sere Pat Sane. See Machine Knife Factory: Home Office and Factory: Canadian Factory: 

Atki Sil Steel d 3 r " * 

Be — etiesdinn Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont, 
Atlanta Minneapolis Portland 
Chicago Paris, France New, Orleans Vancouver, B. C. San Francisco 
Memphis New York Seattle 


Saws, Saw Tools, Files, Grinding Wheels and Saw Specialties 
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“cog } MORE MILES with MANSFIELDS 
|) 2 Aan “<= built to last 





i 





=| MANSFIELD TIRES 
| 





emi powerful Mansfield advertisements in The 
Saturday Evening Post and The Country Gentle- 


Ask your jobber about men are good will builders and sales makers for 
Mansfield Special As- 

sortments. They make every Mansfield Dealer. 

it to ta t t- ° 

dite thre p veh oom Get your stock of Mansfield Tires now and be ready 


for the early summer business. 





THE MANSFIELD TIRE & RUBBER COMPANY . Mansfield, Ohio 
(SO RMR Ree eee 5 ELL 
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TRADE 


HE old idea of business was “The public be 

damned.”” Today far-sighted merchants recog- 

nize the fact that their success or failure de- 
pends upon whether or not they please the con- 
sumer. In other words, The Public Is Boss. Those 
who do not recognize it are unconsciously attempt- 
ing to meet present conditions with the methods and 
policies of a past era. They are trying to sell ox 
yokes in the days of automobiles. 

Within a comparatively short space of time we 
have passed through several merchandising eras. In 
the first of these eras the independent merchant was 
supreme. There was little “outside” competition. 
The number of merchants in proportion to the num- 
ber of consumers was comparatively small. The 
independent store owner faced a real need for his 
services. He was, in truth, independent. He could 
carry the kind of merchandise he pleased, and could 
ask whatever price suited him. He could give as 
little or as much service as he desired. Consumers 
needed him more than he needed them. His policy 
was to stock merchandise and wait for people to ask 
him for it. 

But—his enviable position attracted others to the 
field. The number of independent stores increased, 
and the mail order house sprang into being. The 
going was a little bit less easy. The public had a 
wider choice, and although the home merchant still 
held the whip hand, there were breakers ahead. A 
few chain stores started, adding to his competition. 

Then came the World War era, with a decrease 
in merchandise production as industry turned its 
attention to war materials. There was a shortage 
of goods which put the mail order houses and chain 
stores at a disadvantage. Manufacturers could sell 
all the goods they made at standard prices, and were 
giving no price concessions for quantity. They were 
holding down sales, rather than forcing them. The 
independent merchant was sitting on top of the 
world. He did not have to look for customers ; the 
customers were looking for him. 

For a time after the war was over the merchandise 
shortage continued. There were stocks to be 
brought back to normal, as well as consumer needs 


By Liew S. SOULE 


AN ERA OF MANAGEMERT 


WINDS 


to be filled. But—at the same time there was a 
large production capacity, and so we entered the 
production era. Old manufacturing plants added 
new lines and increased the output of former lines. 
New plants turned out both new and old products. 
Almost before we knew it, we faced an overproduc- 
tion of goods. 

Another era dawned—an era of intensive selling. 
Price concessions for quantity were easy to obtain; 
chain stores began to increase and thrive ; house-to- 
house selling expanded; new outlets for sales were 
sought by manufacturers. Meanwhile new methods 
of selling and display won popular approval, and 
traditional methods began to gather dust. The trade 
of independent merchants, as a class, began to slip. 

All of this has brought about the new merchan- 
dising era of today—the era of management. Inde- 
pendent merchants have recognized the need of 
modern display methods, and are fast approaching 
the time when they can match their competition along 
display lines. Steps have been taken to remedy the 
price situation, and eventually the price problem will 
be solved through jobber-retailer cooperation. 

3ut—with both the problems of display and price 
settled, the independent will still be under a handi- 
cap unless he also solves the problem of manage- 
ment. He must learn to buy and sell in accordance 
with the strictest of business principles. He must 
control his stock, budget his expenses, analyze his 
services, and train his employees to intelligently sell 
quality merchandise. He must put his credits and 
collections on a banking basis. He must get from 
under the shadow of over-stocks, high overhead and 
frozen assets. He must become an executive, as 
well as a buyer and seller of merchandise. 

Meanwhile it is well to remember that the public 
will do as it pleases regardless of what manufac- 
turers, wholesalers or retail merchants want it to do. 
It will buy what it pleases, and where it pleases. 
Therefore it is much wiser to spend money adapt- 
ing your store and your methods to what the public 
wants than to sink your surplus trying to wean 
veople back to the stores and methods of bygone days. 

That, too, is a matter of management. 
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R. GRAY’S 
articles 

have been ap- 
pearing in Harp- 
WARE AGE from 
time to time dur- 
ing the past 
year. His treat- 
ment of various 
questions that 
arise in every- 
day business has 
been of great 
material  assist- 
ance to many of 
our readers. The 
article _ printed 
here is one of 
importance to 
the hardware 

merchant 





ALBERT WOODRUFF GRAY 


HE definition of so-called “two name” paper is 
familiar to every bank and to every business man. 
A promissory note is an agreement by the signer 
that he will pay a certain sum at a named date to the 
person specified in that note. On the back of this note 
another writes his name before the note i$ given to the 
person who is loaning the money. The note also sets 
forth, in most instances, the place at which it is to be 
paid and where it must be presented for payment on 
the day it becomes due. 

The law governing the obligations of the party whose 
name has been written on the back of this note has 
existed for centuries. It is in substance an agreement by 
this indorser that if the maker of the note does not 
pay the amount agreed on the day and at the place 
agreed, that the indorser will pay this money himself. 

If the law, that has been built up by hundreds of 
years of business and commerce, stopped there and made 
no further provisions the situation would be simple. 
Unfortunately for the holder of the note, the liability 
of the indorser to pay the amount of the note, if the 
man who signed it fails to do so, does not exist and is 
not a liability unless the terms of the note are strictly 
adhered to by the one to whom the money is payable. 
The note gives a certain time and place when and at 
which it is payable. 


Tue person who has indorsed that note has promised 
on his part to pay the amount of the note, if that note 
should not be paid at the place where the note is pay- 
able and on the date upon which it is payable. Conse- 
quently unless the note is presented at the address 
named in the body of the note and on the date named, 
there is no liability on the part of the indorser. 


Promissory Notes: Release of Indorser 


By ALBERT WOODRUFF GRAY 











Law is often called common sense. Common sense 
in turn has been described by one writer as what each 
man thinks is right. The idea of what is fair will not al- 
ways be the same to two men whose interests are opposed. 
It is right, however, that the indorser of a note should 
not be held liable to pay under conditions different than 
those to which he originally agreed. He has agreed to 
pay the note if the man who signed it failed to do so, 
both on the day and at the place specified. It is similarly 
fair and just that if the note is not paid as agreed that 
the man who then becomes liable should be given notice 
of that fact. In other words, that the note should be 
protested. 

It is also obviously right that when a business man 
has made an agreement by which he either may or may 
not become absolutely liable to pay a sum of money to 
another, that he should be informed of that liability as 
soon as his obligation to pay the money accrues. Par- 
ticularly so when a failure to do so might well deprive 
him of the opportunity of compelling the maker of the 
note to pay as he originally agreed when he signed the 
note: whereas if the indorser’s knowledge of his own 
liability could be brought to him whenever the holder 
of the note saw fit to do so, it would very readily 
become a grave injustice. 


Orpinarity a note is deposited with a bank for 
collection and in that case the giving of the notice of 
non-payment to the indorser, the protesting of the note, 
is given by the bank. 

Another equally as serious a possibility, by which the 
holder releases the indorser, is when the holder of the 
note agrees to some change in the terms of the note 
from what it originally was. Many a time a man has 
asked a friend to indorse his note. The request has 
been made in good faith with not only the sincere 
belief that the obligation will be met when due, but also 
with gratitude to the friend for the assistance. Shortly 
before the note becomes due the maker realizes that by 
reason of circumstances he had not foreseen, it will be 
impossible for him to pay the whole amount of the note 
at that time. His actions are dictated by a very natural 
and obvious desire on his. part to save the friend who 
has loaned him this credit by indorsing his note, any 
anxiety and at the same time be fair to the man who has 
loaned the money. He goes to the holder of the note, 
explains the situation, pays a part of the note and agrees 
with the man to whom he owes the money to extend the 
time for the payment of the balance. 

The indorser of that note guaranteed the payment as 
was at first provided. If the maker of the note failed 
to pay the amount agreed on the day and at the place 
agreed then, upon notice of that fact, the man who 
wrote his name on the back of the note became liable. 
That was the only contract or obligation that he 

(Continued on page 99) 
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The Profit Trail of 


THE LINDBERGH FLIGHT 


Construction toys have developed a market of their 


LITTLE over 
two years 
ago Lind- 

bergh made his his- 
tory-making flight to 
Paris, and almost in- 
stantly airplanes be- 
came the feature of 
the toy market. The 
results of this amaz- 
ing flight were al- 
most as much of an 
upset in toy depart- 
ments as in the avia- 
tion world. 


. . ee 9 
own since the airplane craze started 


In many of the 
larger toy depart- 
ments _ registration 
lists are kept of the 
boys who buy these 
construction toys, 
with a view of later 
organizing exhibits 
or contests among 
t he purchasers. 
Stores that have 
tried out such ex- 
hibits find them to 
have a real selling 


Dozens of toy Boy camps are featuring toy construction work. Most of these value. 


manufactur- 
ers stepped into the 
situation with toy airplanes. Buyers bought regardless 
of orders for other lines already placed. Because of 
the over-all size of the airplanes, packing and ware- 
housing presented unexpected problems. This was met 
by shipping the planes knocked down. At first the sales- 
people or stockroom employees put them together and 
then came the idea of letting the boys do it. 


A\np the boys accepted the job gleefully. They en- 
joyed it immensely. In fact, the knocked down planes 
were in greater demand than the completed ones. The 
boys also enjoyed painting them. Perhaps the big idea 
was that when the plane was completed it was in a sense 
the boy’s own. 

Today few airplanes of size are offered to purchasers 
except the knocked down sort and, in many cases, there 
is still work of fitting to be done. Some construction 
sets include glue, paint and other materials, but in the 
main the findings are left to the buyer. 

This season finds in its market many other construc- 
tion sets. Today the toy merchant can offer to his boy 
customers not only airplanes but boats, steam or electric 
engines, chemical and electric sets and many other 
playthings. which require intelligent and painstaking 
work by the boy owner before they come into their real 
use as entertainment. These things furnish to the boy 
the same possibility of industry the doll has supplied 
so long for the girl. 


a a « 


sailing craft bear evidence of home work. 


Boys who become 
interested in con- 
struction toys are much like the sportsman who buys a 
good gun at a certain store. He becomes a friend of 
that store and likes to go back there and tell of the 
wonderful accomplishments of the gun. Also, he is a 
steady customer for ammunition and often becomes in a 
small way a collector of guns—at least to the extent of 
owning a gun for each kind of shooting. 

The boy who becomes interested in model boat racing 
or airplane contests will want to enter more than one 
class of contest. He will want boats and planes that 
meet the requirements of the various classes. He will 
want to try out various color schemes. 





‘Tovav's model boats like the planes, are built on 
scale with famous performers and they have many nice- 
ties of design, such as definitely planned hull thickness 
and weight, adaptability to wind force and direction. 
In fact, these models are miniature duplicates of the 
boats that have earned fame. Other boats are sold 
with detached outboard motors and the boy owner can 
buy different sized motors. The house-boats and steam 
yachts have motors that can be bought if wanted. 

These toys have the same charm for the ingenious, 
active boy as the electric train outfits. Dealers well 
know that it is not so much the electric train itself as 
it is the construction possibilities of running the track 
on different routes and overcoming the difficulties on 


operation. on devious schedules, that have held so many | 


(Continued on page 99) 
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HARDWARE JOBBER HUNTS 


John Wyeth, Missouri Hardware Jobber, Is Home from a Successful Big-Game Hunt 
Over Territory Covered in 1923 by His Sport-Loving Father, the Late Houston Wyeth 


ITH an effective piece of American hardware 

John Wyeth, St. Joseph, Mo., went, saw and 

conquered “Simba” on his native African veldt. 
He is vice-president of the Wyeth Hardware & Mfg. 
Co., which travels some seventy jobbing salesmen 
throughout the Central West. 


BOVE: John Wyeth 

with a koodoo that he 
killed. Koodoos are rare 
animals and the specimen 
shown here was a remark- 
ably fine one. It had a 
horn spread of nearly 32 
inches. The greatest 
spread on record is 34 
inches. 


Right: John Wyeth with a lion he shot. 


The map shows the general area in which the Wyeth 
party hunted big game. 


His father, the late Houston Wyeth, was also a lion- 
hunter. Mounted in a glass case on the Wyeth office 
floor is what has been said to be the largest lion ever 
taken out of Africa. It was shot’a number of years ago 
by Houston Wyeth. 

The son has the same thing in his blood that urged 
the father to go into the untamed conti- 
nent and take the sportsman’s chance with 
the biggest of big game. John Wyeth 
returned to his Missouri home from 
Africa May 7. He and his sister, Mrs. 
Kk. V. Painter, and her husband of Cleve- 
land had been gone since Dec. 10. 

They spent three months in Kenya and 
Tanganyika colonies, British East Africa, 
most of the time “on safari;” that is, 
traveling through the wilds from camp 
to camp with their own caravan of twenty 
men. 

Most of us picture the nimrod in Africa 
equipped with an assorted arsenal carried 
by native gun-bearers at his back; the 
cork-helmeted hunter sees a lion, holds 
up his hand and warns commandingly. 
“Simba! My lion gun, boy.” The black 
“caddy” draws the lion gun from an over- 
grown golf bag and responds respect- 
fully in the quaint speech of the Masai or 
Swahili, as the case may be, “Here, 
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“ROARING 


By GEORGE F. MASSEY 


Field Editor, Hardware Age 











bwana.”” Then the other “caddies” with their burden of 
guns line up in a nervous semi-circle and watch the white 
man “crack down” on the royal beast. 

Well, John Wyeth says the picture isn’t much like 







that. : i to gladden the soul of Barnum’s menagerie manager. 
It requires a — bullet to See the hide of @ And with a few exceptions they were able to shoot up 
rhinoceros or buffalo, but a soft-nosed one to stop a  ¢ the limit of their sporting instinct. 








lion. . , 2 fall Lions have been mentioned. They provided exciting 
“Shoot Simba through the brain or spine, if you want moments. And rhinos. Mr. Wyeth remembers them 

him to stay dead,” advises Mr. Wyeth. “Lions have — vividly, for the reasons to be related. The rhino is none 

been known to charge a hundred yards and maul men tg, sweet in the disposition and none too careful about 

badly after having been shot through the heart.” whom or what he hooks with those hard horns on his 
Animals? Game? They saw strange creatures enough powerful snout. 












The Wyeth hunters saw and killed many kinds of an- 

telope, from the six-foot-high eland down to the dikdik, 

EQUATOR | 3 o* about the size of your pet fox terrier, if you have one. 

Zax AT. KENLA Under this category ran the impalla—the champion 

broad and high jumper of Africa—the fringed-ear oryx, 

gerenuk, steenbok and the beautiful koodoo, with its 
long, spiral horns. 

Even our old circus friend, the gnu, or wildebeest, as 

the Cape Dutch prefer to call him, was among those i 
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present in large numbers. So was the hartebeest. Othe: 
“beests” were plentifully in evidence. What Happy Hunt- 
ing Grounds! | 






Giraffes followed their long necks over the veldt in that 
BASA funny lope of theirs., Zebra and warthogs enhanced the { 












(Continued on page 93) 








TANGANYIKA Coleny 
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HE heavy line shows 

the route of the Wyeth 
party by rail and “safari” 
in British East Africa. 












Right: Mr. Wyeth with a 
huge rhinoceros, the first 
killed on the expedition. 
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Tying Up with 


MOVIES and SPORTS 


Merchant Can Often Make His Windows Doubly 
Attractive by Recognizing Important Pictures 
or Athletic Events 


‘kx is a large clothing store one short block 
from Madison Square Garden, New York, where 
sO many important sporting events are held. 
The five windows on the street, through which a consid- 
erable portion of the Garden visitors pass are always 
handsomely decorated but they seemed to attract no 
attention from the fight crowds. 

Then the display man had what proved to be a happy 
thought. He obtained pictures of the fighters and paired 
opponents in the several windows, together with some 
information as to their records. Often he displays 
gloves used by notables in previous fights. During the 
Rodeo he shows fancy saddles used by cowboy riders. 


Awa YS he puts something in these windows to in- 
terest the people going to and from the Garden, and 
nightly his windows are looked at by the crowds coming 
and going to the garden. Before this hook-up his win- 
dows were apparently unnoticed. Introducing these 
novelties or specific displays does not seriously change his 
display plans, for this display man never puts so much 
clothing in a window that he cannot introduce into the 
display some small feature. He practices the newer and 
very effective method of placing his merchandise so 


that it can be thoroughly studied by the window shopper. 


As an illustration on this page we have much the 
same idea worked out more specifically. C. H. Little of 
Freeport, IIl., saw a definite hook-up between the movie 
“Show Boat’ and a pull toy called Show Boat he had 
recently stocked, so he used them for a window display 
coincidental with the opening of the movie in his town. 
About three dozen of the toys were used with the display, 
with two special merchandising display pieces as back- 
ground. Twisted crepe paper to wave in the electric 
fan breeze added attractiveness. It might, perhaps, be 
argued that the display overrated the merchandise, but it 
certainly did not overrate the opportunity of interesting 
people going to and from the movie. 

In New York there is a side street movie theater that 
has, next to the theater entrance, a showroom that has 
not recently been occupied, so the theater uses the show 
window for special displays appropriate to the show next 
on the program. The amount and variety of merchan- 
dise the theater borrows from neighboring merchants 
for this display is amazing to a person who has not 
studied the display possibilities. 

(Continued on page 100) 
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Water Sports are Growing in 
Profit Importance 


Water sports sales are not confined to 
Bathers buy water wings, 
floats and sand toys for children, lunch 
kits, the large beach balls, picnic umbrel- 
las, fishing tackle and, eventually, boats, 


ATER sports are becoming a 

greater factor in the American 

amusement program each sea- 
son. The merchant who can find a lake 
or river, and will cultivate it, is certain to 
reap a nice, profitable reward. Even 
without the ready-made water playground, 
a considerable trade in water playthings and children’s 
bathing suits can be created. This trade is based on the 
increasingly free use of the hose in the back yard as a 
companion for the sand pile. A lawn sprinkler and a 
bathing suit will give a child many happy afternoons. 

In every section of the country rivers and lakes that 
have been lying idle for years, so far as amusements are 
concerned, are becoming week-end and holiday play- 
grounds. Also, there are people in every community 
who go away from home year after year to resorts 
mainly because there is swimming and similar sports. 
In the main these people much prefer to go well pre- 
pared and they will buy swimming suits of the home 
merchants if an attractive line is offered to them. 


Tue illustration on this page is a case in point. The 
particular shore line shown here is not very distant from 
several large and popular beaches. But not every one 
likes to go to a large beach. Some people like to take 
their relaxation among friends and neighbors, others 
do not like the traffic trials that enter into a trip to a 
popular resort. 

Whatever the reason, the people of this neighborhood 
concluded to have a beach of their own and without par- 
ticular cost they developed it to the point where it be- 
comes a point of local interest practically every day of 
the summer season. Men, women and children who had 
never before known the pleasures of water sports, have 
been led to invest in bathing suits and other equipment 
that goes with them. 





Seashore Communi- 
ties No Longer Have 
Monopoly on Week 
Ends in Bathing 
Suits 


bathing suits. 


outboard motors and numerous other 
items of equipment. A visit to any large 
beach resort and observation of the numerous articles 
sold by the specialty stores that are regular hardware 
store merchandise will be a worth-while bit of education 
to a merchant who has not given this subject any particu- 
lar thought. 

Throughout the so-called inland country, water sports 
are gaining a firm hold. Park boards find it desirable 
to construct wading pools for the smaller children, and 
summer pleasure reSorts are being built around open 
air swimming pools. 


‘Tae motor tourist—and there are millions of them— 
is an ardent customer of swimming pools. These vaca- 
tionists are out for a good time and swimming is a 
strong feature with them. They are likely to need 
equipment at any or all times. Often the sight of public 
swimming facilities sends these visitors on a search for 
swimming suits to replace those forgotten at home or 
ieft at the last camping place. And these tourists are 
canny buyers. They have learned that specialty stores 
are frequently looking for large and quick profits and 
they much prefer to buy of regular stores. Sound out 
motor tourists and you will find that, in the main, they 
have much respect for the established hardware store. 
They will tell you that the hardware store supplies many 
of their needs and that, in the main, they get fair and 
kindly treatment and intelligent advice and directions. 

With this advantage it will pay the hardware merchant 
to interest himself in persuading his community to make 
known its resort and week-end facilities. Ps 
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Gun. Salesman Should Be a 
Good Listener 


. ’ . . 
Interest in the customer s feats at arms and membership in local 


sportsman club are excellent qualifications to sell 


By MAJOR JOHNSON MORGAN* 


* Major Johnson Morgan, student of ballistics, an 
organizer of shooting events and clubs, adviser 
to sportsmen and sales adviser, and an officer 
of the Reserve Corps, here offers suggestions to 
those who would like to add sporting goods 
volume and profits to their present business. 


T has long been recognized that firearms and ammuni- 
I tion, by their very nature, belong in the hardware 

stock, although there are many hardware dealers 
who are content to see the good business in this line go 
to the sporting goods stores in the cities and to almost 
anyone in the smaller communities, even to the village 
druggist ! 

Among hardware dealers who stock guns and am- 
munition there are many who do not avail themselves of 
the opportunities which exist in every community to in- 
crease their volume of business in this line. 

A hardware dealer of my acquaintance who had never 
sold guns and ammunition put in a stock when the local 
Fish and Game Club was organized. In the short space 
ot two years his store has become the “Sportsmen’s 
Headquarters” of his community, and it is there that 
the nimrods report their scores in the “Vermin Contest” 
and it is to his store that the anglers bring their big 
fish to be officially measured and entered in the Fish 
and Game Club’s prize contest. 


Fs E publicity gained through these artivities has been 
a valuable factor in stimulating this dealer’s sales in all 
lines, and his arms and ammunition section is now one 
of the most profitable and active departments of a very 
busy retail hardware organization. 

There seems to be an impression among dealers who 
do not carry guns and ammunition that the line is more 
or less complicated. Actually, there is nothing mysteri- 
ous about it and you don’t have to be a gun crank or a 
ballistic engineer to sell rifles and shotguns and the 
ammunition to shoot in them. 

While there are many types of rifles on the market, 
providing a wide range of ballistic qualities, there are 
a few standard calibers which are in general use, and it 
is with these only that the dealer need concern himself 
when selecting an initial stock. 

First, we have the .22 cal. single shot rifles, designed 
for the boy trade. There is always a demand for the 
twenty-twos, and while the initial sale doesn’t amount 


to much, remember that practically every boy who buys 
a rifle can be turned into a steady customer for .22 cal. 
ammunition to shoot in it, and of course in a few years 
these boys will be in the market for .22 repeaters, 
shotguns and big-game rifles. There is a year-round 
demand for the .22 cal. single shot rifles, as well as 
for the .22 repeaters, as target practice has no off- 
season. The best demand, however, is for the Christ- 
mas trade, as a .22 cal. rifle is an appreciated gift for 
a boy. The .22 cal. rifles are chambered to take the 
.22 short, .22 long and .22 long rifle rim-fire cartridges. 


N EXT come the sporting rifles, which handle center- 
fire ammunition. For small game and vermin, calibers 
.25-20 and .32-20 are the most popular. Rifles for 
these cartridges come in either lever action, slide action, 
or bolt action. For deer, the .30-30 provides ample 
killing power and this caliber also comes in either lever . 
action, slide action or bolt action. 

For big game, such as moose, Alaskan brown bear, 
and African game, the .30 Government ’06 is a popular 
caliber and here the choice lies between a lever action 
repeater and a bolt action repeater. 

Just because there may not happen to be any deer or 
bears ambling about in your back yard is no sign that 
there isn’t a demand for game rifles in your locality, for 
the automobile has brought the hunting range within 
easy access of almost every community. 

The popular shotgun is the twelve gage. Single 
barrelled, double-barrelled, repeating and_ self-loading 
are all in demand, and provide a price range to suit every 
purse. There is a market for shotguns and shells in 
all localities as ducks or upland game birds are every- 
where within the reach of the sportsman. In addition, 
there is much profitable business which is traced directly 
to the gun club. Join the local sportsmen’s association, 
gun club or chapter of the Izaak Walton League. If 
there is no organization of this kind in your town, get 
busy and start one. If you need information concern- 
ing gun club organization, any of the firearms manufac- 
turers will tell you what to do to get a club going. 

Train your salesmen to acquire the art of listening 
to the experienced sportsmen who come into your store. 
It’s human nature to prefer to talk about one’s hobby, 
rather than to listen to someone talk about it, and besides 
acquiring the friendship and custom of the sportsmen, 

(Continued on page 98) 
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Two Recent Conestoga Toys 


Constructed throughout of metal, fin- 
ished in light gray semi-gloss Duco and 
mounted on three wheels, the new Big- 
Bang bombing plane produced by The 
Conestoga Corp., Bethlehem, Pa., makes 
a sturdy and attractive pull toy. 





This plane has graceful stream lines 
and is fired with Bangsite, the company’s 
special preparation. Each discharge of 
Bangsite spins the plane’s propeller. The 
ammunition case is concealed in the rear 
of the plane. Total length, 11 ins. and 
wing spread, 13 ins. 





The company is also offering to the 
trade a new line of tops, made of metal 
and finished in a variety of bright colors. 
These Ro-To-Tops can easily be made to 
spin for eight minutes, says the manufac- 
turer. They have no sharp edges or 
springs. Packed in a display box. 


Ampco Metal Golf Clubs 


Ampco Metal golf clubs, manufactured 
by the Ampco Metal Golf Club Co., 320 
Greenfield Avenue, Milwaukee, Wis., are 
said to embody new features in club con- 
struction and materials. 





irons are made of 


heads of all 
Ampco Metal, which is said to be harder 


The 


The irons 
An- 


than steel and more resilient. 
are rust-proof and will not corrode. 





other feature is the club’s color—that of 
pure gold. This color cannot wear off and 
is impervious to acid action. 

Ampco irons are made with wood shafts 
of second growth hickory, as well as True 
Temper and Bristol steel shafts. The 
matched sets are distinctive in appearance, 
every club being well balanced and co- 
ordinated. 

The manufacturer states that Ampco 
irons have additional driving power and 
are unaffected by salt air, fertilizer acids 
and the like. 


Arcade’s Toy Show Boat 


A timely toy which should be of in- 
terest to the trade is the Show Boat, now 
being distributed by Arcade Mfg. Co., 
Freeport, Ill. The Show Boat is mounted 








on wheels and equipped with a bell that 
rings when in motion. The toy itself is 
white, trimmed in gold with red upper 
and lower decks, red lettering and green 
below the water line. On the rear plat- 
form is a little nickel plated anchor, at- 
tached to a cord. The boat measures 11% 
ins. long, 3% ins. high and 3% ins. wide. 
Most effective display material is avail- 
able. 


A Complete Horseshoe Outfit 


The American Ace tourist’s outfit of 
horseshoes for pitching is now being mar- 
keted by The National Standard Horse- 
shoe Co., Inc., 1615 Barth Court, S. W., 
Canton, Ohio. 





Complete outfit consists of two pair of 
horseshoes, one pair of pointed stakes, and 
pad of score sheets, all compactly packaged 
in a convenient box. Tourists, campers, 
and vacationists should be interested in this 
equipment contained in one conveniently- 
sized box. 


Increasing Number of Jobbers 
Now Handling Toy Lines 


The growing popularity of toys with the 
hardware trade is shown in some recent 
correspondence with a considerable number 
of jobbers on this subject. These jobbers 
were asked if they handled toys and, if so, 
was their trade increasing from year to 








year. Practically all who handle toys in- 
dicated the trade was growing rather sharp- 
ly, but the general tone in the letters were 
even more interesting. One jobber said he 
was “discontinuing because too much trou- 
ble, as such a department required a spe- 
cial catalog, etc.” This was the only nega- 
tive comment. 

Comment of another sort was found in 
a number of letters. One said: “We are 
considering a line of special toys.” An- 
other said: “We have just completed plans 
for a toy department.” A third: “Last 
year was our first experience with electric 
trains—will double our order. Also we are 
considering a line of mechanical toys.” A 
fourth: “Will handle this year.” Still an- 
other : “We ventured last year in our retail 
department and were gratified at the re- 
sponse and shall carry a larger line this 
year.” Another said: “We do not handle 
toys, but contemplate adding a line of 
wheel goods.” 

Many hardware dealers do not consider 
wheel goods as toys. In other merchandise 
lines, wheel goods are classed as toys. 

Kenton Brings Out New Toys 

Two new toy items have recently been 
placed on the market by the Kenton Hard- 
ware Co., Kenton, Ohio. 

The Pickwick Nite Coach is a copy of 
a well-known coach. The Kenton com- 
pany has reproduced it in three sizes, both 
of which are finished in attractive colors. 
Green predominates with orange and gold 
trim. 





The wheels of the coach have been made 
to ride smoothly. They are nickel-plated 
and highly polished. The toy is made of 
cast iron, is light and exceptionally strong. 





The Jaeger Concrete Mixer is a semi- 
mechanical toy. It is made in three sizes, 
finished in orange and blue with nickel 
trim. The bucket raises into position over 
the hopper, which is geared so as to re- 
volve like a real mixer. It dumps easily 
by means of a convenient handle. 
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The Polly-Wog Miniature Outboard Motor Boat 


The Polly-Wog, a miniature outboard 
model motor boat of 24 in. in length has 
been placed before the trade by The H. E. 
Boucher Mfg. Co., 150 Lafayette Street, 
New York, N. Y 


also be secured in two construction sets, 


allowing the boy to construct his own boat. 
1 consists of the 


Construction Set No. 
hull only, brads, glue, instructions, etc. 
| Set No. 3 consists of the hull construction 











The power for this model boat comes 


from canned fuel or solidified alcohol. A | 
small charge of fuel will operate the boat | 


for 20 minutes. 
The boat comes ready to run and can 


| set, and the Outboard Motor Set No. 2, 


of aluminum 
gears, pro- 
boiler, etc 


30 in. in length, consisting 
| cylinder gear housing, frame, 
peller, pistons, rods, flywheel, 


Lionel Has Announced a Steam Type Electric Locomotive 





which with 
has 


A steam type locomotive, 
tender measures 22% in. in length, 
been announced by The Lionek Corp., 15 
East Twenty-sixth Street, New York, N.Y. 
The locomotive has eight wheels, four are 
drivers. There are realistic driving rods 
and pistons, working like those of a real 
locomotive. 
pipes, brass hand rails and an electric head- 
light, mounted on platform in front of 
boiler, and other details add to the appear- 
ance of the toy. 


Copper exhaust and steam | 


The power plant of this locomotive is 
the Lionel “Bild-a-Loco”’ motor, which 
can easily be taken from the frame and 
converted into a_ three-speed reversible 
electric motor. 
| The construction of the locomotive is of 
| heavy steel throughout, and the finish is 
| of black enamel with brass and nickel trim. 
A realistic load of coal in the tender, and 
trucks patterned after modern railroad 
equipment, increase the value of this prod- 
| uct, which is available as an individual 

unit or as part of a set of Lionel trains. 








Meisselbach Reel Parts Assortment Available to Dealers 


I 9 v4 «yal Sal rma 
phen? ewan: 


ay | 





Dealers can give prompt 
and complete service to 
customers owning Meis- 
selbach Bull’s-eye No. 
100 and Target No. 105 
level-winding reels from 
the parts assortment of- 
tered to the trade by The 
A. F. Meisselbach Div. 
of The General Industries 

o., Elyria, Ohio. 

In this assortment are 
all the essential replace- 
ment parts for both reels. 
On the inside of the lid 
is an illustrated table of 
parts, each illustration 
numbered, named and 
priced. Box is 12% by 
6% in. Most of the parts 
are interchangeable for 
use in the two reels. 








which is a complete unit for boats up to 


The Wheeler Safety Cycle 
A new type wheel toy, embodying en- 


| tirely new principles of construction, is 


| 





being marketed by G. E. Wheeler Co., 
New Haven, Conn. Children from 3 to 7 
years can use it comfortably. 

The chassis is so designed and propor- 
tioned that the vehicle will resist tipping 
over due to its low center of gravity. The 
frame design is such that a child cannot 
ride over the curb into the street in the 
pathway of a moving car or truck, because 
the drop frame construction catches on the 
curb as soon as the front wheel rides off. 

Driving mechanism consists of a roller 
chain operating over two sprockets geared 
114%4:1, both concealed from view in their 





The roller chain itself is in the 
trough of the steel channel frame, and is 


housings. 


itself nearly concealed from view. The 
rear sprocket is concealed in the rear axle 


| housing, a one-piece malleable casting. The 


right rear wheel is “dead,” turning on its 
own independent axle. Joints are reinforced 


| by riveting. Ball bearings are generously 





| enamel, 


used throughout. 

Pedals are ball bearing with rubber 
grips. A well-known make of saddle, of 
real leather, is standard. Single springs 
are used on the saddle of one of the four 
models ; the other three models have double 
spring saddles, and come equipped with tool 
cases. Double disk wheels and wire wheels 
with tangent spokes and nipples are op- 
tional. Tires are oversize balloon type. 
Disk wheels are roller bearing ; wire wheels 
are ball bearing. 

The Safety Cycle is finished in red 
with a heavy nickel trim. Steer- 
ing wheel is one piece and finished in 
black rubber enamel. It is patterned after 
design used on a well-known make of 


| car, and in every detail is like the grown- 


up's auto steering wheel. The Safety Cycle 
is made with 28-in. and 30-in. wheelbase. 
It is shipped knocked down in a corru- 
gated flat container, and can be assembled 
hy the use of five bolts, provided. 


Olt’s Mallard Duck Caller 


Genuine hard rubber, nicely polished, is 
used throughout in the manufacture of 
Olt’s new Mallard Duck Call, offered to 


the trade by Philip S. Olt of Pekin, IIL 

This new duck call has no cork in it 
to hold the tongue in place. Instead, the 
tongue is held between two hard rubber 
lips, tightly fitted and forced into the shell. 
The call is always ready for use and has 


| been constructed for sturdy service. 
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This Seasonable 


isplay 


Sells Screen Goods 


Youngstown, Ohio, hardware store breaks down sales resistance 


before the customer enters the store and tells him where to find 


the merchandise when he has entered 


HE window display of screen goods illustrated 

I here was used by the Stambaugh-Thompson Co., 

of Youngstown, Ohio, a hardware store that is 
noted for its good window displays. This window is 
no exception to its usual high standard of merchan- 
dising quality, but is shown here as a good example 
for presentation of seasonable lines. 

The arrangement® properly balanced, and the space 
is not overcrowded. The sales message is centralized 
and is telling, if brief. The card reads: “For the sake 
of your health, screen up NOW.” Below this appeal 





is lettered a very important bit of information. It is: 
“Sereens and Doors, Section 8; Wire Screen, Section 
Sag 

Here we have a display that, by its pleasing appear- 
ance, compels attention. The various items all have 
neat, legible price tickets, and the show card tells the 
exact location of the merchandise in the store. The 
screen cloth and other goods shown carry the manu- 
facturer’s name, the size and quality of the item, etc.— 
all added inducement to buy. 

This is the science of selling via the window route. 
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THE MORNING MAIL 


By SAUNDERS NORVELL 


T is not every day that one has a real god appear in 
I his mail. Last week I had this experience. It was 

a Chinese kitchen-god. This god appeared in many 
colors, yellow and firecracker red, and was printed on 
Chinese paper. He would make an interesting adver- 
tisement. 

With the god came a letter from my friend, the 
Reverend Dr. H. G. C. Hallock of Shanghai, China. 
As this letter is interesting and curious, without the 
good Doctor’s consent, as he is too far away, I will 
give it to you: 

“We recently passed through the BIG feast—Chinese 
New Year. Everyone's birthday comes on this day. 
Should a child be born in even the last hour of the last 
day of the old year, it would be two years old on New 
Year’s. New Year came on Sunday, February 10th. 
Every store was closed. All work stopped. But it was 
not quiet! It was like many Fourths of July in one. 
Oh! the firecrackers!! At midnight I was awakened 
by a vast broadside of large and small firecrackers, and 
they kept it up for days. In the morning the ground 
was covered as by red snow—the confetti of exploded 
fireworks: Firecrackers are but a part of the feast, the 
noisy part. 


Tue last day of the year everybody is busy, the 
men at closing up their accounts. All bills must be 
collected and all debts paid. Woe be to the man who deos 
not pay his debts. The women are very busy. The house 
must be made as clean as a pin and decorated, and the 
brooms hidden—bad luck if they appear on New Year. 
Before the New Year sun rises all kinds of food must 
be gotten ready. Guests, many, will come during those 
days and they must be feasted. Few people see slumber 
the last night of the old year. But when the sun rises, 
calm reigns over the household. As one walks out be- 
tween 6 and 9 a. m., the whole town is asleep. Sunday, 
indeed! But excitement arouses them and about 10 
o'clock you'll find the streets alive with people dressed 
in their best ‘bib and tucker,’ and you hear: “Kong Hyi 
Fahdzai”—‘‘Congratulations and abounding wealth to 
you,” shouted from one to another. The closed doors 
are plastered with appropriate sayings, written on 
blood-red strips of paper. Go to open spaces of the 
city and see crowds encircling puppet shows, acrobats, 
monkey performers, squirming dragons, entertainers of 
all kinds, and pedlers of sweets and children’s toys— 
Vanity Fair! Go to the temples and you find thousands 
burning incense and candles before all the idols, praying 
for wealth, old age and bliss. 

“One interesting god connected with the New Year 
is the god-of-wealth, which is worshipped especially on 
the 5th—his birthday. The money spent on firecrackers 
in his honor would pay China’s national debt. Few 
begin work again until he is properly worshipped. An- 


other is the kitchen-god. He is a paper god and sits 
over the stove in the kitchen, where he spies on the 
doings of the family for a year. On the 23rd of the 
12th month he is given a big feast. Sweet syrup is put 
on his mouth and he is put in a beautiful paper sedan 
chair and burned in glorious style, accompanied by fire- 
works, which is sending him to the Upper-god to report 
on their year’s doings. All this fuss and sweetness is to 
bribe him to speak well of their family to his majesty. 
When he returns on the last night of the old year a new 
idol is bought and placed with little ceremony in the old 
niche ; it will be a year before he reports again. Why 
‘taffy’ him now? 


sé 

N EXT to idol-worship gambling takes a big place 
in New Year celebrations, gambling everywhere. What 
they eat and drink, and the firecrackers, and gambling, 
all, in some way or other, symbolize or point to the 
sound ‘“Kao-sen’—excelsior! in the sense of rising 
high in wealth and station, especially in wealth. It’s 
indeed a wonderfully interesting time, and is indulged 
in even by beggars, for they receive a harvest of alms. 

“The Nationalist Government ordered that Chinese 
New Year should not be observed this year. It might 
as well have tried to turn back the greatest tidal wave 
of history. National commands stop the observance of 
Chinese New Year’s customs? Only the conversion of 
these people to Christ will stop this idol worship and 
lead to the worship of the true God. And to us the 
glad part of it is that each year more leave the false 
and adopt the true as the Chinese one by one are born 
anew. We are not discouraged. Pray for China. 
Kindest regards and best wishes.” 


* * aK 


‘Tue I had the pleasure of reading another letter, 
quite a different one. It happens that the head of an 
ammunition concern wrote to a salesman, asking how 
things were going in his territory; what was the latest 
news. The president of this ammunition concern 
showed me this letter, and I think you will admit that 
it is interesting and entirely different from any other 
business letter you have ever read. I quote from this 
letter verbatim : 

“We are now getting 90 per cent of the business in 
this territory, and I expect to get the other 5 per cent 
by this time next year. I have about three jobbers’ 
salesmen who neglect to mention ammunition at every 
call, but expect to get these birds converted before the 
close of the season. 

“Just the other day I rode up go XX & Sons in the 
town of XYZ, just three hours behind Mr. A. of XX 
Hardware Company, and sold 6000 metallics and 2000 
shells. Mr. A. (the retail dealer) remarked to me that 
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Mr. B. (the jobber’s salesman) had spent the night 
with him, took his hardware order the following morn- 
ing, but had not even mentioned ammunition. 

“For the past three weeks I have been riding horse- 





back in State (name of State), where three police 
chiefs, four moonshiners and two prohibition officers 
have been killed. The sale of shotguns, ammunition 
and moonshine goes on just the same. I saw one of 
our 44 Specials that killed Mr. C.; a 38 Special killed 
Police Officer N., and a 38 Special shattered the leg of 
Mr. Y., just above the knee. 

“The sale and manufacture of moonshine is going on 
stronger than ever, and the only change is the quality 
of shine, which is mighty poor. A three-day mash of 
sugar and malt with a little potash or Lewis lye to 
hurry along the run. 

“I am just giving you a little of this for your per- 
sonal information. Of course, you know the stuff they 
make down here is white in color and is called ‘mule,’ 
on account of the kick.” 


Som E sales report! But I do not see very much dif- 
ference between this and another report I recently read 
in a book about ammunition manufactured by a certain 
factory here in the United States during the Franco- 
Prussian war. At that time this factory had large Gov- 
ernment contracts for both Germany and France. Both 
contracts were being manufactured in the factory at the 
same time. Both of these countries had officers stationed 
at the factory to inspect the ammunition before it was 
shipped. These officers, of course, wore their uniforms. 
Every day the German officers and the French officers 
would appear at the factory. They would salute each 
other very formally and then each set of officers would 
proceed to inspect the ammunition to be used in killing 
their respective countrymen. This thing, absurd as it 
may appear, actually happened, because it is written up 
at length in a book, giving the history of one of the 
great ammunition concerns of the country. 

This book is quite interesting. In reading about the 
time the French were fighting the Chinese, I find an 
account of where the French bought rifles that would 
shoot about a mile farther than the rifles carried by the 
Chinese. Therefore, the French could comfortably lie 
down out of range of the Chinese rifles and pepper 
their foreign, misguided brothers to their heart’s con- 
tent. Under these conditions it is needless to say the 
French were victorious over the. Chinese. 

x * * 


Here is a letter from a successful, experienced sales- 
man, who travels for a manufacturer: 

“It may interest you to know that a great many retail 
hardware dealers, in their desire to meet the mail order 
houses and chain stores on a basis of price rather than 
on a basis of quality appeal, have gradually worked 
themselves into a position where they are no longer 
operating a hardware store but have become variety 
stores—racket stores, and in a great many cases junk 
shops. Those retail hardware stores who have main- 
tained their positions as quality merchants and realized 
that to meet the mail order house and chain store, on a 
basis of price, was suicide and gone ahead with a quality 
appeal are making progress. Fear of price has turned 





many a retail store into a junk shop, where quality and 
the best goods they could buy regardless of the price 
aecessary to secure such goods has made a highly satis- 
factory and successful business. The difference in these 
retail hardware stores is apparent. People go to a 
quality hardware store to get good goods. They go to 
the racket store and variety store for the items where 
quality is not necessary and prices are lower on such 
items. Such buyers who no longer operate quality 
hardware stores get into the frame of mind where price 
is the only consideration and such a state of mind utterly 
ruins their selection of goods for sale at retail. The 
selection and the sellingsbeing the most important busi- 
ness of any retailer, he cuts himself off from saleable 
merchandise when he continually thinks price and gets 
to the point where he will not buy goods no matter how 
saleable and profitable for him to handle unless he can 
secure such goods at a price. 

“The jobber protects the retailer in selection and 
quality, and it is not too late now for the retailers to 
take the trail back to their jobbers and get right close 
and well acquainted with them. Price consideration to 
the exclusion of what he was going to do with goods 
after they were bought has made the average retail 
dealer stand still for 25 years. The jobbers should 
have said it long ago and come right out with it instead 
of leaving it entirely in the hands of their salesmen to 


say. A statement made by a president of a great house 
carries weight. National advertising has _ relegated 


salesmen in the minds of a great many people to the 
society of office boys and second rate clerks when, as a 
matter of fact some of the best gray matter is under 
the hair of these salesmen. Mass advertising was 
simply too much for these salesmen to counteract. Just 
one word more: If you are a retail dealer, no matter 
where located, right next door to a mail order house, 
put all your time on quality; forget volume. You can 
sell only so many goods in a retail store. Keep your 
store within the size of a retail store, not a jobbing 
house; get close to a good jobber; let him be your 
buyer, you be the seller. See how well you can select 
your merchandise, not how cheap. 


sé 

[xasmucu as you acknowledge you are a failure 
operating as you are now, why not take this suggestion ? 
You will be successful from the start although you may 
have to be protected from price salesmen and be deaf, 
dumb and blind as to what your competitors are doing. 
But man, you are going to be prosperous and if you 
are running a hardware store for that purpose, there is 
your answer. The jobber is your best friend, your 
chance of success. Get on the first train and go to him. 

“Some retail dealers not only do not realize the futility 
of meeting mail order houses and chain retail stores on 
a battle ground of price but are actually letting price 
inveigle them into handling and buying the same brands 
when, for their very protection, good lines are kept out 
of these same chain stores. Such manufacturers who are 
playing the game 100 per cent for the retailers are going 
to make a note of these disloyal retail dealers, who do 
not know enough to see their own interests clearly and to 
whom will they turn then?” 

(Continued on page 90) 
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From Different Sections of 
Opinions on Raising the 


COMMENT 


Dull Hardware Business Months Theoretically 


Unnecessary 

Worcester, Mass.—Theoretically we 
should say that it is not necessary for 
the average retail hardware store to ex- 
perience two or three dull business 
months each year. We say this for the 
reason that a store ideally located and 
carrying the proper merchandise could 
conduct its business in such a way that 
sales line could be kept almost even 
without the peaks and valleys. How- 
ever, our business is such it is inevitable 
that we have our quiet periods. We do not do a strictly 
retail business nor do we cater to any great extent to 
the transient shopper. Our business always has been 
and under present conditions must continue to be, more 
of a supply business to the contractor and manufacturer. 
These two lines cannot keep their business going 
throughout the year at the same level, so of course we 
rise and fall with them. 

We feel this is the kind of a business we know more 
about and are better fitted to conduct than we would be 
in a purely transient location, catering to the cash shop- 
per and putting on sales in the quiet period to elimin- 
ate the depressions. This is undoubtedly an old 
fashioned theory, but it seems to the writer to be the 
best policy to pursue under present conditions. 

(Signed) R. P. ApaMs, 
Elwood Adams, Inc. 


R. P. ADAMS 


Selection of Proper Lines Eliminates Dull Months 


RicumMonp, Va.—In reference to 
January and February being poor 
months together with July and Au- 
gust, I do not believe as a merchant 
or Secretary of our Association I 
can suggest a remedy for this condi- 
tion as long as jobbers and merchants 
continue to stick to old lines of hard- 
wate. 

We find July and August are no 
longer dull months with us for the 
reason that we have gone very ex- 
tensively into selling camping supplies, hammocks and 
items that at this season of the year appeal to the out- 
door purchaser. 

I do not believe, however, that January and February 
can be improved on very much, for the reason that this 


T. B. HOWELL 


is just after Xmas when there is a natural relaxation 
by everyone. The department stores and all other lines 
suffer the same reaction and I am not in position to 
suggest, nor do I believe it possible to suggest a way 
to bring these months up to a normal condition. 
(Signed) Tuos. B. Howe tt, Secretary 
Virginia Retail Hardware Association 


“We Have No Dull Months Because We Work 
Harder During That Time” 


MANCHESTER, N. H.—We see no 
reasons for dull months in the hard- 
ware business, providing the merchants 
are ready to organize special sales. 

We find in February and July that 
the people here in Manchester look for 
specials in our line of business, and 
we have no difficulty in holding our 
volume during those dull months. It 
only needs a little more sales effort 

{ during that time. 
(Signed) ArtHuR E. Moreau, 


A. E. MOREAU 
J. J. Moreau & Son. 


Special Lines of Goods and Special Effort Needed 


Mason City, Iowa.—While it is 
true that seasonable conditions give 
rise to periods of inactivity on the 
part of the average consumer, we 
have always advised our people that 
in place of anticipating these dull times 
with an excuse and submitting to the 
inevitable that they should rather be 
considered a challenge to greater ac- 
tivities and unusual efforts to over- 
come these apparent obstacles. 

Every community large or small can 
readily be appealed to by special displays, special sales 
and special lines of goods that will at least have a strong 
tendency to keep the sales movement in proper balance 
for all seasons and conditions of trade. 

It is much easier of course, for many dealers to fall 
into the habit of assuming that such conditions are 
inevitable but the real fact is that it requires much less 


A. R. SALE 




















the Country Come These 


Sales Curve in Summer 


tom IKEADERS 


energy and initiative to meet the situation that way than 
to organize against it. 

This is easily proven by the fact that some establish- 
ments who anticipate those conditions have demonstrated 
that these periods of inactivity are more psychological 
than real. 

(Signed) A. R. Sate, Sec’y-Treas. 
Iowa Retail Hdw. Ass’n. 


Lack of Proper Planning Causes the Dull Periods 


Dayton, On1o—In regard to the sub- 
ject of dull business months in retail hard- 
ware stores, this has always been looked 
upon as a certainty, January and February, 
July and August, these months have been 
handed down from generation to genera- 
tion. 

It is only recently that some dealers have 
awakened to the fact that there might be 
edie some business in these months if one 

planned for it and no doubt this will grow 
until possibly these months can be made to pay their 
own way. 

The adoption of business control by many stores will 
no doubt have a very great influence in doing away with 
dull business months because one always has before him 
just what he must do each month to keep up with what 
his budget tells him he must do. 

Of course local conditions have more or less effect on 
what one can accomplish, in agricultural districts, crop 
failure sometimes upsets one’s plans, but this should not 
keep one from planning. We believe the lack of plans 
well laid, is the cause of much of the dull business. 
(Signed) James B. Carson, Secretary 

Ohio Hardware Association. 





Comments on Changed Conditions 


READER who prefers to remain anonymous writes 
the following letter of comment. 

I would like to write the experiences of a hardware 
dealer, who 22 years ago, when he was in a variety 
business in a town of 10,000 saw the largest 10 cent 
store chain come to a town. 
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He borrowed $3,000 and went into the hardware busi- 
ness in a small way, building up a business to $40,000 
a year sales. Then the 25 to $1 chain came to town 
and that hurt. 

We bought our housefurnishings from a large New 
York house (now out of business) tinware and enamel- 
ware from the factory. 

Romance in hardware. I'll say there was. 
the way from me they are erecting a building for a 
Chicago catalog house. Do they use a hand saw? Not 
much. Electric is the thing, and how fast that circular 
hand machine does the job on a 3-inch plank. 

I am told that a building on which 700 men were work- 
ing only has 10 hand saws on the job, while the mortis- 
ing for mortise locks is all done by electricity. 

Now take wash boilers, scrub boards, etc. I am glad 
for our women that electricity now takes away the blue 
Monday. They can now go to the movies Monday after- 
noon and see them dance in Hollywood. Even the old 
flat iron that was such a handy weapon of defense has 
gone by the board. And now oars and paddles are 
behind and out of date—outboard motors are the thing. 
Lanterns—Oh boy! Who goes to meeting now, or 
drives the old cow into the barn with a lantern? A 
flashlight and electric light are in the barn. And so 
one could go on and on. Somehow the “romance’’ has 
gone out of those war gardens. Let’s go take a ride. 
We can go over the P.A’s (A. P.) and buy a can of 
peas for 11 cents. Lots easier than sweating for them. 

And do you remember old Dobbin? How we used to 
buy brushes, curry combs, halters, blankets, nose bags, 
harness—even plumes for the sleigh! Now you don't 
even have to buy auto accessories. Just get in a new 
shiny palace on wheels. Drive off—nothing down—a 
little each week. 

And what have they done to our coal scoops and “bang 
about” ash cans? ‘Turn on the motor, regulate the oil 
valve, and forget you have a furnace. 

At the N, E. hardware exhibit, they talked about new 
goods for the hardware store, monkeys, parrots, love 
birds, dogs, fish. “Romance” in hardware, mostly ro- 
mance, or in the paint department. Even the brushes 
come from the 10 cent store, and the electric sprayer 
does the large work. 

And do you know in our town you can buy anything 
from an electric curling iron at 98 cents to the largest 
electric refrigerator, a little down and the rest on your 
light bill, a little each month? 


Across 
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TALK ABOUT YOUR 


Hardware stores are real institutions, giving the public a distinctive 
. . . ’ : 
and valuable service—Put this thought into your customers minds 
—Adatorials and editorials 


By GUY HUBBART 


O type of store is more definitely an institution 
than a hardware store. Yet only a few hard- 
ware merchants seem to fully sense the value of 

cementing the fact in customers’ minds. 

The idea seems to be that everybody knows what a 
hardware store is and does and lets it go at that. 

Drug stores, women’s Specialty stores, department 
stores, all devote more or less space to institutional ad- 
vertising, and all profit by the practice. Why not the 
same with hardware stores? 

One merchant, the owner of one of the best hardware 
stores in the country, never tires of telling his customers 
how good his store, goods and service are, but he never 
prints his opinion in his ads. Some one asked him why 


TRE PIVE MOST INTERESTING STORES IN OKLAROMA CITY 
Main Stove Hours: 7:30 to 6:60. Tel. 1-3851 





AN EDITORIAL 
Merchandise Valucs of Today 


N these days of intense competition, we sometimes lose 
sight of the fact that the underlying principles of 
metchandising are just the same between buyer and sell- 
er today as they were a hundred years ago. Different 
angles and methods have crept in, some good and some 
bad. But the fact remains and will be so, down through 
he years to come, YOU GET JUST WHAT YOU PAY 
OR. To our knowledge, this has never been disputed. 


Selling organizations come and go, some with loud 
acclaam and some quietly. Once established, their 
ABILITY to RENDER SERVICE AND VALUE IS NO 
GREATER than those stores who have helped bear the 
burden of building Oklahoma City to the place it occu- 
pies today. 


A certain form of chain-store hysteria based entirely 
upon price, is sweeping our country at this time, with 
little thought given to the ULTIMATE VALUE of the 
purchase or to WHO STANDS BEHIND IT. 


In PETTEE’S FIVE STORES some merchandise of 
this class is shown for COMPETITIVE REASONS only 
and SOLD SOLELY on a PRICE BASIS. Yet our faith 
is great in the final return of the buying public to a 
VALUE BASIS instead of a PRICE BASIS, realizing 
that thrift defeats its object when it won't PAY enough 
to GET enough and that nobody benefits through TOO 
GREAT A BARGAIN. 


W. J. PETTEE & CO. 





not. He said “Well, the ad is just dead print, no tone 
or expression in it. I can do it better with my voice.” 

To be sure he can—one customer at a time, maybe 
six a week. He overlooks the fact that one of his news- 
papers goes into 30,000 homes every day and is read 
by at least 60,000 people. Just think of how fast he 
could build up interest, good will and actual sales volume 
gains if he printed what he admits he can say so well 
with his voice! 


Some Good Subjects 


Only a little space is. needed to tell a good big story 
if subjects are selected with care. There are at least six 
ready-made subjects any store can use. These for 
example: 

1. Our idea of good values ; 

2. Good service—part of our store name; 

3. Variety—we keep ours wide and full; 

4. What a good hardware store means to our town; 

5. Welcome—come in and look—study our merchan- 

dise; and 

6. The best for the money—no matter what the price. 
“All have been used a hundred times, some one says. 
Trite, nothing new or original!” Certainly they are old 
subjects, but there are always customers who have 
never had them brought to mind, particularly in terms 
of hardware. And as for originality, “Home Sweet 
Home” is not so original now after many years. But 
what’ a popular song! Who ever tires of hearing it 
sung by a beautiful voice ? 

The subject of institutional advertising need not be 
so original if the ad writer craves to be original, let 
him exercise the gift in the style of copy he writes, in 
the method of expressing his story. But interest is 
what counts in advertising, not originality in the narrow 
sense. 


A Specific Example 


Notice the 30 inch editorial reproduced here. The 
title is “Merchandising Values of Today.” The theme 
is, in effect, “It pays to buy good goods” although the 
phrase does not appear in the exact words in the copy. 
But these phrases do “You get just what you pay for.” 
“Our faith is great in the final return of the buying pub- 
lic to a value basis instead of a price basis, realizing that 
thrift defeats its object when it won’t pay enough to 


An editorial with a real idea in it, presented in direct, 
sensible style. Type treatment well fitted to space. Size, 
3 cols. 10 inches deep 
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STORE NOW AND THEN 


NS ORS Oe SO a IN FL 


get enough and that nobody benefits through too great 
a bargain.” 

The entire ad is worth quoting, but the two quotes 
contain the meat of the argument. And it is a good 
argument, worth ten times the space used to tell it. 


Two Kinds of Institutional Copy 


There are two good methods of institutional copy. 
One is the adatorial, a small bit of space reserved in a 
corner of the main ad, the other is the one reproduced 
here, where all the space is used to editorialize a theme 
or subject. There is little difference in the actual value 
of the two. The editorial kind is most practical where 
a goodly schedule of space is used per week, three or 
four ads. The adatorial is better for small space users. 
But it is harder to write, more skill being required to 
compress the story into a few words and compact sen- 
tences. But it can be done and is quite helpful. The 
adatorial puts extra life into the ad, extra interest and 
helps to identify the store name. 

Some department stores use themes entirely removed 
from store operation, choosing subjects of general inter- 
est; others touch on store life, social activities and news 
subjects. But the safest practice for the hardware store 
is to link the adatorial subject to goods, service or some- 
thing connected directly with the store. 


Local Subjects Best 


In the smaller cities subjects of local or community 
flavor will do most for the ads. Little paragraphs about 
street improvement, mention of coming festivities or 
recreational events like picnics, fairs, outings, church 
suppers, lodge meetings, etc. The idea is to catch local 
interest by inserting into the editorial or adatofial 
sentences like this: “We wonder how many of our 
citizens feel as we do about our pleasant parks and 
woods. We are proud of them, more than ever since 
last week’s outing of the Boy Scouts. Next week visit 
our city park and see the baby parade. And come in and 
see our baby carriages. Some of them will be in the 
parade.” Ideas like that, but better ones, is the thought. 

Or announce free of charge church affairs like: 
“The Ladies’ Aid holds its monthly meeting at the home 
of Mrs. Jones, Brown Street, next Thursday. The 
coffee will be good. It is to be made in one of our 
percolators.” Every little local touch helps. 





R. HUBBART invites hardware merchants 
to send him clippings of their newspaper 
advertisements for his constructive criticism. 
There is no need to write a letter—just send 


the whole page and mark “For Criticism.” 
—Editor. 











Here is an ad that is both skillfully merchandised and 
displayed. Size, 4 full columns 
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' As Summer Draws Closer 
(Warm Weather Needs are = to the Fore 

















You ma 
to matel 


| extremely reasona’ 


Left 


summery 





Brings a Need for Cottage Sets 


need some new dinnerware with cheerf 
the freshness of out-of-doors. For this purpose we offer two 
attractive patterns in English semi-porcelain. The prices, of course, are 


This set has a_ hand-painted 
enameled color decoration on 
lovely ory colored ware. Very | all. 





land colorful patterns 


48-Piece Combination, 2 Patterns 


30.00 | * 


13.95 


Gorgeous hand painted flower 
with a stening glaze over 
Fined 


summer service 


Also sold in oes Stock for Further Additions 


Aw 
afer | me 









Cretonne Pillows 
Odd in shape — Gay In Color 


95c 


You should be needing a number of these 
attractive pillows for cottage and porch 
use. Choice of a number of styles, pat- 
terns and colors. 
Second Floor 
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Bridge’ Tables 


Special at 















| 





Distinctive 
Two-candle 
‘ig Table Lamps 


See 
bronze finish and the 
four sided shade of de- 
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. “chive Weosen 






| Carton 
| of six 


| 1.20 


35 















blers in 







sign. 
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shape. Come early. 


Gay Luncheon Sets high 


Rose or grecn glase- 
ware in fluted optic de- 
4 cups, 4 saucers, 
4 plates, sugar creamer prevent splashi 


pip smoker for indoors 
ech use. 32 inches. 
—— finished in Chin- 


Main 


Rear Section 


Rubbish Burners 


Made of heavy galvan- 
ined wire. Equipped with 
top. Economical fire pre- 
veation 

Medium Size... .1.15 
Large Size 1.45 


Reefers ‘‘No-Moth’’ 
2.00 


“Death to Moths”. Con- 
verts a clothes closet into 
a cedar chest. A year's 
supply in a container that 
fastens to base board in 
the closer 


Garment Bags 
; Reduced 


Made of heavy twilled 
eretonne in floral patterns 
Quantities limited. Great- 
ly underpriced for quick 
selling 





1.00 


A handy size in 18-inch 
round style. These are 
imported baskets and ree 
markable values at $1.00. 


WNSTAy 
OU n., STORE,,. 


Everyday Tumblers 


Combination Rack 
75¢ 4oz. 2.45 
A welcome special! 2,000 | A strong durable metal 
| clear crystal table tum- | 8tand in jade green finish 
with floral decoration. 


5 


Colonial optic CamBlnetioa hook aaa 


Lo ag zine rack. 26 inches 


{ ‘ i 
’ Fioral Cut Vases — 
i Ivory sista til bon 1 
{ tiful etna gory deco- Several pecan shapes 1 900 
y 3 sateen and iizes are included in 

"|S persne' oe 20 poms. | thaaveu cord ase Whirlpool 
I . for 6 persons. ations. Electric 
Hy ©6=—:15-Pc. Bridge Sets Beater and Bowl Washer 

—. 3.9 5 85 At a Popular Price 
Cc 


Colored top aluminum 
beater with spreader to 
. Glass 


= sandwich plate. wl has rounded bottom, Everything you should 

‘ Also open stoc' Gl wish in an electric wash- 

er is combined in the 

Moderne Smokers ass Cake Plates ate Whig 
85c and the price is sensa- 

1 49 tionally low. Let us 

Lorge size cate or sand- how you and exglain 

A new attractive wrought | wich plates. Clear spark- dur easy plan of paying 


ling, glass in a repro- 
duction of rock crystal 
designs» 1115 inches in 
diameter. 





Pot Nae a gt tS eS Ee ie Le a ee ce Te ee 


ov s EWwang, 





Floor 


Meat Casseroles 
6.95 















sign on edge. 
Bed or Invalid Trays 
5.00 


Made of wood — strong 
and light. Finished in at- 
tractive bedroom colors. 
Legs fold up. 































95c 


A summer porch 
ity. A I4-quart galvan- 
ized water pail and a 
Handy Mandy self-wring- 
ing mop. 


hy 





necess- 
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Stightly Higher on Terms 
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$10 Down . 
Balance Monthly # 
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Trade Practice Conferences Provide Proper 
Open Forum for Industries 


By M. MARKHAM FLANNERY* 


Director, Trade Practice Conferences Division, Federal Trade Commission, Washington, D. C. 


ONG and close contact with indus- 
try has led me to wonder why 
some industries are content to op- 

erate entirely without organization 
while others operate under an indiffer- 
ent, inefficient trade association. I be- 
lieve the answer is found in the fact 


that former experience having led to | 


difficulties with the law leaves many in 


a timid mental attitude, which has a | 


tendency to obscure in their minds the 
substantial benefits of modern trade as- 


sociations as directed by specialists— | 


men who by reason of their investiga- 
tion and study, experience and ability, 
ably, carefully, and safely and intelli- 
gently guide their associations within 
legal as well as within sound economic 
lines. 

The term “trade practice conference” 


as used by the Federal Trade Commis- | 
sion is but another way of saying self- | 


regulation of business, by business, and 
for business. 

By self-regulation I mean workable, 
fair rules adopted by an industry for 
the conduct of its own business, and 
for the purpose of fearlessly and freely 
accomplishing this the trade practice 
conference procedure provides an open 
forum, forum nation-wide in scope, a 





forum provided by the government and | 
presided over by a disinterested, im- | 


partial umpire before whom industry 
lays its cards on the table, face up, and 
says to the world, “This is what we de- 
sire to do,” and to the Commission, 
“Can we do it?” 


| HE Commission answers in the 


form of a published statement and its 
answer is “yes” as to rules of a certain 
class and “no” 
class. It says “no” only as to that class 
of rules which if put into effect would 
violate the law. Its answer is “yes” 
as to two other classes. In other words, 
an industry in a trade practice confer- 
ence condemns in resolution form such 


as to rules of another | 





practicts as in the judgment of the con- | 


ferees the industry should abandon. 
These resolutions after due consid- 
eration by the full Commission 





*From an address before the American Steel 
& Heavy Hardware Association, at Washington, 
D. C., May 21, 1929. 


are | 
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classified or- grouped according to the 
practices which they condemn. 

Group I resolutions, as they are 
termed, are such as condemn practices 
which are in and of themselves illegal. 
These are affirmatively approved by the 
Commission, which approval is tanta- 
mount to saying that the Commission 
will issue and prosecute its complaint 
against the users of such practices. 

Group II resolutions condemn prac- 
tices with reference to the, legality or 
illegality of which the Commission ex- 
presses no opinion. Whether some 
practices condemned by Group II reso- 
lutions are illegally unfair is not always 
easy to determine. 

In fact, in the first Commission case 
which reached the United States Su- 
preme Court the decision was handed 
down by a divided court on the question 
as to whether the particular practice in- 
volved did or did not constitute the use 
of an unfair method of competition in 
violation of Section 5 of the Federal 
Trade Commission Act, but for the 
most part practices condemned by Group 
II resolutions obviously are not illegal 
but are bad business practices which 
have through trade practice con- 
ferences been eliminated, to the lasting 
good and financial benefit of many in- 
dustries. 

In fact, these Group II resolutions 
have been the most valuable and prof- 
itable of all the rules adopted by in- 


| dustry. 


Perhaps this can best be 


| developed by a brief reference to the 





| reports 








origin and results of the trade practice 
conference work. 

In 1919 the Federal Trade Commis- 
sion completed an intensive investiga- 
tion of a very important and extensive 
industry. As a result, it determined to 
proceed against nine of the largest con- 
cerns engaged therein. As a member 
of the Trial Staff at the time I was 
assigned the task of drafting and trying 
these complaints. A preliminary ex- 
amination and analysis of the numerous 
of interviews, statistics, ex- 
hibits, etc., revealed two outstanding 
characteristics. First, the practices 
complained of were not confined to the 
nine proposed respondents but were 
used by all in the industry. 

Second, these nine respondents ad- 
mitted the charges, stated they would 
gladly abandon the same, but if they 
did, or if they were ordered by the Com- 
mission to do so they would be at the 
absolute mercy of some two hundred 
other competitors for a period of four 
or five years which would be required 
to prosecute complaints against such a 
number of concerns. This, of course, 
constituted no legal defense but to me 
it was an appeal to reason. Why not 
cooperate instead of prosecute? Here 
was an industry operating under highly 
competitive conditions, willing to do all 
that the statute required and more if a 
way existed. Why not find a way so 
that all in the industry could safely 
abandon such practices at one and the 
same time and let all start again on an 
equally fair competitive plane, on a 
cleaner moral and legal basis. 


A MEMORANDUM was submitted 
to the Commission, a meeting with the 
nine correspondents arranged and thirty 
days later the first trade practice con- 
ference, at which more than two hun- 
dred concerns were represented, was 
held at Omaha, Neb., Nov. 3, 1919. 

At this first conference the industry 
adopted thirteen rules of business con- 
duct. They not only condemned and 
agreed to eliminate the practices which 
were charged as violations of law, but 
this industry, ready for and capable of 
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self-government, welcomed the oppor- 
tunity to eliminate what may be re- 
ferred to as practices typical of those 
condemned under Group II resolutions. 

This brings me to a point where | 
desire again to answer a question fre- 
quently asked, namely, if Group I reso- 
lutions condemn only practices which 
violate law they can be stopped without 
a trade practice conference. If Group 
II rules cannot be enforced, what par- 
ticular advantage is there in adopting 
them at a trade practice conference? 
In other words, why a trade practice 
conference at all? 

Perhaps that part of the question 
relating to Group I rules is sufficiently 
answered by the illustration I have 
given you, namely, that instead of plac- 
ing individual concerns at the disad- 
vantage of being enjoined while their 
competitors continued the practice com- 
plained of, all in the industry, by volun- 
tarily acting as a unit, were placed on 
an equally fair competitive basis at one 
and the same time. Other reasons exist 
which it is not necessary here to review. 


Tm question of the advantage of 
the Group II rules, irrespective of 
whether they are, or are not, enforci- 
ble, is the subject which usually pro- 
vokes most discussion. 

Here, again, the plain recital of ac- 
tual experience answer the inquiry more 
emphatically than argument, specula- 
tion or fine-spun theory. 

In the early days of the industry to 
which I have referred an enterprising 
concern, seeking to increase its volume, 
made the common mistake of attempting 
to do so by the adoption of a bad busi- 
ness practice, namely, by furnishing a 
free service not required by the neces- 
sity of the situation, not justified by 
economic conditions and not supported 
by the use of good business methods. 

As is well recognized, any advantage 
acquired through such practices is in- 
deed short-lived, thus, in this case as 
soon as a competitor discovered the loss 
of volume it ascertained the cause and 


| sible for 





in a very short time it became impos- 


ROGRESS has a way of shoul- 


dering aside all obstacles. Prog- | 
| 


ress wins through to its objective. 
Progress is determined — ruthless | 
sometimes—but the world is always | 
better when the end is attained. | 
Progress is merely the culmination | 
| 





of a good idea. In the various chan- | 


nels of commerce and trade, progress 
invariably has been the order of the | 
day. 


New ideas have been developed | 





| zation. 


any concern to continue in 
business unless it furnished this free 
service. - Naturally, all competitors 
were compelled to furnish it and instead 
of befng an advantage to the concern 
with which it originated the practice 
rapidly became a tremendous burden on 
this and on all other concerns in the 
industry. 


— to the holding of the trade 
practice conference referred to many 
unsuccessful efforts had been made 
through association meetings and other- 
wise to discontinue this free service, 
and when a trade practice conference 
rule was proposed to prevent it the in- 
dustry was told that the furnishing of 
such a free service was not an unfair 
method of competition; that there was 
nothing illegal or immoral in such an 
activity; nevertheless, they wanted to 
and did adopt this rule. And the an- 
swer, therefore, is that here is a rule 
which the Commission could not en- 
force, a rule which the Commission has 
never been called upon to enforce; a 
rule which has been observed and 
adhered to for ten solid years; and a 
rule which I am reliably informed has 
saved this industry millions of dollars. 

Other examples of the value of rules 
usually characterized as Group II rules 
could, if necessary, be given, but in- 
stead I will refer to the next outstand- 
ing step in the development of this 
work. 

From 1919 to April, 1926, it lay prac- 
tically dormant, resorted to only occa- 
sionally, but when Mr. Humphrey 
became a member of the Commission 
there was inaugurated what was re- 
ferred to as a new policy. As part of 
this new policy he introduced the reso- 
lution creating the Trade Practice Con- 
ference Division, the duties of which 
are to feature, to encourage and to give 
specialized direction to the character of 
work under discussion. 

As the benefits of this work become 
better known the number of industries 
applying for trade practice conferences 
is ever increasing. Thus. during the 


KEEP IN STEP 


and brought to fruition for the gen- 
eral good of all business factors. 

For instance, progress has welded 
advertising and selling together into 
what amounts to one fighting organi- 
The culmination of a good 
idea. 

There was a day when the sales- 
man would not accept advertising as 
a teammate. That day has passed. 
Now the salesman and the advertis- 


seven years prior to the creation of the 
Division of Trade Practice Conferences 
the number ot conferences held during a 
year averaged between two and three. 
As many conterences are now being 
held each month and six are scheduled 
for the month of May alone. 

The various subjects covered by some 
four hundred rules, thus far adopted, 
may be roughly divided under approxi- 
mately fifty general heads. 

Under these may be mentioned rules 
condemning practices which unduly in- 
fluence sales, such as commercial brib- 
ery, selling below cost and misrepresen- 


tation; inducing breach of contract 
enticing employees; appropriating 


values created by competitor; false ad- 
vertising; price discrimination; substi- 
tution; free service; and numerous 
other practices which interfere with or 
prevent honest and fair competition. 


iy conclusion, it may be said that the 
holding of a trade practice conference 
constitutes a most important event in 
the relationship between government 
and any particular industry. I say im- 
portant because it marks a new era in 
such relationship. Thus, instead of 
being forced into antagonistic positions 
both the government and industry in 
a trade practice conference assume a 
cooperative attitude, an attitude wherein 
accusations and suspicion have no place 
whatever, but wherein confidence is the 
predominant and outstanding feature. 
Confidence is at the very base of every 
mutual or cooperative undertaking. The 
trade practice conference procedure 
being purely voluntary is, therefore, 
based upon confidence, and the members 
of an industry entering into a confer- 
ence must have or acquire confidence in 
thejr confidence the 
Commission, confidence the belief 
that only through mutual concessions— 
the giving and taking wherever this 
may be fair or reasonable—can this or 
any industry acquire competitive con- 
fair to all and 





competitors, in 


in 


ditions which will be 


profitable to each. 


| ing man are yoked together—pulling 
| together to form the most powerful 
| business combination known to man- 
| kind. 

| Progress made this inevitable. The 
| idea behind it was a sound one. It is 
perfectly obvious that the two in- 
vincible factors in merchandising, 
striving for the same result, should 
ultimately work together in harmony. 
—Emerson Monthly. 
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New (ata ogs and ‘Dealers’ Helps 


Available from Leading Manufacturers 


How to Sell “How to Sell Earl | 
the Earl Radio Radio” is the title of | 
a very comprehensive | 


broadside issued to the trade by the Chas. 
Freshman Co., Inc., New York, N. Y., 
manufacturer of the C. A. Earl radio re- 
ceiving set. Vital facts regarding the radio 
industry are given. The various models 
are shown, as are a wide variety of dealer 
advertising and selling helps, including 
magazine and newspaper advertis.ng, car | 
cards, streamers, and window displays. 





Many subjects 


A. H. M. A. Releases 
New Bulletin of interest to 
hardware} 


manufacturers are reviewed briefly in a 
recent bulletin from the executive offices | 
of the American Hardware Manufacturers’ 
Association, 342 Madison Avenue, New 
York, N. Y. Chief among the important 
subjects are: The Restatement of the 
Association Attitude on Local Advertising 
and Catalog Allowances, Discussion of the 
New Tariff Bill, and Foreman Training 


Plans. 


The Standard Electric 
Catalog No. 16B Stove ©o., 1718 North 

Twelfth Street, To- 
ledo, Ohio, has just issued its catalog, No. 
16B, covering its entire line of electric 
domestic ranges, heavy-duty ranges, ovens, 
griddles, hotplates, cookers, water heaters, 
steam tables, etc. This is a very complete 
book with its new price list effective April 1. 


Electric Stove 


The F. & N. 
Lawn Mower 
Co., Richmond, 
Indiana, has recently prepared a new 
catalog of fifty-three pages, giving full 
descriptions, with illustrations in colors, 
of the comprehensive line of hand, 
horse and power mowers of its man- 
ufacture. The company will mail its 
new catalog to any interested dealer. 


New F. & N. Lawn 
Mower Catalog 








Authorities on in- 
terior decoration have 
written an interesting 
booklet called, “Clocks in the Modern 
Home.” This publication has been is- 


Helpful Clock 
Booklet Issued 


sued by the Clock Manufacturers As- 
sociation from its offices in the Drexel | 
Bldg., Philadelphia, Pa. In the book are | 
authentic facts and information on the 
correct use of clocks, as well as colored 
illustrations showing clocks in actual | 


| ware, as well as actual photographs of 


settings. On the last page is a chart 
showing the different rooms in the 
home and the types of clocks most suit- 
able for each room. Retail dealers can 
secure quantities of this booklet with 
their own imprint, for a small charge. 








Airport Door The complete 
Hardware Catalog line of airport 
door hardware | 


manufactured by the Allith-Prouty Co., 
Danville, Ill., is illustrated and described 
in Catalog, No. 98, which has just been 
published. Blue prints showing in detail 
the installation of Allith’s hangar hard- 


hangar doors equipped with their prod- 
ucts are featured in the catalog, which 
is available to dealers on request. 


—_—— 


Blank Cartridge A new attractive 
Display Card display card, design- 

ed to stimulate sales 
on its blank cartridge pistol is now 
available to the trade from the Kenton 
Hardware Co., Kenton, Ohio. The card 
is beautifully finished in red, black and 
yellow and is fitted with an easel which 
allows it to be set up on counter or in | 
a window. It has a blank cartridge | 
pistol attached. This display card | 
measures 11 by 734 ins. 











“The 9th 
Ultimate Process’ 
is the title of a 
very interesting illustrated booklet re- | 
cently published by Union eee 


and 


Ninth Process for 
Steel Shaft Clubs 


| 
| 
| 


| Co., Torrington, Conn., and devoted to | 


the manufacture of its spring steel golf 
club shafts. The booklet explains the 
various processes in steel golf shaft 
manufacture that have proved practical 
and then divulges the “9th” process 
which it uses to make its high carbon 
spring steel golf club shafts. Many | 
illustrations add to the book’s value. | 








There is much of 
interest to  hard- | 
ware men in the 
June issue of Door-Ways, the monthly 
publication issued by Richards-Wilcox 
Mfg. Co., Aurora, Ill. Articles on the | 
use of door hardware in home and in- | 
dustry, a short story and a bridge 
problem are to be found within the | 
covers of this publication. 


Door-Ways Issued 
for June, 1929 





Favorite Stove The complete line 
Has New Catalog of Favorite stoves, 
ranges, and heaters 
is fully described in a new, 48 page 
book, which is now available to dealers. 
This catalog supersedes previous ones 
as the line has been changed since the 
last catalog was in use. Among the 
merchandise mentioned are: gas ranges, 
coal ranges, cabinet heaters, coal heat- 
ers, and electric heaters. Any dealer 
can secure a copy of this catalog by 
writing to the Favorite Stove and 
Range Company, at Piqua, Ohio. 





Hotpoint’s 25th New window 
Anniversary Helps display material, 

literature and 
newspaper advertisements are being 
furnished to dealers by the Edison Elec- 
tric Appliance Co., Inc., 5600 W. Tay- 
lor St., Chicago, Ill., so that they can 
participate in the 25th anniversary of 
the company’s Hotpoint electric iron. 
This anniversary feature is being ob- 
served during the month of June as it 
was in June 1904 that E. H. Richard- 
son, now the company’s works manager 
of the Ontario, Calif., plant, developed 
the first Hotpoint iron in his little work- 
shop in that town. 





Six folders, 
uniform in size 
and general ap- 
pearance, have recently been completed 


Peters Cartridge 
Releases Circulars 


| and are available to the trade from The 


Peters Cartridge Co., Cincinnatti, Ohio. 
These circulars have been printed in 
color. They are fully illustrated and 
feature the company’s rustless car- 
tridges, high velocity shot shells and 
cartridges, rustless .22’s and big game 
cartridges. Any or all of these folders 
will be of interest to dealers and con- 
sumers. 


Spring Catalog Spring Catalog 
No. 29 Released No. 29 has recently 

been issued by The 
Davis-Hunt-Collister Co., 420 Prospect 
Ave., Cleveland, Ohio. This jobbing 
house has gathered together many of 
its items having heavy demand during 
spring and summer months for this 
catalog. Illustrations and concise de- 
scriptions of the merchandise, add to 
the usefulness of the book. 
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Congoleum-Nairn, Inc., Opens 
New National Showroom 
Congoleum-Nairn, Inc., Kearny, N. J., 
states that its new national showrooms on 
the sixteenth floor of the Textile Building, 
295 Fifth Avenue, New York City, are now 
ready to receive visitors. 


The main room is on the Fifth Avenue | 


side of the Textile Building. Along three 
sides of the room and on three partitions 
jutting out from between the windows are 
display racks which afford space for over 
three hundred samples of the Sealex lino- 
leum and Congoleum products. Each sam- 
ple, measuring six feet by three, is at- 
tached to a steel rack which slides in and 
out of the case—an excellent arrangement 
for displaying this type of goods. Cases 
are glow-lighted from above. The full line 
of Congoleum rugs is on display in three 
specially constructed stands. 

This main showroom is tastefully deco- 
rated in the early English manner. Above 
the display racks, the walls are treated 
in the half-timber style—dark brown tim- 
bers of antique chestnut making a striking 


contrast with light tan, rough finished 
plaster. All hardware is hand-wrought 
iron. 


A specially interesting feature of this 
main showroom is the sample display win- 
dow, erected on the south wall. This is an 
accurate reproduction of a store window 
and will be used to show the company’s 
window display material. 

An arched door leads from the main 
room to a large, comfortably furnished cus- 
tomers’ lounging room. Here are deep 
easy chairs, magazines and newspapers, 
writing desks, a telephone booth—every- 
thing combining to make a pleasant place 
for customers. The trade is cordially in- 
vited to consider this room their headquar- 
ters while in this section of New York 
City. 

Next to the display room is the directors’ 
room. The New York branch office of 
Congoleum-Nairn, Inc., adjoins the na- 
tional showrooms. In making this move, 
from the twelfth to the sixteenth floor of 
the Textile Building, Congoleum-Nairn, 
Inc., retains its old address of 295 Fifth 
Avenue. 


Landers, Frary & Clark Show 
New Patterns in New York 





Landers, Frary & Clark, New Britain, 
Conn., have announced an advance showing 


in their New York, N. Y., display rooms at | 


200 Fifth Avenue of new and exclusive 
patterns of-electric household appliances. 

The many items are finished in chromium 
or nickel and present a most pleasing ap- 
pearance. The showing extends from June 
3 to June 15 inclusive. 


Harry C. Hahn Sales Manager 
Premier Vacuum Cleaner Co. 
Announcement is made of the 
ment of Harry C. Hahn as sales manager 
of The Premier Vacuum Cleaner Co., 1734 
Ivanhoe Road, Cleveland, 


uting and service subsidiary of the Electric 
Vacuum Cleaner Co., Inc., manufacturer 
of Premier electric vacuum cleaners. 

Mr. Hahn’s rise in the ranks of the 
Premier organization has been unusually 
rapid. Joining the sales department in 
November, 1925, in a sales promotional 
capacity, he took an active part in contact 
work with central stations. 

In March, 1928, he was promoted to the 
position of assistant sales manager with 
increased duties and responsibility for trade 
relations. Fourteen months later comes his 
appointment as sales manager. 


R. A. G. Cranston Has Joined 
The Lockwood Company 


| 
| 


R. A. G. Cranston has joined The Lock- | 


wood Co. and will assist W. S. Mace, vice- 
president in the sales department at the 
general offices, 16 Reade Street, New York, 
| a 








R. A. G. CRANSTON 











Mr. Cranston has for a number of years 
been associated with Henry Keidel & Co., 
Baltimore, Md., which until recently has 
been the Southern sales representative of 
The Lockwood Mfg. Co., South Norwalk, 
Conn. The Lockwood Co. is the sales 
organization for The Lockwood Mfg. Co. 

Mr. Cranston has specialized in the sale 
of builders’ hardware for many years and 
has a host of friends throughout the coun- 


try. He will reside in Westfield, N. J. 
Harris J. Heyman Dead 
Harris J. Heyman, founder and owner 
of the Heyman Hardware Store at 46 


passed away 
in that city. 


White St., Danbury, Conn., 
on May 30, at his home 
He had been in ill health for about two 
years, his death following a severe heart 
attack. 
Mr. Heyman came to Danbury in 1894. 


| In 1898 he opened the store at the present 


appoint- | 


Ohio, distrib- | 


address. He was the owner of much prop- 
erty in Danbury, and was 60 years of age 
at the time of his death. His widow, a 
daughter and four sons survive. 


Simmons Hdwe. Distributors Co. 
Recently Formed in St. Louis 


In a letter signed by L. W. Crenshaw, 
secretary, Associated Simmons Hardware 
Companies, St. Louis, Mo., the following 
interesting information to the hardware 
trade is presented: 

“You are advised that The Winchester- 
Simmons Co. of St. Louis, which until 
a short while ago acted as distributer for 
Simmons Hardware Co., of Missouri, of 
its products, amended its articles of in- 
corporation by changing the name of the 
company to Simmons Hardware Distrib- 
utors Company. 

“It being contemplated that inasmuch as 
Simmons Hardware Co., of Missouri, is 
now distributing its own products, that the 
Simmons Hardware Distributors Co. will 
take out a license to do business in cer- 
tain foreign states for the purpose of pur- 
chasing and distributing in such States 
certain products to be shipped in carload 
lots. 

“It has not definitely been decided just 
what products will be handled by the Sim- 
mons Hardware Distributors Co.” 





Pacific Northwest Dealers 
to Convene in Tacoma 


The mid-summer convention of the Pa- 
cific Northwest Hardware & Implement 
Association will be held in Tacoma, Wash., 
on July 17 and 18. 

President F. K. Jackson of Montesano 
is in charge of the arrangements for this 
meeting which will be attended by dealers 
from all sections of Washington, Oregon 
and Idaho. Tacoma’s hardware’ mer- 
chants, both wholesale and retail and the 
local Chamber of Commerce, are cooper- 
ating to make this one of the largest and 
most profitable conventions ever held by 
the Northwest association. 

Many dealers have announced their in- 
tentions of coming to Tacoma on a com- 
bined business and pleasure trip, spending 
their vacations viewing the scenic beauties 
of the Puget Sound district. 

Secretary E. E. Lucas and C. G. Jen- 
nings of Tacoma are working on the ar- 
rangements and receptions for the hard- 
ware men. 


tienen 

Ford Chain ‘Block Co. Makes 
C. A. Anderson Sales Manager 

The Ford Chain Block Co. announce the 
appointment of C. A. Anderson sales 
manager, with headquarters at the general 
offices and works located at Second and 
Diamond Streets, Philadelphia, Pa. 

The Ford Chain Block manu fac- 
tures “Tri-Bloc” chain hoists, worm gear 
hoists, differential and eye beam 
trolleys and maintain branches in Chicago, 
New York, New Orleans & Pittsburgh. 


as 


Con 


hoists 


L. C. Watling Co. Moves 


| ae Be 
resentative, has moved 


Watling Co., manufacturers rep- 
from 403 Granite 


Bldg., St. Louis, Mo., to 1306 First Na- 
ticnal Life Bldg., in that city. 
This concern represents several well- 


known hardware manufacturers in the mid- 


western states. 














HARDWARE AGE for JUNE 13, 1929 





Alvan T. Simonds Again Offers 
Prize for Economic Essay 
For the year 1929 Alvan T. Simonds, 
president Simonds Saw & Steel Co., Fitch- 
burg, Mass., has selected “The Federal 


Reserve System and the Control of Credit” | 
for his annual economic | 


as the subject 
essay contest. Mr. Simonds offers annu- 
ally $1,500 for the best essays on an eco- 
nomic subject in order to help increase 
general economic intelligence in the country. 

This 1929 contest is open to anyone, any- 
where. One thousand dollars is to be 
awarded for the best essay and $500 for 
the next best. The essays may be as short 
or as long as necessary, but each must 
open or close with a summary not exceed- 


ing 2500 words in length, written in such | 


a manner that it may be used as a sep- 
arate magazine article. The contest closes 
on Dec. 31, 1929, and all essays should be 
in the hands of the Economic Contest 
Editor, Simonds Saw & Steel Co., 470 
Fitchburg, Mass., on or before that date. 


Bolt, Nut and Rivet Makers 
Adopt New Bolt Measurement 


At a meeting of the Bolt, Nut and Rivet 
Manufacturers’ Association, held recently 
in Washington, D. C., a resolution was 
adopted requiring that the measurement of 
the length of all bolts be made from the 
largest diameter of the bearing surface un- 
der the head to the extreme end of the 
point. This means that in the case of 
countersunk head, deck and elevator bolts, 
the overall dimension prevails. 


——— 


New England News Notes 


General Manager M. A. Coe, of the 
Stanley Rule & Level Co., New Britain, 
Conn., has announced that Earl V. Higbie 
has been made superintendent and Austin 
L. Stowell engineer of the plant. 


* * * 


Congdon & Carpenter Co., North Main 
Street, Providence, R. I., who some time 
ago announced plans for a warehouse on 
Promenade Street, near Pleasant Valley 
Parkway, in that city, have completed plans 
for a heavy hardware warehouse that gives 
promise of being one of the finest in New 
England. 

* * * 

The Simonds Saw & Steel Co., Fitch- 
burg, Mass., has under consideration a 
manufacturing plant addition. No definite 
plans have been made, but it is intimated, 
owing to the growing demands being made 
on the company for its products, that the 
new project cannot be long delayed. 


Frederick C. Leslie Dead 


Frederick C. Leslie, for many years in 
business as Priest, Paige & Co. in Boston, 
Mass., died on Wednesday, June 5, at his 
home in Wellesley, Mass., at the age of 71. 

Mr. Leslie retired from businesss three 
years ago. He was born in Wellesley and 
served the town as selectman. During the 
war he was its fuel administrator. Every 











Flag Day he took time from business to 
raise with his own hands the flag on the 
town playground. 


J. C. Meyers and Others Form 
Wheel Goods Concern 


A group of men, headed by J. C. Meyers, 
is organizing at Toledo, Ohio, a new con- 
cern which will manufacture juvenile vehi- 
cles. Mr. Meyers was formerly general 
sales manager of the Gendron Wheel Co., 








J. C. MEYERS 











Toledo, and had been with that firm for 
fourteen years. The new organization is 
getting under way and will shortly an- 
nounce its corporate identity, full particu- 
lars about its line of wheel goods and other 
data of trade interest. 

Among those associated with Mr. Meyers 
are Frank A. Nauts, formerly with Gen- 
dron Wheel Co.; Fred A. Hamel, R. H. 
Bitter, and Roy P. Thal. Messrs. Bitter 
and Thal are president and secretary-treas- 
urer respectively of The Inshield Products 
Co., a concern which has produced a vast 
number of stampings for the juvenile vehi- 
cle industry as well as designed and pro- 
duced tools, dies, and special machinery 
for the economical production of wheel 


goods. 


Murphy Leaves Standart Bros. 
HH: F. 


Murphy has resigned as vice- 


president and general manager of Standart 


3ros. Hardware Corp., wholesale hardware 
distributor in Detroit, Mich. 

Mr. Murphy had been associated with 
the company for more than two years and 
prior to that time had been with Simmons 
Hardware Co. of St. Louis, Mo. His 
home is at 7310 Turner Avenue, Detroit, 
Mich. 

E. L. Martin Is Now with 

W. A. L. Thompson Hdw. Co. 


E. L. Martin has joined the office force 
of W. A. L. Thompson Hardware Co., 
Topeka, Kan. 

He was until recently with the Hall 
Wholesale Hardware Co., Minneapolis, 
Minn., in its catalog and advertising de- 
partment. 





Secretary Rockwell Issues Bul- 
letin on Tariff Hearings 


Charles F. Rockwell, secretary, Ameri- 
can Hardware Manufacturers’ Association, 
has issued from his ofhce at 342 Madison 
Avenue, New York, N. Y., a bulletin re- 
garding the tariff hearings now before the 
Senate Finance Committee. 

The bulletin states that the Senate hear- 
ings on the tariff bill will be conducted 
through four subcommittees on the Com- 
mittee on Finance, and that interested in- 
dividuals or industry committees should 
make immediate application for assign- 
ments. 

The Finance Committee as a whole met 
on June 12 and the subcommittees begin 


| their hearings on June 13 with Schedules 
| 1, 5, 9 and 14. Sessions will be held daily. 














Skilsaw, Inc., Has Appointed 
David Kennedy in Twin Cities 


Skilsaw, Inc., 3310-20 Elston Avenue, 
Chicago, Ill., has announced the appoint- 
ment of David Kennedy, 326 Nicollet Ave- 
nue, Minneapolis, Minn., as its representa- 
tive in the Twin Cities. 


J. H. Cherry Is Secretary of 
Metropolitan Wholesale Ass’n 


J. H. Cherry has been chosen as secre- 
tary of the newly formed Metropolitan 
Wholesale Hardware and Housefurnishing 
Association. He will open an office at 253 
Broadway, New York City, for the con- 








J. H. CHERRY 











duct of the organization’s affairs. His ap- 
pointment was confirmed at a meeting held 
in the Hardware Club, June 5, at which 
membership attendance was 100 per cent 
and two new members introduced. Other 
officers elected are president, E. R. Mas- 
back, Masback Hardware Co., Inc., first 
vice-president, L. C. Lane, Loring Lane & 
Co., Second vice-president, Sam Anceler- 
witz, Wm. Goldenblum & Co., and Chas. 
J. Smith, Chas. J. Smith Co., as treas- 
urer. H. Lawrence, Underhill, Clinch & 
Co., has acted as secretary pro-tem. The 
firm membership of the association now 


| numbers 27. 
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Merchandise Selection Must Be Governed 
By Local Community and Industrial Needs 


ERCHANDISE | selection is 
influenced largely by location, 
whether in the city or the 
One who is to select or con- 


stock of hardware in the 


M 


country. 
tinue a 


country must bear in mind that com- | 
| supply. 


munity needs are based upon the in- 
dustries surrounding that locality, and 
having this in mind, select the mer- 
chandise most suitable to the industries 
of that place. 

If you are operating in the city you 
will have to increase your assortment 
materially. 


So many times you will | 


| location 





find that city business is increased by | 


carrying a complete assortment. 
the purchaser can get the odd or un- 
usual sizes is in itself a valuable ad- 
vertisement and builder of further de- 
velopment of the city store’s sales. 
However, the purchasing of the city 
store must, of necessity, be larger be- 
cause it has a larger demand. 

It is my opinion that it is more 
profitable to carry a larger assortment 
of sizes in either location than a smaller 
assortment. In other words, I favor an 
over, rather than an under assortment, 
if you must show an error in either di- 
rection. 

Even the location of your store in 
the city influences your selection. A 
block one way or another would in- 
fluence the demand materially, just as 
the nature and location of farms, fruit 
growing, stock raising, mining, level or 


broken land influence the class of mer- | 


chandise you carry for the country’s 
needs. 

Changing trends influence this 
selection. We find merchants display- 
ing radios, colorful modernistic mer- 
chandise and all kinds of goods that 
have superseded others. 

Various poisons have caused the fall- 
ing off of the sales of traps; lacquers 
replace paint; sprayers instead of 
brushes. 

We cannot limit the hardware store 
to carrying just hardware, because if 
we want to meet the onslaught of the 
competition of the endless number of 
stores which encroach upon the hard- 
ware man, we would have to meet and 
beat them at their own game in a de- 
cisive way. 





That | 








By C. C. JENNINGS 
Tacoma, Wash. 


One thing is sure: where you realize | 
demand quicker than your competitor | 


and have the merchandise to meet that 
demand, you make the greatest profit 
by this anticipation that it is ever possi- 
ble to secure, being the first source of 
You have noticed frequently 
that you have added a line which your 
has never had and made a 
satisfactory profit, When your dem- 
cnstration has proved its worth and 
others add that line and put it on a com- 
petitive basis, there is no profit for 
anyone therein. 


Competitive Offerings 


In seeking merchandise for competi- 
tive offerings, you naturally would have 
to inspect as nearly all of the lines as 
possible before buying. Then before 
pricing, you should look over your com- 
petitor’s offerings, that you may know 
at what you were able to meet them, 
or better still, beat them. 

You will find it very profitable to 
offer some special prices on special 
articles and not try to meet all of the 
competitive prices that you see. Select 
certain articles for competitive pur- 
poses and sometimes well established, 
trademark goods. It is possible to be- 
come too competitive and to allow 
your competitor to stampede you to sell 
too many goods at an entire loss of 
your profit. And it is very poor arith- 


| metic to have every item in the stock 


priced at a low price as compared to 
that of certain few items. 

In some localities it is best to join 
with the idea of special $1 days. In 
others it is not, depending upon the 
scheme of publicity used by that town. 

Do not give your customers credit 
for knowing too much about the prices. 
It is a matter of record that few hard- 





It is possible for you to buy items 
which are not carried by your competi- 
tor at all and test your sales force as 
tc what these articles will bring with 
their knowing anything about what 
they are worth. We have found it easy 
to get splendid profits from articles on 
which we have no competition, not on 
account of their being an agency, but 
from the fact that they appear and are 
capable of doing the work, and can be 
sold at ridiculously low prices. I have 
in mind a few such items, namely: 


(We Pay) (We Sell) 


ao $1.75 doz. $ .49 each 
PHEES: nese oes ss 4.50 ” | 
Shoe Leather .. 4.00 ” 19 
Pocket Saw 1.00 ” 24 =” 
Level ......... | 5, aes 49” 
You will note that these have tre- 


mendous profits, while we have other 


items that we sell at approximately 
cost: 
(We Pay) (We Sell) 

Nail Sets...... Oe. . Oc. 
[ee 12%4c:......15¢. 

Razor Blades.. 35c. . 34e. 
Pruning Shears 40c. .49c, 
Thermometers  25c. s20G. 


Mouse Traps...20c. ....10c.-% Doz. 

You will note that every selected item 
here is sold, generally speaking, in all 
manner of stores, and that we have 
placed our sales force in position to 
make a showing as to how economical 
it is to trade at our store. In other 
words, we have tried to get advertising 
out of our cut prices and make it ap- 
pear that we are extremely low on 


| everything. We change our special of- 


ware dealers can go into another store | 


and name correctly the cost and sell- | 
| advantage. 


ing price of the entire stock. So, there- 
fore, how could we presume that a 
person who is not in the business could 
intelligently judge whether your prices 
are high or low? A clever salesman 
can point out any number of con- 
structive features that are not to be 
found in the other article, which really 
may be identical. 





ferings frequently, dress our windows 
to agree with our advertising and de- 
velop and educate our salesmen to their 


But all low prices in the world would 
not help you if you did not advertise, 
display and merchandise the goods, 
Therefore, stock and buy the kind of 
goods that people are glad to buy at 
home, if you want to make the right 
merchandise selection at a competitive 
price. 
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Warmer Weather Helps Hardware 
Trade Throughout the Country 


NEw YoRK, June 12.—Warmer temperatures, as it was expected, 
have brought back the much desired vitality to the hardware trade 


of the country. While activity 


in spring merchandise has been 


fairly satisfactory all along, weather conditions have served to pro- 
long the demand for this class of merchandise, due to lateness in get- 
ting to work on the land, and at present there is a steady call for 


items needed for this work. 


The crop outlook in general is very bright and optimism in this 
regard is already reflected in consumer demand. The steel industry 
continues for the present at good volume, as was predicted earlier 


in the season. 
of activity at present. 


Other industrial factors are maintaining a good level 


Prices are mainly steady and collections are improving. 


Week’s Price Average Drops 
Says Prof. Fisher in Report 


Prof. Irving Fisher of Yale University 


announced on June 2 that the previous | 


week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 95.6 per 
cent. 
The purchasing power of the dollar was 
104.6c on a 1926 basis of 100c. The May 
average was 104.3c. 

Crump’s index of English prices for 
the week on the revised 1926 level was 
90. The May average was 91.3. 

The Italian index on the revised 1926 
basis for the week ended May 26 was 74.1. 


Revenue Freight Loadings 
Rise 15,237 Cars in Week 


Revenue freight loadings for the week 
ended May 25 totaled 1,061,416 cars, or an 
increase of 15,237 cars over the preceding 
week, the car service division of the Ameri- 
announced on 


can Railway Association 


June 5. 


Grain and grain products, coal coke, ore | 


and miscellaneous freight showed increases 
during the week, but live stock, forest 
products and merchandise less than car- 
load freight showed small reductions. 


Compared with the corresponding week | 


of last year, loading of revenue freight 
for the week was an increase of 40,013 
cars and an increase of 34,627 cars above 
the corresponding week in 1927. 


The May average was 95.9 per cent. | 


Chain Stores Report Gains 
for Five Months and May 


Heavy gains in May and first five 
months’ sales over the corresponding 
| periods of last year were reported on 


; June 5 by many chain stores. These in- 
| creases covered companies operating stores 
located in practically every section of the 
country, and ranged in May from below 
10 per cent to 189 per cent. The last 
named high record was made by the Wein- 
berger Drug Stores, Inc. + 

The F. W. Woolworth Co. registered 
a big gain in May, the company’s fiftieth 
anniversary month. May sales aggregated 
$28,578,234, against $22,997,525 in the same 
| month last year, an increase of 24.2 per 
cent. 
were returned at $112,198,650, compared 
with $102,880,060 in the like period of 1928, 
a rise of 9 per cent. 

“We had looked forward to about a 30 
per cent gain, but the large amount of 
rainfall interfered with this goal being at- 
tained,” H. T. Parson, president, said. 
“However, the most important result of 
the month is the highly satisfactory gains 
shown in our old stores, of which 1595 
out of a total of 1767 stores 
operating a full year.” 


Department Store Costs Rise in 
1928, Says New Report 


| According to an expense analysis just 
| completed by the Harvard Bureau of Busi- 


During the first five months sales | 


had_ been | 


Dry Goods Association, department store 
expenses increased last year. Of the con- 
sumer’s dollar 31.7 cents was required to 


| meet the costs of operating a department 


store having sales over $1,000,000 in 1928; 
the cost of the merchandise sold accounted 
for 66.8 cents, and the remaining 1.5 cents 
were retained by the store as profit. 

The year 1928 was marked by a con- 
tinuation of the tendency toward rising 


| distribution costs which has been in evi- 





| with sales over $1,000,000. 
| ating chains of department stores showed 
| a higher common figure for gross margin 








dence in the department and specialty store 
field for several years. Gross margin, how- 
ever, has not kept pace with expense, and, 
consequently, profits have declined. 

This study, the results of which are pub- 
lished in Bulletin No. 78 of the bureau, 
“Operating Expenses of Department Stores 
and departmentized Specialty Stores 
in 1928,” was based on reports from near- 
ly 500 department and specialty stores with 
an aggregate sales volume of more than 
$1,250,000,000. 

For the first time figures are included 
in the Harvard report on operating results 
of chain department stores in comparison 
with individually operated department stores 
Firms oper- 


than the independently operated stores, but 
the latter obtained a relatively more favor- 
able net profit because of a somewhat 
lower total expense than that of the chains. 

The Harvard report summarizes the re- 
sults as follows: “Department and _ spe- 
cialty store firms in 1928 were faced more 
acutely than at any time in recent years 
with the difficult problem of combating 
the rising tendency of expenses while seek- 
ing for methods of improving the effective- 
ness of merchandising policies. In the solu- 
tion of this problem, it seems inevitable 
that increasing emphasis will have to be 
placed upon economy of operation and upon 
accurate adjustment of merchandise pur- 
chases and stocks to consumer demand if 
the downward trend of net profit ratios 
is to be reversed.” 


Trade and Industry Still High 
National City Bank Reports 


According to the National City Bank 
of New York, trade and industry during 
the month of May have held close to the 
high level of previous months, and the 
seasonal recession has been distinctly less 
than usual. Measured in terms both of 
volume and profits, business is making an 
outstanding record, and one that is all the 


| more impressive by reason of the unfavor- 


ness Research, with the cooperation and | 
| financial support of the National Retail | 


able money condition with which it has 
had to contend. 

All in all, the business situation of the 
moment appears exceptionally favorable, 
with production in most lines well adjusted 
to demand, with a high consumer purchas- 
ing power, low inventories, and a general- 
ly stable price level. 
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Hardware Demand in Missouri River 
Territory is Very Gratifying, Says Report 


KANSAS CITy, June 11.—Though heavy rainfall is still retarding 
current trade, the general hardware picture is beautiful to behold; 
the long look ahead could scarcely be more pleasing. 

Corn is virtually a month late and much of it has had to be re- 
planted. Repeated torrents have washed it out or covered it up. 
Farmers in a good many cases have had to abandon their corn acre- 
age. In some years corn is laid by in this latitude by the Fourth of 
July. Maturity is sure to come late this year. 
of the territory wheat has been damaged by incessant wet weather. 

Westward, however, it promises a heavy yield. Kansas is expect- 
ing a wheat crop that may exceed 150,000,000 bushels. 
token, wheat prices are showing a decline while corn tends upward. 
Wheat and corn prices now are almost at the same level. 

Because of the big wheat yield in prospect there will be special 
need for on-the-farm storage facilities. 
eager demand for metal grain bins. 
preparing an aggressive campaign to develop this business. By 
doing so they believe they can make themselves a major factor in 


practical “farm relief.” 


By overloading their available box 
cars the railroads can move 63,000,000 
bushels of wheat out of Kansas at the 
outset. Even so, more than half the 
crop will be left on the farmers’ hands. 
Many of them must have grain bins or 
suffer. 

Bins will protect their big cash crop 
against weather, fire, vermin and, espe- 
cially, against the necessity of dump- 
ing their grain on a low market. Or- 
ders for grain bins are being booked 
freely. 

Lawn mowers are moving with un- 
usual celerity. That is because of the 
rank growth of grass. Jobbing stocks, 
however, are fairly well assorted. The 
ground is so saturated that the excel- 
lent movement of lawn mowers is ex- 
pected to last for five or six weeks to 
come. 

Eaves trough and conductor pipe are 
going out in volume. There is a good 
replacement business in this line, stim- 
ulated by the heavy and frequent rains 
and previous freezing -weather which 
developed defects in old equipment. 

Mild steel bars are in brisk demand. 
Wholesale warehouses are lively with 
shipments. Poultry netting and other 
poultry supplies are going out in stead- 
ily increasing volume. This trade is 
well ahead of that for 1928, which was 
considered highly satisfactory. 


AXES.—Little activity is to be noted 
in this line; no price changes. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


First quality, a bitted unhan- 
died axes, 3 4 Ib., $14.50 base; 
handled, $18. 75. a $20.50 base. 


BALE TIES.—Volume is beginning to 
move. Because of abundant moisture 





dently predicted. Market steady. 





(Kansas City office of HARDWARE AGE) 


In the eastern part 


By the same 


This is precipitating an 
Retailers and wholesalers are 


hay prospects could scarcely be better. 
An excellent bale tie business is confi- 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Bale ties, 8% ft., 14 ga., $1. 39 per 
bundle; 9 ft., 14 ga., $1.46; 7% ft., 15 
ga., $1.08; 8 ‘ft., 15 ga., $1.14; 84 ft., 


15% ga., $1. 00; 8% Rg ga 
16 ga., $0.88; $ 


8 
ft., 16 ga., $0.97. | 


BUILDERS’ HARDWARE. — Though 
building has been retarded by pro- 
tracted wet weather, business in this 
line is good and the outlook for a better 
movement is bright. Prices steady. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Case lots of 2% x 2 
old copper and dull brass finish, 
$19.25 a hundred pair; 3% x 3%, $20 
a hundred pair; 4 x 4, $27 a hundred 
pair; heavy steel bevel inside sets, 
case lots, $5.50 per doz.; steel bit- 
keyed front door sets, $1 per doz. 
set; wrought bronze metal, $2.25 per 


% steel butts, 


bronze metal, $6.50 per set. 


CARRIAGE AND MACHINE BOLTS. 
—Movement is fairly brisk. Prices con- 
tinue firm. 

JOBBERS’ QUOTATIONS TO RE- | 
TAILERS, F.O.B. MISSOURI RIVER | 
CROSSINGS: | 

Small carriage, rolled thread, 50- | 
10-10-5 off list; small carriage cut | 
thread, 50-10-5 off list; large carriage | 
cut thread, 50-10-5 off list; small 
machine rolled thread, 50-10-10-5 off 
list; small machine cut, 50-10-5 off 
from list.as of April 1, 1927 


EAVES TROUGH AND CONDUCTOR 
PIPE.—An icy winter and a wet spring 
have stimulated replacement business 
in this line. Trade is better than it was | 
a year ago, though it was regarded as 


satisfactory then. Prices steady. 


MILD STEEL 


' 
| 
{ 
| 
| 
| 
' 
| 
' 
set; cylinder front door sets, wrought | 
} 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

28 gages, 5 in. lap- joint eaves 
trough, $4.75 per 100 ft.; 28 gages, 3 
in. conductor pipe, $5 per 100 ft. 

GRAIN SCOOPS.—Good business has 
started, revealing a disposition to an- 
ticipate heavy harvest demands. Prices 
firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Grain scoops, split handle, corru- 
gated bottom, light weight: No. 6, 
$12.00 per doz.; No. 8, $13.00; No. 10, 
$14.00; No. 12, $15.00. 

LANTERNS.—Orders are only fair. 
Prices firm, 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Dietz line of tubular lanterns: Hoi- 
blast, Little Star, $8.00 per doz.; hot- 
blast, Hy-Lo, same; hot-blast, O. K., 


$9.50 per doz.; hot-blast, No. 2 Royal, 
$10.00 per doz.; cold-blast, Junior, 
$8.75 per doz.; cold-blast, Junior 


brass, $16.00 per doz.; cold-blast, 
Junior brass, nickel- plated, $20.25 per 
doz. ; Junior wagon lantern’ with 
bull’s- -eye lens, $17.75 per doz.; 
Hureka driving lanterns with plain 
lens, $19.50 per doz.; Eureka lanterns 
with optical lens, $21.00 per doz.; No. 
15 wall lanterns, $35.00 per doz.; Im- 
perial platform lanterns, $15.00 per 
doz.; No. 1 Climax platform lanterns, 
$6.00 per doz. 
LAWN SPRINKLERS.—Rains have 
been sprinkling the lawns so abundant- 
ly ever since the grass became green 
that the sprinkler trade has suffered. 
No price changes. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Nelson line: Circle, weight per 
doz., 12 lb., brass top with brass 
or cadmium plated bottom, $6 per 
doz.; Crescent, weight per doz., 12 
Ib,, brass top with brass or cadmium 
plated bottom, $5.50 per doz.; Whir- 
ling Fairy, swivel brass hose con- 
nection, malleable base, 11 inches 
high, $14 per doz.; Can’t Beat ‘Em 
sprinkler, diameter, 3% in., height, 
1% in., weight per doz., 15 lb., $3.05 


per doz. 

BARS. — Prices are 
firmer now and volume is excellent. 
Wholesale warehouse stocks are lively 
and mills are from eight to ten weeks 
behind on orders. There is small dan- 
ger of shortages, however, since job- 
bers are stocked ninety days ahead. 

JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Bars, shapes and small angles, 
$3.56 per cwt. base; structural sizes 
and shapes, $3.66 per cwt.; mild steel 
bands, 3-16 and lighter, $4.21 per 
ewt.; steel hoops, $4.66 per ecwt.; re- 
inforcing bars, $3.40 per ewt.; cold 
rolled round shafting, $4.16 per cwt.; 
cold rolled square bars, $4.66 per ewt. 

MOPS.—Though current trade is some- 
what slow on account of unfavorable 
weather, the outlook is encouraging. 
Prices steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Betty Bright self-wringing mop, 
No. 10, $8.50 per doz.; Betty Bright 
mop cloth, No. 20, $4.25 per doz. 
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NAILS.—Perhaps a shade of caution | 


has crept over the trade with respect 
to extremely competitive prices, 
they are still considered unprofitably 
low. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Common wire nails, $3.35 per 
base (see new extras). 


OIL.—Wet weather, with little respite, 
has retarded outdoor painting. Prices 
are still a bit wobbly. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Raw linseed oil in steel-drum lots, 


keg, 


9le. per gal.; boiled linseed oil in 
steel-drum lots, 94c. per gal. Tur- 
pentine, pure gum spirits, in steel- 
drum lots, 69c. per gal. 


POULTRY NETTING.—A heavy vol- 
ume of orders continues to flow. Busi- 
ness is better than a year ago, and 1928 
showed a substantial gain over 1927. 
The sales curve swings upward with 
every season. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Poultry netting, galvanized before 
weaving, 50-10-5 off list; galvanized 
after weaving, 50-5 off list. 


but | 





readjustment is expected, especially on | 
the sisals. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Highest quality manila rope, stand- 
ard brands, 24c. per lb., base; No. 2 
manila, standard brands, 22c. per Ib. | 


base; No. 1 sisal rope, highest qual- 


ity, standard brands, 20c. per Ib.; | 
No. 2 sisal rope, standard brands, 
15%c. to 17c. per Ilb., base. 


SASH WEIGHTS.—Orders are being | 
booked rather freely. Prices are un- 
steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


In one-ton lots or more, $1.80 per 
ewt.; less than ton lots, $1.90 per 
ewt. 


SCREWS.—Business is fairly good and 
prices are uppish. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 


Flat head 
per cent off list; 


bright screws, 45-20 
round head, blued 
screws, 40-15 per cent off list; flat 
head brass screws, 324-15 per cent 
off list; round head brass screws, 
2714-15 per cent off list. 





SHEETS.—Demand is strong and the 
| market shows an upward tendency. 


ROLLER SKATES.—Orders are still | 


coming in; no change in the rather un- | 


satisfactory price situation. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Chicago line: Nos. 
$1.40 per pair; No. 101, : 
$2.75; No. 183, $2.75; No. 181, $2.65. 

Union Hardware line: No. 4, $1.65 
per pair; in quantities, 55 to 99 pairs, 
$1.55; 100 or more, $1.45. Same prices 
on No. 5. No. 6, $1.75 per pair; in 
quantities, 55 to 99 pairs, $1.65; 100 
or more, $1.55; No. 130 rink skates, 
$1.98 per pair; No. 130L, ladies’ rink 
skates, $2.11 per pair. 


103 and 105, 
$1.35; No. 185, 


ROPE.— Volume good. An upward price 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 


Galvanized sheets, 24 ga., per cwt., 


$5.25 base; one-pass, cold-rolled, per 
ewt., $4.50; blue annealed, per cwt., 
$3.80. 


STORAGE BATTERIES.—A fair de- 
mand continues. Prices seem somewhat 
firmer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 


Automobile, 
standard terminal, 
13 plate, $10.75 each; 12 volt, 
$12.85; 6 volt, 11 plate, thin, 
ard terminal, $7.35; 6 volt, 13 
thin, for Ford and Chevrolet, 





heavy 
6 volt, 


6 volt, 11 plate, 
$9.10 each; 
7 plate, | 
stand- | 
plate, | 
$8.05. | 


TIRES.—Business is getting better 
with the approach of warmer weather. 


| Prices are a bit weak. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield automobile, covered by 
standard warranty, 30 x 3%, oversize, 
heavy duty cord, s.s., cl., $7.25; 31x 
4, $11.40; 32 x 4, $12. 10; 33 x 4, $12. 70; 


Balloon, 29 x 4.40, e.: 
$3; 30 x 4.50, $8.90; 30 x 5.25, 
5.25, $12.90; 31 x 6.00, si710; 33 
. Trucks, 32 x 4%, 8 ply, 
5: 33 x ne’ $21.30; 30 x 5, $26.20: 

6, $32.40; 36 x 6, 10 ply, $46.60; 
34 x 4 $60. 15; 40 x 8, 12 ply, $91.60. 
foregoing prices subject to 5 
per cent trade discount.) 


TUBES.—Improvement in trade is reg- 
istering every day. The market is 
rather unsatisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. MISSOURI RIVER 
CROSSINGS: 

Mansfield, 30 x 3%, heavy duty, 


tan, $15.60 per doz.; 31 x 4, tan, $12 
per half doz.; 33 x 4, tan, $13. 20 per 


half doz.; 32 x 4%, tan, $15 per half 
doz.; 33 x 4%, tan, $15.60 per half 
doz. Balloon, 29 x 4.40, heavy duty, 


$18.60 per doz.; 30 x 5.25, $12.90 per 
half doz.; 31 x 6.00, $14.70 per half 
doz.; 33 x 6.00, $16.60 per half doz. 
(All foregoing prices subject to 10 
per cent trade discount.) Special 
brand tubes, 30 x 3%, 55 to 70 gage, 
2%-in. pole, reinforced valve base, 
vulcanized splice, full size valve, 75c. 
each; 29 x 4.40, 92c. each. 


WHITE LEAD.—Increased activity re- 


ported. Prices stiff. 

JOBBERS’ QUOTATIONS TO RE 
TAILERS, F.0O.B. MISSOURI RIVER 
CROSSINGS: 

White lead, 13%c. 
dredweight lots. 


WIRE CLOTH.—Current trade is fair- 
ly good. Prices are firmer. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. MISSOURI RIVER 
CROSSINGS: 

Black wire cloth, 12 mesh, ig per 
100 sq. ft.; galvanized, 12 mesh, $2.10: 
» 85. Bronze, 
16 mesh, $6.90. Cop- 
14 mesh, $6; 16 mesh, $6.25. 


per lb. in hun- 


per, 


Kansas City Wholesalers Brave Floods in Good Will Tour 


AINS and consequent floods have 
R soaked southeastern Kansas, north- 
eastern Oklahoma, northwestern Ar- 
kansas, and southwestern Missouri, but 
all this dampness couldn’t keep the trade 
missionaries of the Chamber of Commerce 
of Kansas City from touring that territory 
in behalf of closer relations between Kan- 
sas City wholesalers and their retail neigh- 
bors in other cities and States. Five bus 
loads trekked from city to city in the dis- 
trict indicated the week of May 13. The 
Kansas City wholesale hardware fraternity 
was well represented on the amphibious 
expedition by the following: Frank E. 
Van Buskirk, sales manager, Richards & 
Conover Hardware Co.; Erb Kreider, vice- 
president and sales manager, Townley 
Metal & Hardware Co.; J. Stanley Harbi- 
son, treasurer, Harbison Mfg. Co.; M. O. 
Newby, assistant secretary, Stowe Supply 
Co.; E. Van Cleave, Columbian Steel Tank 
Co.; E. B. Hauser, Chandler Pump & Sup- 
play Co. 
The picture shows the Kansas City bus 
caravan wading through the flood of the 
Neosho River, between Erie and Parsons, 





, 
Kan., where the water rose two feet above 
the highway. It is typical of “moisture” 
conditions throughout a large part of the 
Southwest. Though protracted rainfall has 
retarded crop planting, it has so saturated | 


the soil that the territory affected will 
be proof against almost any drought that 
might develop. The hardware contingent 


who made this trade trip report excellent 
morale among the retail merchants. 
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Hot Weather Stimulated Chicago Business 
—Prices Are Generally Steady 


(Chicago office of HARDWARE AGE) 


CHICAGO, June 10.—As a result of the first “hot spell’ of the sea- 
son business with hardware dealers in the Chicago territory re- 
ceived the impetus needed for some time, and summer lines were 


in active demand for the first time this year. 


Jobbers’ orders for 


ice-cream freezers, garden hose, lawn mowers, grass catchers, elec- 
tric appliances, bottling supplies, sporting goods, grass hooks, and 
shears, scythes and snaths, screen wire, etc., are numerous and of 


healthy size. 
Builders’ hardware, especially 


in metropolitan Chicago, is in 


greatly improved demand. The acceleration given the building 
program through the preparations for the Centennial World’s Fair 
of 1933, by the successful drive for $10,000,000, the passage of trac- 
tion legislation at Springfield, plans announced for several large 
buildings and a 33 per cent increase in the building permits for 
May over April are encouraging factors for the builders’ hardware 
outlook in urban and suburban Chicago. 


With the single exception of agri- 
cultural implements, where the fac- 
tories have been affected by the de- 
pression in farming districts, due to 
the adverse condition of the grain 
market augmented by a wet, backward 
season, practically all of the key in- 
dustries are in prosperous shape. 

Dealers, as a rule, are very busy 
and complaints are seldom-voiced over 
current business or the prospects for 
the future. 

While prices on the merchandise 
quoted in this week’s report are with- 
out change, stronger trends are noted 
making advances appear reasonable 
on coil (pound) chain, brass hose fit- 
tings, window glass, prepared roofing 
and wheelbarrows. 

Butt prices are very low and un- 
stable due to a highly competitive mar- 


ket. Further declines in copper will 
result in lower prices for copper 
products. 


Steel mills in the Chicago area con- 
tinue to maintain production on a full 
capacity basis. Prices are steady to 
firm. ; 

The credit situation remains un- 
changed, with collections averaging 
from fair to normal. 


AUTOMOBILE ACCESSORIES.—Tire 
and tube sales have been stimulated by 
the recent reduction of 2% per cent. 
Other items have remained at un- 
changed figures for some time. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Spark Plugs.—Splitdorf for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45c. each; Champion Blue 
Box line, 58c. each; A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Lights.— Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Jacks.—National Standard No. 21, 
$1.30 each. 








Pumps. — Rose, 1% in. cylinder, 
$1.85 each. 

Tires and Tubes.—Mansfield tires, 
30 x 3%, Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.60. Tubes: 30 z 3%, Mansfield, 
$1.30 each; 29 x 4.40 Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 

Less 10 per cent on casings and 
12% per cent on tubes. 


BASEBALL GOODS.—Business in this 
line so far this season has been larger 
than last. Indoor baseball for outdoor 
use are especially active. No change 
in season’s prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Louisville Slugger Bats, $18.00 doz.; 
Official League Balls, Goldsmith No. 
97, $16.50; Goldsmith Double - Play 
Fielders’ Glove (Horace Ford and 
Hughie Critz) $6.00 each; Goldsmith 
Bear Cat Special Fielders’ Glove, 


$2.35 each. 

Indoor Basebalis.—Outseam, 12 oz. 
$6.75 doz.; Outseam, 14 0z., $8.75 doz.; 
Playground, 12 0z., $4.00 doz.; Flat 


seam, 14 0z., $7.00 doz. 











| Season 


BICYCLES.—Low priced bikes to com- | 


pete with mail order offerings are in 


excellent demand. Prices remain un- | 


CHAIN.—Heavy 


better demand. Prices with the excep- 
tion of butt quotations, which have 
been on a low and competitive basis, 
are steady and well maintained. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

34% x 3% steel butts, old copper 
and dull brass finish, $2. 16 per doz. 


pair in case lots; less quantities, 
$2.34 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $3 
per doz. pair in case lots; less quan- 
tities, $3.12 per doz. pair; heavy steel 
bevel inside sets, $5 per doz. sets, 


case lots; steel bit-keyed front door 
sets, $1.45 per set; wrought brass, 
bit-keyed front door sets, $2.60 per 
set; cylinder front door sets, $6 per 
set. 

sales are reported. 
Jobbers’ stocks of coil (pound) chain 
bought at old prices are becoming de- 
pleted and advances are expected in 
order to compensate for the higher 
prices being quoted by manufacturers. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

\%-in. Proof coil chain, $8.75 cwt., 
base; trade marked coil chains, 40-10 
per cent off list. 

COPPER RIVETS AND BURRS.—De- 
mand is fair. Further reductions in 
copper will probably make for lower 
prices. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Copper rivets and burrs, 30-10 per 
cent discount, 

EAVES TROUGH, CONDUCTOR 
PIPE, ETC.-——-No change in market 
prices. Sales activity is quite marked. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

28-gage, single head lap joint gut- 
ter, 5-in., $5. 00 per 100 ft.; corrugated 
conductor pipe, 3-in., $4. 65 per 100 ft.; 
plain ridge roll, 1%4-in., $4.05 per 100 
ft.; corrugated conductor elbows, 
3-in., $1.51 doz. 

FIELD AND POULTRY FENCE.— 
prices continue unchanged. 
Fencing sales have been running 
large. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

726-6-1214, $28.68 per 100 rods; 1948- 
6-1434, $43.62 per 100 rods; 2158-6- 
1414, $48.98 per 100 rods. 


FISHING TACKLE.—The demand for 


| this line is excellent. Better grade 
tackle is being purchased by most 
fishermen this season. Prices remain 
unchanged. 


changed. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Double Bar Motor- Bike Model, 
$26.26; ladies’ model, $25.90; girls’ 
and boys’ juvenile model, $23.60. 

BOTTLING SUPPLIES. — Current | 


sales have a normal status, but warmer | 


weather will 
Prices are steay to firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Single bottle washer, $4.75 each; 
double bottle washer, $7.25 each; 
adapter for bottle washer, $1.60 each; 
sugar spacer, $4.25 each; improved 
steel bottle capper, $8.00 doz.; crown 
caps, double lacquered in 50 gross 
lots, 15%c. per gross; syphon hose 
sets, $5.90 doz.; 16 oz. clear bottles, 
$5.00° gross. 


BUILDERS’ 


classes of builders’ hardware are 


bring a big demand. | 


| 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Bronson Level Winding Reels, $1.50 
each; Meisselback Level Winding 
Reels, $3.00 each; Heddon Chief 
Dowagiac Reel C4CD, $7.00 each; 
Heddon Golden Rod, $13.25 each; 
South Bend Plunk-Oreno, $8.00 doz.: 
South Bend Crippled Minnow, $6.80 
doz.; South Bend Teaz-Oreno, $5.00 
doz.; South Bend Whirl-Oreno Dis- 
play on cards, $2.00 card; Creek 
Chub Pike Minnow assortment, $4.00 
asst.; Creek Chub Lucky Mouse As- 
sortment, $4.00 asst.; Creek Chub 
injured Minnow Assortment, $2.9 
asst. 


| GARDEN HOSE. — Sales of garden 
HARDWARE, — All | 
in! days 


hose improved with the first few warm 
experienced last week. Local 
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jobbers will soon be compelled to ad- 
vance brass hose fittings in line with 
recent advances of manufacturers, as 
stocks bought at old prices are rapidly 
becoming exhausted. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 
Good quality molded garden hose, 


two braid, iin. c. per ft.; %-in 
8c. per ft. olded hose, one braid, 
%-in., 644c. per ft.; -in., 7%c. per 
ft. Five- -ply, wrapped hose, %-in., 
9%c. per ft a. sprinklers, Rain 
King, $28 doz.; Original fountain 
sprinklers, $6 doz.; Rainbow, 38-in., 
high, $24 doz, 


GLASS AND PUTTY.—Demand is ex- 
ceptionally good. Prices are firm. 
Advances are declared likely due to 
the increased tariff legislation recently 
adopted which becomes effective within 
sixty days. 
JOBBERS’ bere - TO RE.- 
TAILERS, F.0.B. CHICAGO: 
Single strength A, all brackets, 85 
per cent discount; single strength B, 
all brackets, 87 per cent discount: 
double strength A, all brackets, 85 
per cent discount; double strength B, 
all brackets, 87 per cent discount; 
putty, pure ade, $4.25 oer 100 Ib.; 
commercial, $3.50 7 per 100 


GRASS CATCHERS.—Warm weather 
has aided sales. Local jobbers report 
May and June the best selling months 
with the season practically over after 
July 15. No price changes. 


JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. CHICAGO: 
Adjustable, galvanized bottom 
catchers for 14 to 10 in. mowers, 
$8.25 per dozen in full packages. 
Adjustable galvanized bottom path- | 
ers for 18 to 21 in. mowers, $9 pe 
dozen in full packages. ‘Adjustable, | 
plain canvas bottom catchers for 12 j 
$5.90 per dozen; 
' 





to 16 in. mowers, 
adjustable, plain canvas bottom 
catchers, for 18 to 21 in. mowers, 


$7.60 per dozen. 


GRASS HOOKS, GRASS SHEARS.— 
Spring showers have made _ business 
brisk for grass hooks and_ shears. 
Prices are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Little Giant Grass Hooks, $5.26 | 
doz.; Sickle Pattern, $3.50 to $8.00 
doz.; Standard Pattern Grass shears, 
$3.50 to $8.00 doz. 

GOLF GOODS.— More better grade 
clubs are being sold this season than 
heretofore. Very cheap clubs for be- 
ginners’ use are also in good demand. 
Prices have been without change so far 
this spring. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Hillerich Ly Seer Matched Wood 


Clubs, No. 3A, $30.00 set; Grand Slam 
Irons, evi kh. heads, $4.00 each; 
Lo-Skore Wood Clubs, _rustless 
shafts, $3.65 each; Lo-Skore Irons, 


hickory shafts, $2.35 each; Competi- 
tion Clubs, nickel plated heads, 
aluminum cap grip, $1.35 each; Com- 
munity Clubs, Woods and Irons, 80c. 
each; Crawford- McGregor Uni-Sets, 
$22. 50 to $28.50 set; Crawford- Mc- 
Gregor Duralite Matched Irons (6 in 


set), $36.00 set; Silver King Golf | 
Balls, $7.50 doz.; Royal Golf Balls, 
$6.50 doz. 


ICE CREAM FREEZERS.—The first 
warm “spell’ was responsible for a con- 
siderable pick-up in the demand. Sea- 
son’s prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICA ag | 





“a. a Mountain.—1 aqt., 85; 

ts fi 65; 3 git $6.75; 4 at., *f. 25; é | 

10.45; $13.50; 10 qt., $18; | 

12" gt, $2i. 55; 3 at., $25.60; 5 ma > 3 
$33, 0; 25 qt., $42.60. List prices. 


Dealers’ discount on White Mountain 
Freezers is 50 per cent from list. 


Arctic.—1 $4; 2 qt., $4.60; 3 qt., 
$5.55; 4 qt., 46 80; 6 qt., $8.60; 8 qt., 
$11. 10. List prices. Dealers’ dis- 


count on Arctic freezers is 50 per 


cent from list. 
~~ Grey Goose.—1 aqt., $3.60; 2 
$4.20; 3 qt., i 4 qt., $6.15; 6 at. 
$70. 8 aqt., 0.10; 10 qt., $13. 
List prices. oo discount 
Alaska-Grey Goose freezers is 33% 
per cent from list. 

Auto Vacuum.—1l qt., $3.50; 2 qt., 
$4; 3 qt., $5; 4 qt., $6. List prices. 
Dealers’ discount on Auto Vacuum 
freezers is 33% per cent from list. 

Acme.—2 qt., bright ga&lvanized, 
$8 per doz. net; 2 qt., blue enameled, 
$10 per doz. net; 4 qt., blue enameled, 
$18 per doz. net. 


LAWN MOWERS.—Sales have bet- 
tered with the warm weather. No 
changes have been made in the sea- 
son’s prices. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


16 in. ball bearing, 5 knife, 11 in., 
wheels, $12 each; 16 in. ball bearing, 
4 knife, 10% in. wheels, $9.25 each; 16 
in. ball bearing, 4 knife, 10 in. —— 
$7 each; 16 in. ball bearing, 4 knife, 
8 in, wheels, $6.75 each; 16 in. plain 
bearing, 3 knife, 8 in. ‘wheels, $5.25 
each. 


NAILS, WIRE AND STAPLES.—Mar- 
ket situation remains quite steady. 
Sales are maintaining recent good 
levels. The market situation remains 
quite steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

L.c.l. quantities common wire and 
cement coated nails, small orders out 
of Chicago stock, $3.20 per keg base 


Mill shipment price is $3.05 base 
Carload (36,000 Ib.) base for mill 
shipment, still lower. Steel cut nails, 


$4 base. 

No. 9 black annealed wire, $3.20 ow 
100 lb.; No. 9 galvanized, plain wire, 
$3.75 per 100 1b.; catch weight spool 
galvanized cattle or hog wire, $3.80 
per 100 1lb.; polished fence staples, 
$3.55 per 100 Ib 


PAINTS AND OILS.—A better than 
usual demand is reported for all kinds 
of painting supplies. 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. CHICAGO: 
Linseed Oil, Raw.—Barrel lots, 87c. 
per gal.; 5 barrel lots, 80c. per gal. 
Linseed Oil, Boiled.—Barrel lots, 
ro per gal.; barrel lots, 82c. per 


gal. 
Denatured Alcohol.—Barrel 


5 


lots, 


63c. per gal.; steel drums, extra, $6, 
returnable. 

Sey aR giliena lots, 73c. per 
ga 

White Lead.—100 Ib. kegs, $13.50 
cwt.; 50 Ib. kegs, $13.75 cwt.; 25 Ib. 
kegs, $13.75 cwt.; 12% Ib. kegs, $14 


cwt. 
Shellac (4 Ib. cuts).—White, $2.58 
gal. in barrel lots; orange, $2.26 
r gal. in barrel lots. 
Peenglish Venetian Red.—In ea. 
Sie, ver lb.; in 100-Ib. lots, 6%c. 


per Ib. 
— Paste.—Barrel lots, 7%c. per 


ROLLER SKATES.—The local season 
for this line is practically over. Prices 
are without change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Union hardware, ber", » $1.40; 
Union os mt 1.50. 
Chicago. No. $1. so: No. 103, 


$1.40; No. 105, $1. 10: NS. 181, $2.65; 
No. 183, $2.75; No. 185, $2.75. 

ROPE.—Sales are about normal. Prices 

for May and June continue unchanged. 


JOBBERS’ 4 wilde ry A To RE- 
TAILERS, F.O.B. CHICAGO: 
Best manila, standard oll base, 


22c. per Ib., No. 2, manila, 20c. per 
Ib.; finest sisal, 15c per Ib.; No. 2 
sisal, 14%4c. per Ib. 


Prices are un- | 


| SASH WEIGHTS.— Sales are very 








heavy just now. Prices continue 


steady. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Less than carload lots, $38 per ton. 
Carload lots, $36 per ton. 

SCREEN WIRE AND POULTRY 
NETTING. — Season prices continue 
effective with sales still very active. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 

12 mesh, painted screen, cloth, 
$1.95; 14 mesh galvanized, $2.65; 14 
mesh bronze, $6.60 per 100 sq. ft.; 
galvanized before poultry netting, 
50-10-5 per cent discount. 

SCREENS (WINDOW AND DOOR).— 
No _ price 


Sales are very heavy. 
changes. 
JOBBERS'’ iy apt dee TO RE- 
TAILERS, F.O.B. CHICA 
Doors, 2-ft. 8-in. ao 8-in., No. 
296, $22.60 doz.; No. 311, $26.80 doz.; 


Extension Screen, No. 1883, $4.20 doz. 


SCREWS. —No recent price changes 
with orders in good volume. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 

Flat bright screws, 45 per cent; 
round head blued, 40 per cent; flat 
head brass, 37% per cent; round 
head brass, 32% per cent. Larger 
orders 10 per cent less. 

SCYTHES AND SNATHS.—Sales are 
quite active as grass and weed cutting 
tools are badly needed in this territory 
at present, due to a rainy spring. 
Prices are about the same as last 
year’s. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO: 


Grass scythes, $15.50 up per doz.; 
weed and bush scythes, $16.00 up per 
doz.; grass snaths, $14.00 per doz.; 
bush snaths, $16.00 per doz. 


SHEARING AND CLIPPING MA- 
CHINES. — Sales are ahead of last 
year and the current demand is good. 
The season’s prices are without change. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. CHICAGO: 


Stewart, No. 1 clipping machine, 
$14 list; one man power shearing ma- 
chine, $27.50 list; top plates, No. 90 
360, $1.50 each; bottom _ plates, 
No. 99 and 361, $2 each. Dealers’ 
disc ount, 30 per ‘cent. Stewart Elec- 
tric clipping machines, pedestal type, 
$80 list; shearing machines, $95 list. 
Dealers’ discount, 25 per cent. 


SOLDER AND BABBITT.—Good de- 
mand reported. Prices still unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 
Warranted 50-50 solder, 33 per 100 
lb.; medium 45-55 solder, $32 per 100 
Ib.; tinners 40-60 solder, $30 per 100 
lb.; high speed babbitt metal, $20 
per 100 Ib.; Standard No. 4 babbitt 
metal, $12 per 100 Ib. 
STEEL SHEETS (FLAT OR CORRU- 
GATED).—Sales volume is good and 
prices steady, but there is still much 
complaint at the reduced (one-half of 
1 per cent) cash discount fostered by 
the sheet mills. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CHICAGO 
24 gage galvanized sheets, $4.90 per 
100 Ib.; 24 gage black sheets, $4.05 
per 100 lb 
WHEELBARROWS.—tThe best selling 
season is on and sales are lively at firm 
prices. 
JOBBERS’ QUOTATIONS To RE- 
TAILERS, F.O.B. CHICAGO 


Light steel leg, steel tray barrows, 


each: Contractors’ barrows, 


$3.75 
capacity, $6 each. 


cu. ft. 
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Buying in Northwest Is Improving 
Says Twin Cities Report 


(Minneapolis office of HARDWARE AGE) 


| MILK 


MINNEAPOLIS, June 11.—With practically every condition favor- | 
able for the crop of this year over the territory served in the North- 
west by the Twin Cities, prospects for the years in business lines 
seem very good. While the weather has remained cool, thus re- 
tarding crop growth to some extent, the farmers are becoming opti- 


mistic over the prospects of another good crop this year. 


Buying 


is improving in many lines, and trade in general is good. 
Tourist cars are becoming far more numerous, and the annual 
trek is very evidently on, with the demands for supplies which this 


always brings. 


Outers supplies, and the opening of the fishing sea- 


son has also spurred business in many lines. 
Prices are steady, showing no tendency to change, at the present 


time. 


AXES.—Sales are fairly good, with 
stocks ample. Prices are unchanged. 
JOBBERS' QUOTATIONS TO RE.- 
TAILERS, F.O.B. TWIN CITIES: 
Single bit, base weight, unhandled 
axes, $15 to $16.50; double bit, $20 to 
$21.50; single bit, handled, $19.25; 
double bit, handled, $24.25 doz., net. 
Bolts—Deliveries show good volume, 
with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Carriage and machine bolts, 60 per 
cent; stove bolts, 75 per cent, and lag 


screws, 60 per cent from standard 
lists. 2 
BRADS.—Demand is improving, with 


prices unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Wire brads in 25-lb. box at 75 per 
cent from lists. 
BUILDING PAPER.—Call for this 
line shows steady gain, as construc- 


tion work for the year gets under way. 


Prices are unchanged. 
JOBBERS’ taf ee oy TO RE- 
TAILERS, F. O. B. TWIN CITIES: 
Red rosin sized paper, all weights, 
$2.65 cwt., and tarred felt paper, 
$2.80 cwt., net. 
CHAIN.—Demand is good, with stocks 
well filled. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Log chains, % x 14, $12.05; 3% x 14, 
$9.15; % x 14, $8.60; proof coil chain, 
% in., $10.30; % in., $7.40; % in., 
$6.85; 5 in., $7.70 cwt., net. 
CHURNS.—Call for churns is steady, 
with stocks ample. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Barrel type churns, 3314-5 per cent 
from lists. 


EAVES TROUGH, 
PIPE AND ELBOWS.—Deliveries are 
very good and stocks are well filled. 
Prices show no changes. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Eaves trough, 5 in., slip joint, sin- 
gle head, galvanized, "in crates, $5.25; 
6 in., $6.40; conductor pipe, 3 in., in 
crates, not nested, $4.90; 4 in., $6. 85 
per hundred feet; conductor elbows, 
3 in., $1.73; 4 in., $2.88 doz., net. 





CONDUCTOR | 


| FILES.—Demand is good, 
| well filled. 





FIELD FENCE.—Call for 
steady with fair volume. 
not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. TWIN CITIES 


Field fence, 9 ga., 
11 ga. intermediate, 
per 100 rods, net, 
in proportion. 


fencing is 
Prices have 


top and heshem. 
26 in. high, $39.69 
with other heights 


with stocks 
Prices have not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Nicholson files, 50 per cent and job- 
bers’ brands, 60-10 per cent from list. 


GALVANIZED WARE.—This line is 
moving well, with prices showing no 
tendency to changes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES 


Standard galvanized pails, 10-qt., 
$2.70; 12-qt., $2.85; 14-qt., $4.70; stock 
pails, 16-qt., $4.70; 18- -qt., $5.50; 
standard tubs, No. 1, $7.15: No. 2, 
$8.00; No. 3, $9.35; heavy, No. 1, 
$13.20; No. 2, $14.40; No. 3, $15.6 
doz. net. 

GLASS AND PUTTY.— Demand is 


still fairly good, although the crest of 


the spring repair demand is waning, | 


New business is good. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Single and double strength A grade 
glass Minnesota prices 83 per cent 
from lists; strictly pure putty, in 50 
lb. steel drums, $4.85 cwt., net. 
LAWN HOSE.—Sales are showing a 
very good volume, with stocks well 
filled. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Lawn hose, Manhattan, black, %- 


in., 500-ft. bales, $7.25; %-in., $8.50; 
5&-in., 50-ft. lengths, coupled, $7.75; 
Manhattan, red, %-in., 500-ft. bales, 
$7.75; %-in., $9.00; 5% -in., 50-ft. 
lengths, coupled, $8.05; Good Luck, 
5g-in., 6-ply, $9.00; Buil Dog, %-in., 
7-ply, $12.75 per 100-ft. net. 
LAWN MOWERS.—Demand is_ im- 


proving, with prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Pg mowers, Philadelphia, Style 

15-in., $15.75; 17-in., $17.85; 19-in., 
$i9 95; Riverside, Ball-bearing, 16-in., 
$7.25; 18-in., $8.25 each, net. 


| PLANTERS.—The 


CANS.—Call for milk cans 
seems steady, with perhaps some im- 
provement. Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Milk cans, railroad, wide neck, 
gal., $3.05; 10-gal., $3.15 each, net. 
NAILS.—Deliveries are gaining in vol- 
ume, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Standard wire nails and cement 
coated wire nails in 100-lb. kegs, 
$3.20 per keg, base 


_/ 


heavy demand for 


| corn and potato planters is past for 


| the season. 


| POULTRY NETTING.—The 


Prices have not changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Corn and potato planters, Acme, 
$10.25 doz., net. 


first de- 
but there 
Prices 


mand for the spring is over, 
is a steady call for this item. 
are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Poultry netting, hexagon mesh, 
per cent from lists. 


PYREX OVENWARE.— 


60 


Sales show a 


steady call for this line, with ample 
stocks on hand. Prices have not 
changed. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
No. 623 casseroles, $1.00; No. 643 
casseroles, $1.17; No. 634 casseroles, 
1.33; No. 212 bres ad pans, 60c.; No. 
$00 pie plates, 67c.; No. 209 pie plates, 
0c.; No. 231 utility dishes, 67c.; No. 


| 


No. 26 tea pots, $2. 33; 


24 tea pots, $2; a ; ; 
ic. eacn net. 


No. 953 percolator tops, 
REGISTERS.—Demand is steady with 
good volume. Prices are firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 

* Registers, cast iron, 40-10 and 

steel, 40-10 per cent from lists. 
REGISTER AND RADIATOR 
SHIELDS.—Demand is light at pres- 
ent, with prices unchanged. 


JOBBERS’, QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Register shields, Gem, No. 1, floor 
type, $12; No. 10, floor type, $10; No. 
2, wall type, $6; and No. 20, wall 
type, $5.20. Prices are net to dealers 


per dozen. No. 1 and No. 2 are oxi- 

dized copper. No. 10 and No. 20 are 

black enameled. 

Radiator shields, Gem, adjustable, 

No. 1, $4; No. 1l-a, $4.50; No. 2, $4.5 

No. 3 $5; No. 4, $5; No. 5, $5. 50: No. 
No. 6-b, $6; No. 7, $6. 50; No. 8, 


6, $6; 

$7. These prices are list each and 

subject to dealers’ discount of 30 per 

cent. These models with water hu- 

midifiers are $1 extra each, list. 
ROPE.—Call for rope is normal for 
this time of year. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 


Best grade manila rope, 7-16 in. 
and larger, 24c.; % in. and smaller, 
25c.; best grade ‘sisal, 17%c. lb., base. 

SANDPAPER.—Demand is very good, 
with stocks being kept well filled. 
Prices are firm as quoted. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
sest grade, sandpaper, No. 1, 80c. 
per box of 75 sheets; second grade, 
No. 1, 67c. per box of 75 sheets; gaf- 
net No. 1, $16.75 per ream, net. 
SCOOPS.—Call for this line is fair, 
with prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Grain scoops, heat treated, size 6, 
$12.50; size 8, $13.50; size 10, $14.50; 
size 12, $15.25; size 14, $16.25 per doz., 
net. 
SASH CORD AND WEIGHTS.—De- 
liveries are steady, with good volume, 
and prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Sash cord, best grade, 65c. lb. base, 
second grade, 38c. lb., third grade, 


27c. lb. base, net, and cast iron sash 
weights, $1.95 cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Call for this line is fairly good, show- 
ing signs of improvement. Prices have 
not changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Screen doors, common, 2-8 x 6-8, 
$1.70; fancy, 2-8 x 6-8, $2.05 each, 
net. 


Window screens, extension, 24-in., 


Continental, $9.75; Wabash, $5.60 
doz., net. 
SCREWS.—Sales are steady, with 


good volume. Prices are unchanged. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Wood screws, flat head bright, 50 
per cent; flat head japanned, 35 per 


cent; round head blued, 40 per cent; 
flat head brass, 374% per cent; round 
head brass, 32% per cent from lists. 


SOLDER.—Demand is steady, and 
prices firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 

Warranted half and half solder, 
30% cents lb., and strictly half and 
half solder, 31% cents Ib., net, in 
100-lb. boxes. 


| STEEL SHEETS.—Deliveries show a 
| very good volume. Prices are un- 
| changed. 
JOBBERS’ QUOTATIONS TO RE- 
| TAILERS, F.O.B. TWIN CITIES: 
| Galvanized steel sheets, 24-ga. 
(base), $5.00; black steel sheets, 24- 
ga. base), $4.15; Armco galvanized 
steel sheets, 24-ga. (base), $6.65 cwt., 
net. 
TIN.—Call for this line is good, with 
stocks ample. Prices are unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Furnace coke tin, ICL, 20 x 
$14.30 box, and roofing tin, 20 x 
8 Ib. coating, IC, $15.50 box, net. 


WHEELBARROWS. — Demand 
continues good, with prices firm. 
JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. TWIN CITIES: 
Wheelbarrows, barrel type tray, 
best grade, $41.30; second grade, 
$34.70 doz., net; tubular, steel tray, 
$7.20; Gopher garden, $3.75; American 
garden, $6.25 each, net. 
WIRE.—Fence wire is in good demand 
|at the present, with prices steady. 


| 
| 


28, 
28, 


still 





| Wire for construction purposes is also 
moving well. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Galvanized cattle barbed wire, $3.11 
per 80-rod spool; galvanized barbed 
hog wire, $3.34 per 80-rod spool; No. 
9 (base) smooth galvanized wire, 
$3.65 cwt., and No. 9 smooth black 
wire, $3.20 cwt. 


WIRE CLOTH.—Demand is very good, 
| with prices firm. 
JOBBERS'’ tegen ge TO RE- 


TAILERS, F.O.B. TWIN CITIES: 
Wire cloth, 12 x 12 mesh, black 
painted, $1.85 and 12 x 12 mesh, 
aluminum finish, $2.25 per 100 sq. ft., 
base. 
Bronze wire cloth, 14 x 14 mesh, 


| 


$7 per 100 sq. ft. in full rolls, net. 
WRENCHES.—Call for wrenches is 
steady, with garage trade showing 
improvement. Prices have not changed. 


} JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. TWIN CITIES: 
Agricultural wrenches, 60-10 per 
cent; keg model wrenches, 54 per 
cent; engineers’ wrenches, 50-50 per 
cent, and Trimo pipe wrenches, 65 
per cent from list. Bemis & Call 


long sleeve nuts, 10 in., $1.70; 12 in., 
$2.60; 15 in., $2.75 each net. 
Snap-on Wrenches. Radio and 


electric sets in metal cases, $2.75; 
No. 101 Master Service Sets, $13.75; 
No. 202, Heavy Duty Sets, $3.80; No. 
| 404, Flexible Socket Set, $8; No. 608, 
| Crankcase Drain Plug Sockets, $3.20; 
No. 90, Square Socket Set, $3.70; No. 
1917, Giant Snap-on with extra heavy 
duty ratchet, $27.35 list, less 334%4 per 
cent discount. 

Crescent, 6 in., $5.65; 8 in., $6.96; 
| and 10 in., $8.64 doz., net. 





Improved Credits Encourages N. Y. Market 
—Warmer Weather Helping Sales 


NEW YORK, June 11.—Reviewing the credit situation in the local 
wholesale hardware market, would suggest that the hardware trade 
is quite alone among wholesalers, as hardware credits in this section 


are reported as much improved. 


This is a very encouraging sign 


in the opinion of local authorities and prompts the belief that con- 


sumers are buying in better quantities. 


Replacement business be- 


ing received daily by local jobbers shows a slight definite improve- 
ment since the stretch of continued warm weather. 

Among the few price changes of importance announced by local 
jobbers we find an advance of from 5 to 10 per cent on blow torches 
with fire pots prices unchanged; a decline of approximately 10 per 


cent on soldering coppers. 


Various lines and sizes of levels have 


been reduced from 15 to 20 per cent. 





BUTTS.—Steel butts are quoted at 
18%c. per pair and at 16%c. per pair 
in case lots, for size 8% by 3%. De- 
mand is fairly active and prices given 
here are being maintained. 

BOLTS AND NUTS.—Moderate sale, 
with prices unchanged. Local stocks 
are in good condition. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 
Carriage bolts, 55 off list. 
lots, 60 per cent off list. 

Stove bolts, 80 per cent off list. 

Machine bolts, % by 6 and smaller, 
50 and 60 off list; larger to 1 by 30, 
~ per cent off list; 1% to 1%, 30 off 
st. 

Coach screws, 
60 per cent off list. 
cent off list. 


Case 


55 off list. Case lots, 
Stepbolts, 50 per 





FANS, ELECTRIC.—Continued warm 
weather is helping the sale of electric 
fans. First grade fan prices vary ac- 
cording to brand and quantity, so we 
suggest application to local distribu- 
tors for prices. 
quate. 


JOBBERS’ yy ge , RE- 
TAILERS, F.0O.B. NEW YOR 

Competitive tg 8 in., $3. is each; 
in case lots, $3.00 each; 9 in., $3.85 
and in case lots, $3.67 each; 10 in., 
$4.90 each, in case lots, $4.67; 16 in., 
$11.00. Above are non-oscillating. 
10 in. oscillating model is $7.00, and 
in case lots, $6.67 each. 


FLY SWATTERS.—Demand is steady 





an early date. Prices are not expected 


Local stocks are ade- 


to change during the season. Stocks 


appear ample. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fly swatters, rubber, flexible, 14 
in. overall, 24 in display carton, 6%4c. 
each; Kant-Mis, black wire cloth, 12 
mesh, tinned wire handle, $6.75 per 
gross in gross lots, $7.00 per gross in 
half gross lots. Black Hawk, 5 3/5c. 
each; $7.75 per gross. 


FREEZERS, ICE CREAM. — Though 
early in the season for much consumer 
demand, it is reported that retail sales 
have started in fair volume and job- 
bers receive almost daily a fair amount 
of replacement business. Prices are 
not likely to change during the season. 
Stocks appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Acme, all metal, 2 qt. size, bright 
galvanized tapered, $8.00 per doz., 
same enameled-galvanized, $10.00 per 
doz.; 4 qt. size, enameled-galvanized, 
$18.00 per doz., and 1 pint size, 
Junior, enameled, $4.80 per doz. 
These prices are NET. 

Auto Vacuum, No. 1, $2.33 each; 
No. 2, $2.67 each; No. 3, $3.33 each, 
and No. 4, $4.00 each. Prices are 
NET 








and will likely be much more active at | 


Casco Effortless freezer, $2.67 each, 
NET. 


Everybody’s Vacuum Freezer, gray 


enameled, 1 pint, $3.50 each; 1 at., 
$4.50 each; 2 qt., $6.00 each; 3 qt., 
$7.00 each; 4 qt., $8.00 each. These 


prices are LIST and subject to a 
dealer’s discount of 30 per cent. 
Peerless cottage special, 2-qt. size, 
$1.50 each, oT. 
White Mountain, 1 qt., $2.43; 2 qt., 
$2.83; 3 qt., $3.38; 4 qt., $4.13; 6 qt., 
$5.23: 8 qt., $6.75; 10 qt., $9.00; 12 qt., 
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$10.75; 15 qt., $12.80; 20 qt., $16.60. 
These prices are EACH and NET. 


GARAGE SETS.—Steady sale reported. 
Jobbers quote $2.40 for one or more 
sets; $2.25 for six sets or more and 
Stocks are 


$2.10 tor 18 or more sets. 
in good condition. 


JUVENILE ITEMS.—Very active at 
the present time and will undoubtedly 
be even more active when school closes 


and the summer vacations actually 
start for the smaller children. Prices 
are steady. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK 

Child's garden sets with 18 
handles. Set No. 1, 10c. each; 
6. 17c. each, and No. 9, 30c. each. 

Arcade toy lawn mower, No. 564, 
55¢c. each. In lots of 12 or more, 50c. 
each; No. 665, 85c. each, in lots of 
12 or more, 75e. each. 

Bissel’s toy carpet sweepers, Lit- 
tle Helper, 16% c. each; Little Gem, 
31%ec. each; Little Jewel, 8314c. each; 
and Bissell Junior, $1. 33% each, 

Velocipedes, No. 840, $5.95; No. 841, 


in. 
No. 


$6.55; No. 842, $6.90, and No. 843, 
$8.15 each; No. $50, $7.50; No. 851, 
$7.80; No. 852, $8.15; No. 853, $9.70 
each. 

Sidewalk cycles, No. 900, $9.40; No 
910, $10.65 each; No. 922, $17.50, and 


No. 932, $17.50 each. 

Coaster wagons, No. 
No. 751, $2.25, and 
each. 


750, $1.80 i 
No. 761, $3.2 


LANTERNS.—Fair volume of business 


| spool, $12.40; 18 ga. 1/64 silk covered 

lamp cord, maroon old gold, old 
brass, white, green and brown, 500 ft. 
on a spool, $9.50; silk covered twisted 
lamp cord, white only, 250 ft. on a 
spool, $13; 18 in. 1/64 cotton covered 
lamp cord, maroon, white and dark 
brown, 500 ft. on a spool, $8.30; 18 ga. 
1/32 cotton covered lamp cord, green, 
white, maroon, oak tan and dark 
brown, 500 ft. on a spool, $10.75; 18 
ga. 1/64 cotton single conductor, wire 
white. brown, oak tan, white with 
marker, brown with marker, and oak 
tan with marker, 500 ft. on a spool, 
$4.25; 18 ga. 1/32 cotton twisted lamp 
cord, green and yellow, 250 ft. on a 
spool, $12.50; 18 ga. black cotton re- 
inforced cord, 250 ft, on a_ spool, 
$16.50; 18 ga. cotton covered heater 
cord, 250 ft. on a spool, $16.50. 


ROLLER SKATES.—Heavier demand 
expected with the closing of schools in 
this territory. Current sale is satisfac- 
tory, though not very heavy. Stocks 
are adequate. Prices are steady. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Roller skates, Union line, extension 
web heel and toe straps, plain steel 
rolls, 72c. per pair; same with toe 
clamps and web heel, 78c. per pair; 
same for boys with self-contained 
ball bearing wheels, $1.42 per pair; 
for girls, $1.62 per pair. 


Roller skates accessories: Keys, 
2\%c. each; skate wheels, with self- 
contained ball bearings, 10c. each; 


ball bearings, 15c. per 100; axles, 3c. 
each; cotter pins, 15c. per 100; axle 
nuts, $1 per 100; axle nut washers, 
60c. per 100; adjustment binding bolt, 





$6.13; 2,8x7. 
3x6-8, 2 10x7, 3 ) 
8/G, | 2,6x6-6, & 2 x8 ‘S, 5.98; 
2,8x6-10, $6.20; 2,8x7, $6.27; 2,10x6-10, 
$6.50; 3x6-8, 3,10x7, $6.55; 3x7, $6.70. 

| SCREEN DOORS.—Steady sale is re- 


ported for screen doors. 
will likely increase. 
condition and _ prices 
change. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Continental window screens: No.1533, 
$4.10 dozen; No. 1833, $4.60 dozen; 
No. 2433, $5.50 dozen; No. 2437, $5.80 
dozen; No. 2833, $6.45 dozen; No. 
2837, $6.80 dozen; No. 2841, 7.30 
dozen; 3033, $6.75 dozen; 3037, $7.45 
dozen; 3045, $8.45 dozen. 
Galvanized window. screens: 
1533G, $4.25 dozen; No. 1824G 
dozen; No. 1833G, $4.80 dozen; 
2433G, $5.75 dozen; No. 2437G, 
dozen; 2837G, $7.15 dozen; 
$7.85 dozen; 3045G, $8.85 
3637F, $9.30. 

Window screen frames: No. 
$5.05 dozen; No. M3684, $8.75 dozen. 
Diamond E window screens, gal- 
vanized wire cloth, 14 mesh, No. 1, 
$7.20 per doz.; No. 3, $9.60 per doz.: 
No. 4, $10.40 per doz.; No. $11.20 
per doz.; No. 7, $12.40 per doz. 
Diamond E with golden 
wire cloth, 16 mesh; No. 11, $10.80 
per doz.; No. 13, $13.60 per doz.; No. 
14, $14.80 per doz.; No. 16, $15.60 per 

doz.; No. 17, $16.80 per doz. 


SCREWS. 


not likely 


No. 
$4.35 
No. 
$6.10 
3037G, 
dozen; 


M3636, 


bronze 


The demand 
Stocks are in good 


to 


—Normal sale for this staple 


line, with prices the same. Local whole- 


sale stocks are in good condition. 





being done at firm prices. 65c. per 100, and toe clamps, 12c. per 
& yerees pair. JOBBERS’ QUOTATIONS TO RE- 
JOBBERS’ QUOTATIONS TO RE- Chieftian line, No. 400, for either TAILERS, F.0.B. NEW YORK: 
TAILERS, F.O.B. NEW YORK: boys or girls, self-contained ball Wood screws, flat ad bright iron, 
Lanterns, Hy-Lo, $7.50; Victor, bearings, $1.45 per pair; Redskin line, 41-10-10; round head, blue, 40-10-10; 
$8.00; Monarch, $8. 00; Buckeye Dash, for boys or girls, 85c. per pair. round head, iron, nickel plated, 2714- 
$14.00; Junior wagon, $17.25; Watch- Chicago line, No. 181, $2.65; No. 183, 10-10: flat head, galvanized, 20-10-10; 
men’s Mill, $25.00; ‘No. 2 Blizzard, | $2.75; No. 185, $2.75; No. 101, $1.33; flat head, brass, 3234-10-10; round 
$39.00, and No. 30 Beacon wall, $37. and Nos. 103 and 105, $1.38 per pair. head, brass; 2714-10-10. These dis- 
Prices are’ per dozen and subject to counts apply to new standard screw 
special allowance of 25 cents per SOLDER.—Bar solder has been re- lists. 
dozen on shipments of 3 dozen or ‘ ° Machine screws, flat and round 
more at one time. duced to 32c. per lb., but strip solder in wend. brass, 60 per cent discount. 
Lantern display stand, $4.00 each, 5-lb. boxes is still quoted at $2 per box. Iron, 60-7% per cent discount. 


with lantern assortment; $14.00 each. 


NAILS.—Normal amount of business 
reported, with prices about the same. 
Local wholesale stocks are considered 
satisfactory. 
JOBBERS’ pg geben gee TO RE- 
TAILERS, F.0O.B. NEW YORK 
Common wire nails, bright, 4d, $4.45 
per keg; 6d, $4.10 per keg; 8d, i 05 


per keg; 16d, $3.95 per keg; 20d, $3.85 
per keg; common wire nails, galvan- 


Demand is moderate. 


SCREENS, WINDOW.—Demand for 
window screens has started and at the 
present time is considered fairly good. 
Prices are steady and not likely to 
change during the season. Stocks ap- 
pear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


SEASONABLE GOODS.—Garden tools 
are quite active at the present time. 
Prices generally are considered firm. 
The recent stretch of warm weather 
has stimulated greatly the consumer 
demand for this class of merchandise. 
Stocks are apparently satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK: 


















ized, 4d, $6.95 per keg; 6d, $6.70 per : ~ . 
keg; 8d, $6.55 per keg, and 10d, $6.45 Continental Screen Doors, Net Cultivators 
per keg. | prices: No. 241, 2,6x6-6, $1.61; 2,8x8-§, 3 P adjustable 3 
Wire box nails, smooth, 4d, $4.65 | $1.68; 2,8x6-10 $1.70; 2:8? x7, as. | Floral cultive — ces were aes 
per keg; 6d, $4.30 per keg; and 8d, |  2,10x6-10, $1.78; 3x6-8, 2,10x7, $1.80; forged: atest finish, 4 ft. ‘ash han- 
$4.15 per keg. Wire finished nails, | 3x7, $1.85; No, 281, '2,6x6-6, $1.70; | socket, enamel fin th 5 forged 
bright, 4d, $5.15 per keg; 6d, $4.55 per 2,8x8-8, $1.78; 2,8x6-10, $1.80: 2, 8x7, | dles, 60c. each; same — : im tt. 
keg; $d, $4.30 per keg, and 10d, $4.20 $1.82; 2,10x6-10, $1.86; 3x6-8, 2,10x7, steel a Rg 9S = 
per keg. Wire finishing nails, gal- $1.89; 3x7, $1.95; No. 288, 2,6x6-6, | ash handle, ay ag eee 
vanized, 4d, $7.65 per keg; 6d, $7.05 ot.33; aes 's tas - sa rt wre | Packed 6,in a bundle, 
ver keg; 8d, $6.80 per keg, and 10d, 2,8x7, .29; 2,10x 33; | 3x6- 
ax ®”6 CF , 2'10x7, $2.36; 3x7, $2.42; No. 288G12, | Garden Hoes 
ip ta ae rg * bn 3 ae — ag | Ladies’ garden hoes, 5 in. forged 
LINSEED OIL.—Local distributors 3x6-8, 2.10x7, +30 40: 3x7, $2.48: g 4 ae. solid shank, 4 ft. handle, 
report a slight advance in the price of 313, - Tos ge teu oat Pinte: -< | Meadow hoes, forged steel blade, 19 
; ; 6, 5X0~ ad, 4,0X% | rage, lished and bronzed socke 
linseed oil. They quote f.o.b. New York $2.33: 3x6-8, 2,10x7, $2.37; 3x7, $2.44: Shenk, 4% ft. handle, 87%c. each. 
as follows: In lots of less than 5 bbls., No. 314, 2,6x6-6, $2.28; 2,8x8-8, $2.39; | Nursery hoes, forged steel blade, 
11.1c. per lb.; in lots of 5 bbl. or more, So abs ee a ier’ §2.43;, ros s7 | ~—s polished wn 2 — 
2 . $2.57; } 1 . he 2 (ash), in. blade, 
10.7c. per lb., and Caleutta linseed oil | No. 457G12,_2,6x —*. Aig ae. nie um siladttiacel 
in barrels, 19.5c. per Ib. $1.98; 2.8x6-10, rey ry oi: | Soucek asset eee to ia in gues 
Boiled oil is 4/10c. extra per lb., 3x7, $2.30; No. 545G14, 2,6x6-6, $3.52; | finish, 414 ft. handle, 81%4c. each, 
double boiled oil is 5/10c. extra per lb sree. jenie uth tae’ Pa Garden hoes are packed 12 in a 
“! ea 3.49; 2, x6- 4 O.49, € D-3, sy t, | " 
and oil in half-barrel lots is 7/10c. per $3.84; 3x7, $3.96; No. 555G14, 3,0x6-6. | type hoes, 98%c. each. 
lb. additional. $08 2 eee te, ate TO Se2s' «=| ~—sScuffte tyne hoes, 81c. to 92c. each. 
a | 2,10x7, $4. ab 3x7, $4. 55; No. 84 Galv., | . 
LAMP CORD.—Very steady demand, 28x8-6,, 2.00: 288-3, $2.08; Zant io) oar 
s * 2.13; 2,8x 4 ,10x6- 21; 5% in.—in 25 ft. lengths, 9% to 13c.; 
with prices the same. Stocks appear 3x6-8, 2,10x7, $2.24: 3x7, $2.31; No. |} in Bo te. Seuataes 9 to 13%. 
ample. 381G14, 2,6x6-6, $2.71; 2.8x8-8, $2.81; p Bleek 
JOBBERS’ QUOTATIONS TO RE- 2,8x6-10, $2.87; 2,8x7, $2.90; 2,10x6- 1rass OOKS 
TAILERS, F.0.B. NEW YORK: 10, $2.96; 3x6-8, 2,10x7, $2.99; 3x7, No. 22—Tempered steel _ blade. 
Lamp cord, prices are per 1000 ft.; $3.08. s Bronze a on top side, 18c. each. 
18 ga. 1/32 silk covered lamp cord, Combination screens and_ storm No. 12—English pattern. High 
brushed brass, white, maroon, old doors complete. Net prices: No. 8/0, | grade steel blade, natural finish, 
gold, green and brown, 500 ft. on a 2,6x6-6, $4.93; 2,8x8-8, $5.08; 2,8x6-10, | polished back and edges, 58c. each. 
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No. 35—Tempered_ steel blade. 
Rubber back and green enamel fin- 
ish, with black enamel handle, 35c. 

No. 33—Offset patterns. Forged 
from bar tool stock. Riveted hard- 
tine handle and polished blade, 

Co 

No. 43—Offset pattern with green 
painted blade, 33%4c. eeach. 

No. 7—Offset pattern. High grade 
steel blade, with polished face and 
forged steel shank attached to blade 
with two bolts. Corrugated handle, 


44c. each. 
Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.15% each, and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 
bundle. 

Five per cent off all prices on 
spring goods in bundle lots. 


Hedge Shears 


One serrated edge and one knife 
edge. Forged steel handles with 
grips. Tempered steel blades, 64 in., 
$1.83 each; 7% in., $2.00; 8 in., $2.17; 
9 in., $2.33; 10 in., $2.67. 

Ash handles with riveted tongs, 


in a 


fastened with bolt, 6% Pe plain, 90c.; 
7 in., notched, $1.30: 8 in., notched, 
$1.40; 9 in., notched, $1.50. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 in. 


| tines, bronze finish, $1.71 each. Same, 
| 6-1214 in. tines, $1.89%4 each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.57% 
each. Same with 5-12% in. tines, 
$1.8914 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure forks 
are packed 6 in a bundle. 


Mortar Hoes 


Polished forked, steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
| 2 holes and 10 in. polished steel blade, 
| $1.09 each. 

Mortar hoes are 


bundle. 
Potato Hooks 


Solid steel goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.02% each. Same, with bent 
head. polished and bronze finish, 4 
angular black tines, 96%4c. each 

These packed 12 in a bundle. 


| Rollers 


| Welded steel drums, green painted 
| with red handles. Plain bearing roll- 
ers, 14 in. diameter, 24 in. length, 
$8.55 each; 18 in. diameter, 24 in. 
length, $10.15 each. 
Roller bearing rollers, 24 in. di- 





packed 12 in a 


are 








| ameter, 24 in. length, $14.60 each: 
24 in. diameter, 32 in. length, $16.50 
each. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50%c. each; with 16 teeth, 
54146c. each. 

edium bronze finish, straight 
teeth, 5 ft. ash handle, 12 teeth, 77c. 
each; 14 teeth, polished, 83%c. each; 
16 teeth, 87%c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.10 each; with 14 teeth, 
$1.01% each. 

Rakes packed 6 in a bundle. 


Is showing an 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Mansfield tires, 4 ply balloon type, 
29 x 4.40, $7.40: tubes, $1.50; 30 x 4.50, 


$8.25; tubes, J 9 x 4. 75, $9.55: 
tubes, $1.70; 29 x 5.00, $9.90; tubes 
$1.75; 30 x 5.00, $10.20: tubes, $1.80: 
31 x 5.00, $10.65; tubes, $1.85; 32 x 
5.00, $11.75; tubes, $1.90; 28 x 5.25. 
$11.10; tubes, $1.85; 30 x 525, $11.90; 
tubes, $2.00; 31 x 5.25, $12.25; tubes, 
$2.05; 29 x 5.50, $12.65: tubes $2.25. 


Same, 6 ply, 31 x 5.25, $14.70; tubes, 
$2.05; 30 x 5.50. $16.05; tubes, $2.35; 
30 x 6.00, $16.15; tubes, $2.25; 31 x 
6.00, $16.65; tubes, $2.30; 32 x 6.00, 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; 
tubes, $2.55. 

Tire display racks, $10.00 each. 

Prices in all instances are-each. 


Cleveland Reports Demand for Spring 
Items Still Going Strong 


CLEVELAND, June 11.—Hardware business continues good, both 
in seasonal and staple merchandise. 
that moved slowly early in the season because of the late spring and 
bad weather are now going good, although ordinarily at this time 
the demand for these lines would be pretty much over. 
are still an active item. Other lines that are moving well include 
screen doors and windows and steel roofing. Painters’ supplies 


are in heavy demand. 


AUTOMOBILE TIRES AND TUBES. 
—As the touring season approaches the 
demand for tires has increased. Prices 


Prices on ice skates that prevailed last year have been reestab- 
lished for the coming season. 
Manufacturers have reduced brass valves 5 per cent, but this reduc- 
tion does not affect jobbers’ prices as jobbers did not mark up their 
prices when manufacturers recently advanced their prices because 
of the higher cost of copper. Present manufacturers’ prices on nails 
and wire and bolts, nuts and rivets have been reestablished for the 
third quarter so that no change in jobbers’ prices is looked for. 


(Cleveland office of HARDWARE AGE) 


Some lines of spring goods 


Garden tools 


Few price changes are reported. 





are firm. 


AXES.—These are still moving well for 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Tires and Tubes.—Mansfield tires, 
30 x 3% Liberty cord, $4.85; Mans- 
field heavy duty oversize, $6.50; Lib- 
erty, 32 x 4, $9.50; Mansfield heavy 
duty, 32 x 4, $11.50; Mansfield double 
service, 29 x 4.50, $13.25; 32 x 6.50, 
$27.50. Tubes.—30 x 31%, Mansfield, 
$1.30 each; 29 x 4.40, Mansfield, $1.50 
each; 30 x 3% Liberty, $1.05 each; 
29 x 4.40 Liberty, $1.29 each; 32 x 
6.50, $2.70 each. 


fall shipment. 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 


bitted, rustless, 
handled axes, $19.50, 
base, per doz.; unhandled. $15.50 per 
doz.; double bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and smaller 
advance for each 6 Ib. additional 
weight increase. 


| BATTERIES. —Ignition and flashlight 
batteries are in good demand. Radio 
batteries are quiet. Prices are un- 
changed. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 
B and C Radio Batteries 


First grade single 


black finished 








eS eae $1.14 $1.22 
a. < yettecee 1.30 1.40 
WO tac sc cantacuns 1.92 2.06 
< Saecaaigendsshige 2.33 2.53 
TEED niamennoticnvns 2:80 3.00 
TOE siavesscestece 2.97 3.20 


Reading matter continued on page 78 


BUILDERS’ 
moving much better than early in the 
Building activity is below nor- 
Prices are holding at the quota- 
tions below. 


season. 
mal. 


Dry Cell A batteries, No. 7111, 
S54ec. in standard packages: 40c. in 
broken lots; Columbia igniter dry 
cell batteries, 32%c. in standard 
packages, 36c. in broken 1dts. 


BINDER TWINE.—As early buying 
over the market is dull at present. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Standard binder twine, $5.73% per 
50 Ib. bale; white sisal, $5.73% per 
bale; second quality standard, $5.36%4 
per bale; fine, 600 ft. lengths, $6.73% 


per bale: extra fine, 650 ft. lengths, 
$7.30 per bale. No difference in price 
between 5 Ib. and 8 Ib. balls. Five 
per cent discount if paid by June 1. 
* O. B. factory, Chicago and Au- 
burn, N. Y 11\c. per bale less 


than above prices. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts and lag screws, less than case 
lots, 60 per cent off list; bolts with 
rolled thread, in. x 6 in. and 
smaller, 60 and 10 per cent off list: 
additional discount of 10 per cent is 
allowed for full case lots of one size. 
Stove bolts, 75 and 10 per cent off 
list; semi-finished nuts in bulk, 60 
per cent off list; 54 per cent for 


packages. 
HARDWARE. — This 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

In case lots, lock sets, $5 
heavy strap hinges, 6 in., 
doz.; 
= hinges, 6 in., 


er doz.; 
1.55 per 


8 in., $2.40 per doz.; extra ed 
n., 


$1.80 per doz.; 





TIRES AND TUBES.—Demand is fair- 
ly good. 
Stocks are in good condition. 


increase. 


is 


BOLTS AND NUTS. — Manufacturers 
have reaffirmed present prices for the 
third quarter, and there will be no 
change in jobbers’ prices. 
continues good. 


The demand 


is 
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Mutions of women rely upon this 
star in the purchase of household arti- 
cles. It means that the Good Housekeep- 
ing Institute has thoroughly tested the 
articles advertised with this mark, and 
has approved them. 

Many months ago we presented sam- 
ples of Remington Kleanblade (Stain- 





less) cutlery to the Institute, which were - 


subjected to severe and exacting tests to 
determine if the blades were properly 
hardened and tempered, as well as the 
practicability of the Bakelite and Walnut 
handles. Remington Stainless Steel 
Cutlery has received their endorsement 
and approval. 





men into 
our: § tore 


Remington Line of cutlery, but it pays 
the highest tribute to Remington’s supe- 
rior method of heat-treating stainless 
steel. 

Hereafter advertisements of these 
knives will carry the Good Housekeep- 
ing Institute’s mark of approval. This 
means that in addition to the hundred- 
year-old Remington name which has 
always stood for quality, and which sells 
$30,000,000 worth of products a year, 
these knives will be backed by the im- 
partial judgment ,of the Institute, by 
which so many women are guided in 
making their purchases. 

Dealers who handle Remington 


This not only Kleanblade Household Knives—Paring 
. vindicates your Knives, Butcher Knives, and Slicers— 
Good Housekeeping} judgment, Mr. have the easiest selling line on the 
on ° Institute ~~ Dealer, you who market. 
useKEEPitc MA are selling the 


a PLawr22e, 


President 






REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 
C. 1929 RB. A. Ca. 
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$2.70 per doz.; 10 in., $4.25 per doz. 

Butts, case lots, 3 in., and 3% in., 
l6c. per pair; 4 in., 2lc. per pair; 
for less than case lots, all sizes are 


LAWN GOODS.—While sales have in- | 
creased, the demand so far this season | 
has been only moderate. 


2c, per pair higher. Butts with sand 

blasted finish are 4c. per pair higher. JOBBERS’ QUOTATIONS TO RE- 
Ornamental hinges, standard finish, TAILERS, F.O.B. CLEVELAND: 

$1 per doz.; nickel finish, $1.20 per | Perfect clinching hose couplings, 

doz.; sand blast finish, $1.15 per doz. $1.90 to $1.95 per doz.; female ends, 


$1.30 to $1.35 per doz.; ‘hose menders, 


CELL-O-GLASS.—This is in fair and 80c. per doz.; Rainboy nozzles, $3.80 | 
to $3.85 per doz. ; Crown lawn sprin- | 


steady demand. klers, $5.75 to $6 per doz.; Crescent 
tgs QUOTATIONS TO RE.- sprinklers, $5.65 to $5.90 per doz. 
TAILERS, F.0.8. CLEVELAND: in- 
Cell-o-Glass in. 100 ft. rolls, 12c. LAWN HOSE.—Orders show some in 
per sq. ft.; glass cloth in 100 ‘yd. crease. While a year ago there was 
rolls, 24c. per sq. yd. some price shading, this is not in evi- 
CHAINS.—Log chain continues to | dence this season. 
move well. Other chain is quiet. JOBBERS’ QUOTATIONS TO. RE- 
JOBBERS’ QUOTATIONS TO RE- TAILERS, F.O.B. CLEVELA 
TAILERS, F.O.B. CLEVELAND: 2-braid molded uncoupled cooe \, 
Coil chain, 3-16 in., $11.85 per 100 in., 6%c. per foot; % in., 7%c. per 
Ib.; ™% in., $10. i per 100 Ib.; 5-16 in., ft.; % in., 8%4c. per ft.; coupled hose 
= 25 per 100 -" % in., $7.85 per 100 is 4c. per ft. higher. 
> ow ties, No. 14, $2.75 per doz.; r = : 
le, 56. 08.00 per dea, Tie-ont chain. NAILS AND WIRE. Manufacturers 
60 per cent off list. have reaffirmed prices for the third 


CORRUGATED ROOFING.—The sea- | quarter, so that there will be no change 
sonal demand for this is very good. in jobbers’ prices. The demand is not 


JOBBERS’ QUOTATIONS TO RE.- very active. 


TAILERS, F.O.B. CLEVELAND: JOBBERS’ QUOTATIONS TO RE- 
28 gage corrugated roofing, 26 in. TAILERS, F.O.B. CLEVELAND: 
wide, $3.97 for 1% in., and $3.92 for Nails.—Factory shipment, car lots, 
2% in., for 10 squares or more. $2.75 per keg; less than car lots for 


: factory and stock shipment, $2.95 per 
ELECTRIC FANS.—The few hot days keg; other products for stock ship- 





recently brought out a good volume of ment, No. 9 galvanized wire, $3.40 
d 7 a 8 4s per 100 Ib.; No. 9 annealed wire 
orders. $2.95 per 100 lb.; polished fence 
JOBBERS’ QUOTATIONS TO RE- staples, $3.40 per 100 lb.; galvanized 
TAILERS, F.0.B. CLEVELAND: fence staples, $3.65 per 100 lb.; coated 
Polar Cub, 8 in., non-oscillating, nails, $2.95 per keg. y 
$3.25 ea.; 9 in., $3.70 ea.; 10 in., oscil- | Barbed Wire.—Lyman, 4-point cat- 
lating, $7 ea.; Robbins a Myers, 8 | tle wire, $3.13 per 80-rod spool; hog 
in., oscillating, $4.25 ea.; 10 in., oscil- | wire, $3.40 per 80-rod spool. 


lating, $9.75 ea.; 12 in., sillating, ’ S 
aD et ie ins onciatings Bete ox: | PAINTERS’ SUPPLIES—AUl mate 
: " | ria 
GLASS BAKING WARE.—Jobbers re- | moving in heavy volume during the past 
port a brisk demand for refrigerator week. Bad weather in May caused a 
sets. Other goods in this line are rather great deal of delay in painting and this 


quiet. ‘apparently accounts for the present 

JOBBERS’ QUOTATIONS TO RE | spurt 
TAILERS, F.0O.B. CLEVELAND: | SP ‘ 

Casseroles.—Round or oval, 1 at., JOBBERS’ QUOTATIONS TO RE- 
$1; 1% qt., $1.17; 2 qt., $1.33; square TAILERS, F.O.B. CLEVELAND: 
$1.17; casseroles with fancy covers, Mixed paints, first quality, $2.60 
35c. higher. per gal. for colors and $2.75 to $2.80 
De th — in., 50c.; 9 in., 60c.; for white. 

10 in., 67c 5 : Turpentine, in barrels, 69c. per 
$1, Bread Pans.—No. 212, 60c.; No. 214, gal.; less than bbl., 84c. per gal. , 
ai : i bls., * al.; 

Utility Dishes.—No. 231, 67c.; No. Ms ey ae eae a ” 
232, $1.17. : White lead in 100 Ib. kegs, 13%4c. 
; _ Teacups. -—2 cups, $1.67; 4 cups, $2: per Ib.: in 50 and 25 Ib. kegs, 13%c. 
6 cups, $2.33. per Ib.; in 12% Ib. <p per 

"nh Qk * Ib. Quantity discount, 5 lb. to 1 
ICE SK ATES.—Manufacturers and job- com 2 per cnet. One ton a snaite. 
bers have reestablished last year’s 10 per cent and 4 per cent 





° ° » . 9 
prices on ice skates, and the latter are a ling lacquers, $1.20 to $1.65 


starting to take orders for fall ship- /POULTRY NETTING AND WIRE 





ment. | CLOTH.—Poultry netting is active and 
JOBBERS’ QUOTATIONS TO RE- pe : : . 
TAILERS, F.0.B. CLEVELAND: wire cloth is moving fairly well. 
Union Hardware Co., No. 1624 | JOBBERS’ QUOTATIONS TO RE.- 
men’s screw clamp skates, polished, | TAILERS, F.O.B. CLEVELAND: 
84c. per pair; No. 1624%, same nickel | Poultry netting, galvanized after 
plated, $1.19 per pair; No. 524% | weaving, 50 and 10 per cent off list: 
screw clamp hockey, $1.27 per pair; | galvanized before weaving, 50, 10 and 
No. 424% same nickel plated, $1.60 | 10 per cent off list. 
per pair; women’s skates No. 5624, | Wire cloth, per 100 sq. ft., 12-mesh, 
$1.12 per pair; No. 5624%4 same nickel } black, $1.95: 14 mesh, galvanized, 
plated, $1.44 per pair. Shoe skates, | $2.60; 14 mesh, bronze, $6.10; 16 mesh 
$5.25 per pair. bronze, $6.50. 





PRUNING SHEARS. — The smaller 
and cheaper types of shears used for 
pruning shrubbery are still in good de- 
mand. Other types are quiet. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Pexto shears, No. 85, $21 per doz.; 
No. 50, $6.50 per doz.; No. 5, $3.85 per 
doz.; No. 505, $8.50 per doz.; No. 140 
rose shears, $4.80 per doz.; Wiss 
shears, No. 109, $28 per doz. 


PREPARED ROOFING.—New buying 
is rather light, as retailers have good 
stocks. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Popular grades, light, 88c. per roll; 
medium, $1.15 per roll; heavy, $1.30 
per roll; slate surface roofing, $1.99 
per roll. 


RADIO EQUIPMENT.—There is still 
a fair demand for tubes. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

Tubes, CX No. 112A, $2.50; CX No. 
326, $2; CX No. 327, $3; CX No. 380, 
$3.50; CX No. 371A, $2.50. Dealers’ 
discount from these prices, 35 per 
cent, 


ROPE.—This is still in brisk demand. 
Prices are unchanged. 


JOBBERS’ QUOTATIONS ad RE- 
TAILERS, F.0O.B. CLEVELAN 

Best grade manila rope at Obie. 
per lb. for factory shipment and 23c. 
per lb. for stock shipment; sisal rope, 
l6c. per lb. for factory shipment and 
1644c, for shipment from stock. 


SASH WEIGHTS.—Sales are light. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. CLEVELAND: 

Sash weights, $36 per ton; for mill 
shipment, $34 per ton. 


SHEETS. —Galvanized sheets are very 
active. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. CLEVELAND: 

24-gage galvanized sheets, $4.60 per 
100 Ib. 


STOVE BOARDS.—Following an early 
spurt of orders for fall the demand is 
dull. 


JOBBERS’ QUOTATIONS a 9 RE- 
TAILERS, F.O.B. CLEVELAN 

Wood lined crystal stove iin 
24 in. sq., $11.65 per doz.; 26 in. sq., 
$13.80 per doz.; 28 in. sq., $16.10 per 
doz.; 30 in. sq., $18.75 per "doz.: 36 in. 
sq., $26.10 per doz.; 18 x 30 in., $13 
per doz.; 20 x 30 in., $15.70 per doz.: 
24 x 36 in., $17.40 per doz.; 30 x 38 
in., $22.30 per doz.; paper lined, 18 in. 
sq., $5.75 per doz.; 24 in. sq., $7 per 
doz.; 30 in. sq., $10 per doz.; 18 x 24 
in., $6.70 per doz.; 20 x 30 in., $9.75 
per doz.; 30 x 36 in., $13.86 per doz. 


STOVE PIPE AND ELBOWS.—These 
are moving a little better than re- 
cently. 


JOBBERS’ oe NE 2 My TO RE.- 
TAILERS, F.O.B. CLEVELAND: 

6 in., 20 gage stove — per crate 
of 25 joints, $3.28 for factory ship- 
ment and $3.55 for stock shipment. 
Same, 26 gage, $3.90 for factory ship- 
ment and $4.25 for stock shipment: 
6 in., corrugated elbows, $1.30 per 
erate for factory shipment and $1.40 
for stock shipment. 


Sales Managers Seen as Sales Engineers 


\ccording to Gordon C. Corbaly,| The title “sales manager” will soon | gentleman marshalling his staff to in- 


president of the American Institute of | be discarded, he claims, and the name | 
Food Distribution, says the New York | of “manager of distribution” or “vice- 


vade the country and force orders,” he 
|said, “he will be a skilled engineer 


Times, the profession of sales man- | president of distribution” substituted. | charged with the responsibility of gear- 


ager is being changed from the mili- “In the new scheme of things the 
tary field to the practice of engineering. | sales manager will not be a military 


Reading matter continued on page 80 





ing the production of his factories to 
the machinery of distribution.” 
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--for all kinds of garage doors | 


Big commercial garage doors or small private garage doors—it makes 
no difference—the smoothest, quietest, speediest operation is assured 


for years to come with Slidetite hardware. 


The ‘‘Ideal”’ ball bearing principle is the very last word in Slidetite 
hangers. The doors move smoothly, quietly, and twice as fast as the 
steel balls roll in the grooved track. A gentle pressure opens and 


closes Slidetite ‘‘Ideal’’ doors easily. 


And the doors slide inside the garage, away from the weather, drifted 


snow, packed ice and blustering winds. Positively no other method is 





; half as satisfactory—we stake our twenty-five year reputation on that! 
Detail of Sturdy R-W e 
laminated panel door, 
designed to overcome 
shrinking, swelling, R-W Catalog No. 55. 


ichards-Wilcox Mf: 


NHaneer torany Door that Slides 


The cost is surprisingly small, the upkeep nothing. Write today for 


@ 





“Quality leaves | 
its imprint’ 


x 
& 
New Yoh . . . . AURORA, ILLINOIS, U.S.A. . . |. icago 
ee ae Philedciphia Cleveland Cincinnati Indianapolis’ St. Louls New Orleans at lla. 
Minneapolis Kaneas City Atlanta Los Angeles San Francisco Omaha Seattle Detroit 











Montreal - RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. + Winnipeg 
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New England Jobbing Sales Holding Up and 
Retailers Appear More Encouraged 


(Boston office of HARDWARE AGE) 


BOSTON, June 11.—New England jobbing sales are holding up well 
and retailers appear more encouraged. The character of retail buy- 


merchandise. 


merchandise sales was much less, the major part of retail buying be- 


ing of standard goods. 


are garden and lawn equipment of all kinds, screens, doors and wire 
cloth, pest destroyers, toys, games, baseball goods and sporting | 
It is a broad market, and while | 


goods, hammocks and grass seed. 
both retail and jobbing sales are not as large as the trade desires, | 


they are, all things considered, satisfactory. Collections appear 
somewhat better, although certain retailers are still slow in meet- | 


ing their indebtedness. 


The general hardware situation, however, is healthy. Retailers’ 


stocks are well assorted, yet not excessive. 


The average retailer is 


successfully meeting the stiffest competition ever before experienced 
by giving more thought to window displays and to letting the public 


know what he has for sale. 


Jobbers are carrying large stocks in 


order that prompt service may be rendered the retailer, yet sup- 


plies are smaller than they have been in some former years. 


Little 


life is shown in futures, although at least one local jobber, following 


a week’s 
orders for delivery late next fail. 


AUTOMOBILE ACCESS ORIES.— 
Some improvement is noted by jobbers 
in the demand for automobile acces- 
sories in general, but so far as tires and 
tubes are concerned low priced mer- 
chandise is about the only thing selling. 
Since the opening of local Sears, Roe- 
buck & Co. stores in Boston and Cam- 
bridge, Mass., competition with hard- 
ware dealers for tire business has ma- 
terially increased, which accounts for 
the better demand for low priced tires, 
say jobbers. Other accessories are sell- 
ing at a profit to the retailer, however. 


JOBBERS’ QueT Aron. TO RE.- 
TAILERS, F.O.B. BO 

Tires.—Mansfield ~arig ~<a duty, 
straight side, 30 x 3% in., $8. 85 rt 
list; ; 
$11.50; F, 
$15.55; 33 x 5 in., $21. 15; 35 x 
$22.70. Discount, "1% per cent. 

Tires.—Mansfield line, balloon, 27 x 
4.40-19, $7 each list; 29 x 4.40-21, 
$7.40; 30 x 4.50-21, $8.25; 30 x 5.00-20, 
$10.20; 31 x 5.00-21, $10.65. Discount 
7% per cent. 

Tires.—Mansfield line, balloons, six- 
ply, 30 x 4.50-21, $11.05 each list; 30 x 
5.25-20, $14.30; 30 x 5.50-20, $16.05; 35 
x 6.00-23, $19. Discount, 7% per cent. 

Tubes.—Mansfield line, 12 to the 
carton, 27 x 4.40-19, $15.60 per car- 
ton list; 30 x 4.50-21, $18. Discount 
10 per cent. In less than carton lots, 
10c. per tube should be added to the 
cost. 

Tubes.—Mansfield line, six to the 
carton, 30 x 4.75-21, $9.90 per carton 

. 31 x 5.00-21, $10.50; 30 x 5.25- 
5.50, $12.90; 30 x 
30 x 6 ° 


6.00-1 3.20: 3 : 
313.80: 33 3 %s 50-21. $16.50. Discount 





In less than carton lots 


10 per cent. 
added to the 


10c. per tube should be 
list. 
AIRCRAFT BUILDERS.—Numerous 
prizes offered by individuals, cities, 
towns and business organizations to 
Young America for the best models for 
home built aircraft have stimulated the 
market for aircraft builders,;and quite 
a few retail hardware dealers, quick to 
realize the possibilities, are reaping the 
reward. 
JOBBERS’ eae, TO RE.- 
TAILERS, F.0.B. BOST 
Aircraft Builders.—No. ll $8 per 
doz. net; No. 0AB, $16; No. 1AB, $28; 
No. 2AB, $40. 
Glide-O-Planes.—No. 00GP, 80c. per 
doz. net; No. 0GP, $2; No. 1GP, $4. 
CLOCKS.—Last week it was mentioned 
that there was a broader market for 
all makes and kinds of clocks and that 
the average retail order is conservative, 
however. Just to show that improved 
market conditions are not confined to 
New England retail dealers we submit 
a portion of a report from the William 
L. Gilbert Clock Co., Winsted, Conn., 
which is typical of most clock makers. 
“We are very much pleased with the 
outlook for the balance of the year. Our 
sales are running ahead of last year in 
spite of increased prices, and our stocks 
on hand, as well as the stocks of our 
customers, are materially lower; all of 
which gives us confidence to believe 
that we will enjoy a satisfactory in- 


| crease in business the remainder of the 


| year. 
ing has changed somewhat during the past month, it being more | 
seasonable with perhaps 90 per cent centered in spring and summer | 
A month ago the percentage of jobbing seasonable | 


Included in current seasonable goods sales | 


| 





campaign, has rounded up some good ice skate and boot | 








We are optimistic and believe 
that conditions justify our feeling.” 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. BOS 
Clocks. — Westclox line, Big Ben, 
$2.29 each net, luminous, $3.16; Big 


Ben De Luxe, $2.64; luminous, $3.52; 
Baby Ben, $2.29; luminous, $3.16; 
Baby Ben De Luxe, $2.64; luminous, 
$3.5 Sleepmeter, $1.40; luminous, 
10. Blue_ Bird luminous, $1.76. 
America, $1.05; luminous, $1.58. Ben 
Hur, with base, $1.76; luminous, $2.46. 
If 2 doz. clocks of one design or as- 
sorted are purchased a discount of 
2% per cent is allowed. 

Waterbury Line.—Thrift, in case 
lots of 50, 72c. each clock; Trusty, 
silver alarm, 75c.; New Haven, $2.10; 
Tel Tale square, $1.35; Boston, $2.75; 
competitive, 70c. Tom Tom, in case 
lots of 24, $2.10 each clock. 


| CULTIVATORS. —There is a steady, 
although small and cautious, demand 
from retailers for cultivators, which 
jobbers take as an indication that stocks 
in distributors’ hands are small. Re- 
tailers who bought in May already are 
back in the market for supplies. 


JOBBERS’ a ron: TO RE- 
TAILERS, F.O.B. BOST 

Cultivators. — No. plein three- 
prong, $6.90 per doz. net; No. AC45, 
five-prong, $9.85; No. AC83, 8-in. 
handle, $4.45. 

FLOWER BOXES.—It is and has been 
a wonderful spring for flowers owing 
to the excessive moisture. The wide- 
awake retailer has made a killing on 
flower boxes and is still in the market 
for supplies, although to a lesser de- 
gree than heretofore. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Flower Boxes.—Galvanized steel, 24 
in., $10.60 a doz. net; 30 in., $13.90; 
36 in., $20.90. 

HAYING TOOLS.—Orders for haying 
tools continue to be booked by jobbers. 
It appears that buying so far this. sea- 
son by the retailer has been more or 
less up and down, but one jobber, par- 
ticularly interested in his stock, says 
that sales so far this season have run 
about 25 per cent ahead of last year. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 

Scythes.—Grade 1, $17 per doz. net; 
bramble, $17.50; brush, $17.50. For 
factory shipments, deduct $1 per doz. 
from these prices. 

Snathes— Standard makes, 
$14.50 per doz. net; brush, $16. 

Stones.—Western red end, $1.10 per 
doz. net; Bena, $1.60; Star, $1.35; 
round English, 12 in., $3. Green 
Mountain, $10.80 per gross; Black 
Diamond, $17.50. 

Rifles —No. 2, $1 per doz. net; 
Niagara, No. 188, $2.15; No. 190, $2.15; 
No. 191, $2.54; No. 192, $2.54. 

Rakes.—Two bow, Hub steel, No. 
$1, $7.15 per doz. net. Teeth for same, 
15c. per doz. net. 

LAWN ACCESSORIES.—Despite all 
the wet weather we have had so far this 
spring, the past week witnessed a pro- 


ash, 


Reading matter continued on page 82 























HARDWARE AGE for JUNE 13, 1929 








81 





Why Not Sell 
Electric 





The Wappat Gear Works was founded in 1918. 
They specialize in the manufacture of ALTA 
Electric Hand Tools. After a thorough investi- 
gation by SIMONDS it was found that these 
tools were unusually efficient, and that the com- 
pany has built an enviable reputation for its prod- 
ucts, highest grade electric tools giving most 
efficient service. 


That is why we advise dealers to investigate. 


FITCHBURG, MASS. 





HAND SAWS? 


Here’s a good proposi- 
tion for Dealers. It has 
a liberal profit margin. 
It offers an opportunity 
either to stock the saws, 
or where the volume 
does not warrant that 
investment, there is a 
“sale on approval” plan 
that enables any re- 
sponsible Dealer to 
make a good thing on 
such sales as he may 
make among contrac- 
tors of his acquaintance. 


If you know where you 
could make a sale why 
not write the Wappat 
Gear Works, 7522 Mead 
Street, Pittsburgh, Pa., 
for full information. 


Simonds Saw and Steel Co. 
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nounced increase in the retail call for 
rubber hose. Jobbers cannot make as 
prompt deliveries as desired owing to 
the fact that a majority of the hose 
manufacturers are behind on shipments. 
Lawn mowers continue in excellent de- 
mand, and of late there has been a 
greater call for rakes, rollers, sprin- 
klers, and, in fact, all lawn accessories. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Hose.—Rubber, garden, Commer- 
cial, % in., 6% c. per ft., net; Leader, 


% in., 6%c.; %& in., 7%c.; Vigilant, 
% in., 8%c.; Olympia, % in., 8%c.; 
Good Luck, % in., 10c.; Milo, % in., 
10%c.; Bull Dog, % in., 13%c. 
Lawn Mowers.—Roller bearings, 16 
in., $18.25 each net; 18 in., $19.50; 
20 in., $20.75; roller bearers, 16 in., 
$16.75; 18 in., $17.50; 20 in., $18.75. 
Automatic style, 11-5, 16 in., $12, 18 
in., $13; 20 in., $14. Style 10-4, 14 
in., $9.75; 16 in., $10.50; 18 in., $11.25; 
20 in., $12. Style 9-4, 14 in., $9; 16 
in., $9.50; 18 in., $10; 20 in., $10.50; 
ball bearing, 16 in., $14.25; 18 in., 


$15.50; 20 in., $16.75; 17 in., $9.75; 16 
in., $10.50; 18 in., $11.25; 20 in., $12; 
high wheel, 14 in., $9; 16 in., $9.50; 


18 in., $10; 20 in., $10.50; special, 
style 8-4, 14 in., $8.50; 16 in., $8.90; 
18 in., $9.30; special, style 8-3 plain 
bearing, 12 in., $5.40; 14 in., $5.80; 

16 in., $6.20; 18 in., $6.60. 
Rakes. — Lawn, wooden, 3 bow, 
Hub, $9 per doz. net; 3 bow, 


steel, 


steel, hand made, $10. Wood handle 


on rake with 24 teeth, 24 grade, $6.60 
per doz. net. Bamboo, Lawncomb, $9 
per doz. net. Broom, No. 10, $2 per 
doz. net; No. 66, extra strong, $4. 


POCKET KNIVES. — Jobbers have 
stimulated interest in pocket knives by 
attractive offers of assortments at a 
time when trade is somewhat slow. 
Here are some of the newest assort- 
ments put out: 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Pocket Knives.—Assortments, No. 
400M, 12 pieces, 8 with stag handles 
and 4 with celluloid handles (black), 
$4 per assortment; No. 39, 3 each of 
4 patterned handles, $7.50. 


RUBBER BALLS.—It is evident that 
retailers in many localities have sud- 
denly discovered, owing to weather con- 
ditions, that there is a sale for rubber 
balls of all kinds, and particularly those 
adapted for beach use. At least book- 
ing by jobbers strongly suggests so. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. BOSTON: 


Rubber Balis.—Return, white with 
elastic, 40c. per doz. net; Junior base- 
White Star, No. 8172, 40c.; 


ball, 75c.; 

No. 8386, $1.50; No. 8775, $7; White 
Star with stripe, 5 in., $3.20; 6 in., 
$4; 7 in., $7; 8 in., $8; Fancy Star, 


3% in., $2; 6 in., $5.50; white educa- 
tional, No. 8480, $2; enameled. No. 
8135, 80c.; No. 8400, $2; No. 8600, $4. 
Miller giant beach, No. 3858, 69 in. 
circumference, $12 per doz. net. 


SHEARS.—While sales of shears of all 
kinds have been unusually good so far 
this year, the call for grass kinds is ex- 
ceeding all expectations. It has been 
several seasons since New England 
lawns have been so attractive as they 
are today, thanks to excessive rains 
this year to date. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. BOSTON: 


Pruning Shears.—No. 300, $4 per 





doz. net; No. 0, $4.50; No. 10, $5; No. 
23, $6; No. 65, $7.50; No. 30, $8; No. 
40, $15; No. 290, $22.50; No. 240, $18. 
French wheel, No. 8, $20 per doz. 
net; No. 9, $23; No. 39, $9. 

Grass Shears.—Special, $2.50 per 
doz. net; No. 1, 5% in. blade, $2.75; 
No. 1360, 5% in. blade, $4; No. 1267E, 


5 in., $6. Disston, No. 1105, 7 in. 
blade, $11.75; Graham, shear pattern. 
No. 017, $6; No. 117, $7.50; Hy-Lo, 


30 in. handles, $14. 

Shears.—Lawn, No. 106, $2.50 each 
net; hedge, No. 100L, $1; No. 100, 
7 in., $1.30; 9 in., $1.65; No. 101, 9 in., 
$1.75; border, No. 104, 9 in., $2.50; No. 
105, 9 in., $2.90; No. 2, 90c. Ladies’ 
or rose, $6 per doz, net. No. 117, $8. 


STAKES.—Steaks cost a lot of money 
in New England these days, but stakes 
are cheap, and people realize it. New 
England gardens are flourishing this 
spring. Retailers are selling a lot of 
stakes. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0.B. BOSTON: 


Stakes.—Bamboo, green, 3 ft., 65c. 
per 100 pieces net, 4 ft., 75c. Natural, 
4 ft., $4.50, 5 ft., $5.50, 6 ft., $6; 8-ft., 
$7. Average size of natural, % to % 
in. diameter. 


STOVES.—With utility companies con- 
stantly lowering the cost of electric 
power there is a steady increase in the 
call for electric cooking stoves. The 
lowering cost of juice is not the only 
argument the retail hardware dealer has 
to sell electric stoves. There is the con- 
stantly rising cost of coal. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 


Stoves.—Electric, one burner, with- 
out switch, No. 3, $10 per doz. net: 
with switch, No. 3S, $16; two burner, 
with switch, No. 7, $30; Universal 
electric range, No. 921, $39.75. 


TOASTERS.—A new Universal toaster, 
chromium plated, No. E7312, recently 
introduced to the New England trade, 
which costs the retailer $5 each net, and 
retails at $7.50, is meeting with marked 
success. 


TOY CANNONS.—Retail June 17 sales 
of toy cannons in and about, Boston 
give evidence of success. The July 4 
lineup of orders by jobbers is the big 
news, however. Jobbers’ sales have 
greatly exceeded expectations. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. BOSTON: 


Cannon.—Toy, Big Bang line, on 
two wheels, No. 8F, $1.50 each: No. 
12F, $2.50; No. 16F., $3.67. On four 
wheels, No. 10W, $2; No. 6F, $1. 

Tanks.—Toy Army, No. 5T, 67c. 
each net. 

Pistols.—Big Bang line, with hol- 
ster, $1.34 each net. 

Ammunition.—Baysite, in tubes, 


10¢. 
each. 


each; net; spark plugs, 6 2-3c. 


TROWELS.—Reports from jobbers re- 
garding sales of trowels vary, yet in 
substance are the most encouraging had 
in years. Just why so many trowels 
have sold this year nobody seems to 
have a logical answer. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. BOSTON: 


Trowels.—Transplanting, No. 124, 
$1 per doz. net; garden, No. 700, $1; 








steel, short handle, $1.20; steel, long 
handle, $1.25; galvanized, short han- 
dle, 80c.; galvanized, steel handle, 
$2; high grade steel, No. DS7, $7.38. 


WAFFLE IRONS.—We have arrived at 
a period of the year when diet should 
be watched carefully if we are to keep 
fit in summer’s heats. Light foods 
should prevail and waffles are a timely 
food. It might be well, therefore, for 
the retailer to do a little waffle iron 
prospecting. Some already have accom- 
plished excellent results. Here is a 
new waffle iron just introduced to the 
New England trade that is popular: 
Universal, chromium plated, No. E7334. 
It cost the retailer $10 each net and re- 
tails at $15. 


WEEDERS.—There is a big call for all 
kinds and makes of weeders. Scores of 
retailers who thought they were going 
to go through the season without re- 
newing stocks have found it necessary 
the past week or ten days to order 
freely. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. BOSTON: 
Weeders.—-Magix, No. A, $1.20 per 


doz. net; No. B, $1.68; Wallingford, 
No. BW1, $4.92. Hooks, galvanized. 
No. 6, 90c.; hooks, all steel, short 
handle, $1. 


WIRE CLOTH.—If the recent warm 
weather did nothing else, it certainly 
spruced up retail buying of wire cloth. 
Prices are firm and unchanged. 


’ ’ 
Western Lubaloy's .22’s 
Display Piece 
This new window and counter display is 
being offered to dealers by the Western 
Cartridge Co., East Alton, III. 
The cut-out is so designed that it pro- 


17 4 > 
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Wont make — 
hands or 


See Si 


WURALOY 27° ALSO LOADED WITH LESMOR POWDER AND WARICATEO BULLETS 








vides a shelf upon which the dealer can 
easily display a carton or two of ammuni- 
tion. As can be seen, the display features 
the company’s Lubaloy .22 cartridge. 
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They can’t stop humming 











those ‘‘Anopheles Blues’”’ 








“Anopheles” is a high-toned name for a mosquito. And a lot of people whose 





old iron window screens are all rusted out ... who haven’t had a decent 





night’s sleep since the mosquito season started ... are getting mighty sick of 





those “Anopheles Blues.” 





It’s no trick at all to sell bronze screen* cloth to these people. Tell them 





that Chase Bronze Screen Cloth* can’t rust....never needs painting.... gives 





sure, permanent, year-after-year protection against insects. And just mention 





that with Chase Bronze Screen Cloth, they’ll*not be kept awake with those 








“Anopheles Blues” droning in their ears .... You'll not only make a sale— 





you'll make an everlasting friend. 








*Chase Bronze Screen Cloth is woven in our own mill, from 
Genuine Chase Bronze wire. It is uniform in mesh, with firm 





crimp in the cross wires, and almost total freedom from splices. 








Every roll bears the distinctive Chase-mark—your guarantee of 








CHASE satisfactory quality. 








CHASE BRONZE SCREEN CLOTH 








{And by the way—any time you're low don’t come any better than the rivets 





on rivets and burrs... . remember they and burrs that we make.} 











CHASE BRASS & COPPER CO. 

















—INCORPORATED— 



































WATERBURY ’ . ° CONNECTICUT 
And quick service on pick-ups through the nearest of our 13 warehouses in 
New York . Boston - Newark - Philadelphia - Baltimore ~- Cincinnati 
Cleveland -. Detroit - Chicago - St. Louis - New Orleans -_ Los Angeles 
CHASE CHASE cuase San Francisco - + {Also Branch Offices in Rochester, Pittsburgh and Dallas.} 
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You Can Let Them Try These 
New Bernard “Draw Cut” 
Pruners Right in Your Store! 








Between the handles of the new Bernard 
“Draw Cut” Pruner is a test strip of tough 
yellow pine. To sell a pair of these pruners, 
simply let the customer test them by snipping 
this strip into pieces! 


This easy-cutting Bernard pruner has com- 
pound leverage and a shearing, draw cut 
action that makes short work of any size of 
branch that will go into the jaws. 


Each Bernard Draw Cut Pruner comes in a 
striking, colored package. 


Women particularly will be attracted by it, 
and these packages will make an ideal window 
trim. 


The coupon at the bottom of this ad will 
bring you a trial order of these New Bernard 
“Draw Cut” Pruners. 


_" THE WM. SCHOLLHORN CO. 


\ New Haven, Conn. 


The Wm. 
Scholihorn Co., 
New Haven, 
Conn. 


Send me a trial 
dozen Draw-Cut 
Pruners, regular 
discount, prepaid to 
my store. 
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Warmer Weather Improves Demand 
in Pittsburgh Market 


(Pittsburgh office of HARDWARE AGE) | Butts.—Ball tip, plated, dull brass 

PITTSBURGH, June 11.—Demand for hardware has shown a gene- jots in'3 33 ins. 418.50; per 100 pairs; 
ral improvement thus far in June, largely because of the warmer Bie Aiag- Bnec tlle ag agar Om 
weather. An unusually heavy movement .of screen doors and win- per doz.; 8 in., $2.85; Mages , $4.80; 
dows is reported by both jobbers and retailers and a better call for Sine $3.40; 10'in., $3.40, ee es 
garden and lawn tools has developed. Paints continue to be active at. he oe ie eee 
and the last week has brought out an improved demand for picnic ao ee 
and camping supplies, particularly camp stoves, picnic jugs and mas ma ks Ge ee ee 
canvas goods. On the other side of the picture, however, are auto- 4 in, Ie.; 6 in.y $1.05; ie 2 in., 
mobile tires and tubes, which have failed to gain momentum this ee ee ere ree 
spring, and builders’ hardware, which has been held up by rainy agg uc) 9 laa amaaaaramlnts 
weather. Small building operations in this district, however, seem sande: MER eee kee ae anes ae 
to be somewhat lighter than usual, and the demand for builders’ ca ae ae inside, $5.25 per doz. ; 


hardware is not expected to develop to its usual proportions. 


Steel mill operations are tapering off slightly, but demand for | FARM, GARDEN AND LAWN.—Gar- 
Mill den and lawn supplies are becoming less 


some of the finished products has shown little or no decline. ete 

. ; : active as seasonal demand recedes. 
commitments on plates are still being extended and backlogs of the | However, there is still a steady call for 
sheet makers extend well into July, in spite of the fact that the | lawn mowers and rollers. Rakes and 
automobile industry, the largest consumer of sheets, is curtailing | hoes are falling off, but the demand for 
production slightly. Steel ingot production is being continued at hay forks and other farmers’ tools is 


. si : a ° beginning to pick up. 
the same rate which has prevailed for some time and activity will | °°°'"™NS °° Pick UP 
JOBBERS’ QUOTATIONS TO RE- 








hold up after shipments of finished products are curtailed in order TAILERS, F.0.B. PITTSBURGH, 
to build up reserve supplies of crude steel which have been reduced Lawn Rollers.—No. 2, 175 Ib. with 
to a minimum in the last two months. Unfavorable weather con- $1018; Now 5, S06 Ib. $19-70:7 5 Ib. 
Ge : : ee ie 420 Ib., $14.66; No. 9, 565 Ib., $16.59. 
ditions have brought about a slight curtailment in tin plate produc Garden Hose. 250 ‘to 500 it. —_ 
tion, but operations are expected to be stepped up again after a bet- fa ing Te, to dc, per tt. % In. Se. 
. . . . . . 4 c ) 2C., o 
ter estimate of crops is available. Third quarter prices on finished ft. lengths coupled %c. per ft. 
: ‘ higher; nozzles, Gem, $5.50 per doz.; 
products will be unchanged, although the retention of the present Diamond, $4.50' doz.; ‘Giant, $3.25 per 
‘ : doz.; reels, y sach: Jarfac os 
quotations on unfinished steel represents advances of $1 to $2 a ton couplings, #2’ per don. ‘thcciaen oon 
. couplings, er o; -erfec 
over the second quarter contract price. hose, menders, 6c. per dos.; hose 


nipples, $2.40 per doz.; hose adapters, 
$2.25 per doz. 
Forks, Rakes and Hoes.—Manure 











Lo i ae 3.00 2.80 forks, No. 31, $13.63 per doz.; No. 

AUTOMOBILE TIRES AND TUBES. ok enppeppeaaaRae 1.32 1.14 41, $15.24; spading forks, No. 84, 
—Business is somewhat better than it MGTIER 8 os cco "42 "39 $10.80 per doz.; No. 72, $14.28; garden 
was in the earlier spring months, but ll Siaadelal deel = aan ia he Gk ee a Se 
. - 6 INO. TOO sccvecvcesvseces . aa Seeng sts USS, GCs i akes, INO. 
demand is considerably below expecta- 1 ae a ated 1.40 1°30 124R, $5.50 per doz.; field hoes, $6 per 
tions. Prices are unchanged. ale SOESRE Liat ee a ag ee oe a 
a © CDS cece rsresseeseee . oT . A090 

vio © bp apt N Ss TA a No. 6 Gry cells, \ eae type, unit sia a P sa ig ~. 35 — 

» F.O.B. : packages, c. eac 4, $7.75; No. 45, $4.5( o >, $5.75; 

Mansfield tires, 4 ply balloon type, Flashlights.—No. 935, 6%4c. each; No. 25, $6.25. , 
29 x 4.40, $7.40; tubes, $1.50; 30 x 4.50; No. 950, 64%4¢.; No. 790,’ 18¢,; No. 705, den tn at oe 5 ee oe 
$8.25; tubes, ‘i 60; 29 x iis, $9.55; 191%4c.; No. 750, 131%4c.; No. 791, 13c. 100" 366 808, 90c.; No. 809, $2; No. 
sie,’ ry PO 5.00, a 3s 20: $9,905 S80 so'sn Shot.—No. 1461, $1.67; No. 1661, » Hooks —e a aoe 

2803 37. rs.—Hooks 
31 x 5.00, $10. 65; tubes, $1.85; 32 x No. 7, 50 * doz.; No. 450, $4; 

: $ Germ 60; Eng f 
sioPinte, as Bee Suedy | BOLTS, NUTS AND RIVETS —De-] org shel hnelit Wns 
tubes, $2.00; 31 x 5.25, $12.25; tubes, mand continues very satisfactory, al- No. 520, $5.50; No. 62 ey $7; No. 530, 
$2.00; 29 x 6.60, $12.68: tubes, $225, | though confined largely to small lots.| $550: No. 0. #6. 4g, 
, , s ® — i a pt Ke a. 
$2. 05; 30, x 5.50, 316.08; tapes. os; Prices are well sustained. doz.; No. O, $4,505 No. $33, $6.50: No. 
30 x 6.00, 15; tubes, ee , ‘ 4671, $9; hedge, 8 in., blades, $1.25 
6.00, $16.65: tubes, $2.30; 32 x 6.00, =i oak pirtseonane to $1.75 each: 9 in., $1.40 to’ $1.90: 
$16.95; tubes, $2.40; 33 x 6.00, $17.55; . ; 10 in., $1.60 to $2. 
tubes, $2.55 ee —— Rca Spach and Prunere.—Tree, Water, $1.30 to 
re? Varo ti ts per 1 ces, ‘cent ae or, A 
ge sg 7 So > off list: gh on bolts, 75 a eer $1.60 eac h: Disston, $2 to $2.10; Rock- 
, : : : — cent off list; tire bolts, 60 and 10 per oe. $1.35 to $1.65; McKinney, $2.60 
BATTERIES.—A few jo report t off $3. 

J bbers ac Cen Dod 1 50 c off Sprinklers.—Ring, 60c. each; Rain 
better demand for flashlight batteries, ae on ee King, $2.60; Giant Rain King, $8.25; 
but dry cell radio batteries are very Rivets. —Lareer, $3.50 base per 100 Bip irie $1.25. 

2° pieces; small wagon and tinner’s riv- Sprinkling Cans.—Galvanized, 4-qt., 

y aed oo poe ae ay agit ets, 60 per cent off list. $6 per doz. 6-qt., $6.60; 8-qt., $7.50: 
iminishing as all-electric radio receiv- ; 10-qt., $8.40. 

ers gain ic enue favor. BUILDERS’ HARDWARE.—Some im- Lawn Mowers.—12-in., $5 to $8.75 

JOBBERS’ QUOTATIONS TO RE provement is reported in the movement oerin.b6: ik-in S260 to fan hein, 

TAILERS, F.0.B. PITTSBURGH: of these products, but unfavorable —a 

pBroken paunit weather has delayed building opera- Sprays. Bordeaux mixtures, 1-lb. 

‘ackages ackages * * * * * papers, 24c. per Ib.; in 100-lb. drums, 

OE wre eer $2.22 $2.06 tions in the Pittsburgh district. 14c. per lb.; arsenate of lead, 1-Ib. 

a 3.20 2.97 | JOBBERS’ QUOTATIONS TO RE- papers, 22c. per Ib.; in 100-lb. drums, 
MR TE Soe cicscnssans eee 1. TAILERS, F.O.B. PITTSBURGH: 16c. per Ib. 


Reading matter continued on page 88 
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MISCELLANEOUS TOOLS.—tThere is No. GE, $16.75; 17E, $21; all | there is still an opportunity for this 
rices et. ° * e ‘ 
a steady movement of products listed | ” Brooders.—No. , $10.33 each; No. line to make a good oe if the warm 
2 | 118, $12.95; No. $15.75; No. 80, weather continues. rices are un- 
under this classification, and prices are $12'26; No. 81, $12.95: No. 161, $18.85; s : 
unchanged. No, 102, $22.50; all prices net. | changed. 


JOBBERS’ QUOTATIONS TO RE- 


| Fountains, etc.—Fountains, 25c. to 


JOBBERS’ QUOTATIONS TO RE- 


$1 each; feeding troughs, 20c. to 85c. TAILERS, F.O.B. PITTSBURGH: 
ype Saws —6 In. $2.25 each; each; mash hoppers, $1.30 to $2.10 | Fence Wire 
‘dese : ’ each. ts se 
8 in., $3.00; 10 in., $4.00. Cel-O-Glass.—In 100-ft. rolls, 12c. | ~ 7. >. . —_—_ Sages 
Electric Drilis.—No. 141, $24 each; per sq. ft.; in 50-ft. rolls, 12%4c. per NO. O F Base. ..~... 3.0 3°60 
No. 142, $32; No. 122, $48; No. 562, - | No. 10 ........000..0.. 8.06 “50 
$35.20; No. 382, $41.60. 7 ; | No. URS SSN Se ee 3.10 is 
Files.—Disston, 50 and 10 per cent SASH WEIGHTS.—Little demand has a treet eee e eens 4 He 
mond, 0 percent off list. | developed as yet in this district, and the | No. 1402202020200 833 0 
Garage Vises.—No. 43, $2 each; No. price is unchanged at $42 a ton, f.o.b. | 4 aes eevescecens ad Hod bred 


13%, $3; No. 44, $5. 
PAINTING SUPPLIES.—Demand for 
paints has improved in June, and some 


Pittsburgh. 





SCREEN WIRE GOODS. — Screen | 


Barbed wire (per 
2-point cattle 


DO SOE Sovran cvcedodredoasde 3.18 


S-red spool): 
$2.97 








sellers expect a better month than May. | doors and windows are among the most) = {Point Gattle 710220000000 Bat 
Turpentine has been reduced one cent | active hardware products at this time, 2-point cattle (special).......... 2.25 
: but d df It tti 1- | Field Woven Wire Fence (per 100 
per gallon, and is now quoted at 68c. ut demand for poultry netting is grac ms. 
JOBBERS’ QUOTATIONS TO RE- ually tapering off. ES ca ghiat vende. ctsicaim $39.80 
TAILERS, F.O.B, PITTSBURGH: JOBBERS’ QUOTATIONS TO RE- gt is ieee aot aie tsa te ce i v0 
Ready mixed paints, best grades, TAILERS, F.O.B. PITTSBURGH: 726- eet Ne snea ee OY 37°00 
$2.60 per gallon; lower grades, $2 Screen Wire Cloth.—Black No. 12 BPE os ccs ch asdehne ca vewecue 35.80 
(white and dark greens, 15c. per gal. mesh, $1.85 per 100 sq. ft.; opal, No. DBREER? ot ite See ee ae 49.20 
higher); white lead, 13%c. per lb, in | = 12 mesh, $2.10; bronze, No. 14 mesh, Poultry and rabbit (No. 14% wage): 
100-lb. lots; 10 per cent less in lots | $6.75. No. 1635 . $36. 
of 500 lb. or more, and extra 4 per | Screen Doors.—2 ft. 8 in. x 6 ft, 8 No. 1948 iis Hales pches Sa) old ee] 
cent less in lots of a ton or more; in., No. 241, $18 per doz.; No. 288, $24: A) RS Sela ep ee 49.50 
turpentine, 68c. per gal. in barrel | No. 457-G12, $22; No. 315-B14, $42. Smaller mesh: 
lots; raw linseed oil, 12c. per Ib, in Screen Windows.—Wooden frame, No. 173 sn: 
barrel lots. extension, 12-33, $060 per aos: 15-33 No. Hb 
»0U J —Busi ; has | $3.85; 18-33, $4.40; 24-33, $5.10. seg ses 
POULTRY SUPPLIES.—Business ud I candy ned Apes igo -a No. 2360 ee 
kept up later than usual, due to the late No. 2, $4 per 100 sq. ft.; No. 3, $4.30; - inal a 
. . ss . | Ke y, Re 4 s > Vence Sts: 
spring, but little further activity is ex-| No, 4, $4.65, No. 6, $5; No. Se F gee ehseianee ‘Watenet 
° | Poultry Netting.—Galvanize a ‘ee! 
pected this season. | weaving, 50 and 10 per cent off list ie ppubular Angle Stee 
JOBBERS’ QUOTATIONS TO RE- ; J cial 6% ft. ...........55e. each 8c. each 
TAILERS, F.0.B. PITTSBURGH: | Re ea Ee eeeen “iano 7 Mi wk versed tated 6c. each 40c. each 
Incubators.—No. 1, $21 — No. _ during the last few days has brought | OS Sere er ae ae 45c. each 
2, $24.50; No. 3, $32.55; No. 4, $38.50; a heavier call for wire and nails, and | Bright nails, base, per keg, $3. 


Verified News Notes of Retail Stores 


CALIFORNIA 


LLAFAYETTE—Jos. H. Bertino is the successor to C. W. 
srown of this city. 

Los ANGELEs—Jacob Miller and Lewis J. Bornstein 
have purchased the business of Phillips Hdw. Co., 2807 


Brooklyn Avenue and will continue it under that name. 


ILLINOIS 
Curcaco—Jos. J. Krempec has opened a store at 5950 
W. Roosevelt Road. 
Cuicaco—Estrin Bros., 324 E. Forty-third Street, are 
opening a second store at 1951 E. Seventy-first Street. 


INDIANA 


Hosart—Harry Livingston recently suffered a water 
damage due to a fire in adjoining building. 

LA Porte—Sonneborn-Kent Co. has succeeded Sonne- 
horn’s Sons and La Porte Supply Co. 

Vevay—Clyde L. Culbertson has opened a retail store 
here. 

3ATESVILLE—John Schmocker has succeeded Geo. 
Struewing of this place. 


KENTUCKY 
Covincton—Cassidy’s Hardware store is planning to 
move into a larger building. 
NEW YORK 


Woopsip—E—Albert Gerber has established a store at 
58-16 Roosevelt Ave. of this city. 


BrooKLyN—I. Meyer is now conducting a retail store 
at 296 Albany Ave. 

New York City—Mrs. Esther Harrison of 1242 
Madison Ave. is contemplating moving in October to 
Madison Ave. and East 90th St. 

New York City—lIrving Trubitz of 448 Sixth Ave. 
has moved to 519 8th Ave. 


NORTH CAROLINA 


Maxton—Maxton Hdwe. Co. recently 
slight fire loss but is still in business. 

WiLmincton—N. Jacobi Hdwe. Co. of 12 S. Front 
St. is planning to open another store here. 


OHIO 
Oakley-Miller Hdwe. Co. has succeeded 
Retter Hdwe. Co. 


suffered a 


MAPLEWoob- 
to the business of S. C. 


OKLAHOMA 
Weoxa—Thurston-Seran Hdwe. Co. is erecting a 
new building and will add many new lines. 
ArNETT—E, L. Word has succeeded W. R. Freeman 
in this city. 
SeILInGc—Redinger Hdwe. Co. is 
building on site of present store. 


OREGON 
Eucene—Gray-Becker Hdwe. Co., Inc., has been or- 
ganized here by A. Ralph Gray and others. 
PorTLAND—Roehm Hdwe. Co., 833 Mississinpi Ave., 
is erecting a new building. 


erecting a new 


Reading matter continued on page 90 
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PERFECT 
TEMPER 


at 









The best known 
and known as 


THE BEST 


DI FECT AX 
ec a - 


ELLY ANE MFGCO 


CHARLESTON W.VA 
\=.9-USA: @Qx2/ 


The World’s Finest 


Kelly Axe & Tool Co. 
Charleston, W. Va., U. S. A. 
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WASHINGTON NEWS LETTER 


Hardware lines to be surveyed by Department of Commerce as soon 
as the work can be reached by the Division—Few changes expected 
to be made in tariff effecting hardware 


(Washington office of HARDWARE AGE) 
That hardware and other lines of 
business are becoming more vitally 
interested in modern merchandising is 
evident from inquiries being received 
by the Domestic Commerce Division, 
Department of Commerce, whose ac- 
tivities in this direction have already 
developed some striking results, despite 
the fact that the division is of com- 
paratively recent origin. The neces- 
sity of knowing costs, best systems of 
distribution, proper market areas, 
kinds of services, store arrangement, 
displays, and of maintaining proper 
stocks, without excegsive varieties and 
other forms of wa8Stes, is becoming 
deeply impressed upon merchants. The 
item of distribution has become out- 
standing in importance and is gradu- 
ally being worked out on a basis as de- 
finite and scientific as is the item of 
manufacturing. It has been said that 
one reason why these facts must be 
known is that chain store competition 
has made them necessary to the exist- 
ence of independent merchants. With 
such knowledge, it is contended, the 
latter need have no fear of such com- 
petition. It has, however, been pointed 
to as having stimulated the necessity 
for modern merchandising among in- 
dependent interests. 

It is understood that hardware lines 
will be carefully surveyed by the Do- 
mestic Commerce Division in coopera- 
tion with representatives of the in- 
dustry as soon as the work can be 
reached by the division, which finds 
itself heavily charged with other sur- 
veys, so popular and effective has been 
its work. The Louisville grocery and 
other surveys have been distinctly il- 


luminating and manifestly the general | 


principles involved in these surveys can 
be applied to other lines as well. An 
instance in point is a recent bulletin 
of the division which declared that the 
adoption of an adequate system of cost 
accounting will go a long way in solv- 
ing some of the outstanding problems 
of the average independent grocery. 
The same may be said of other in- 
dependent lines. The bulletin embodies 
the results of an exhaustive study into 
the business methods of a large in- 
dependent grocery in a large eastern 
city made at the request of the Na- 


By L. W. MOFFETT 


junct in an independent grocery estab- 
lished, provided they are not carried 
to a point where they cause a loss 
rather than a profit to the business. 
The point is one which obviously can 
be applied to hardware lines. The bul- 
letin explains that the merchant should 
know at all times whether his delivery, 
credit and other service features are 
each and severally maintained at a 
cost which permits a reasonable profit 
in the business concerned. This, it is 
stated, he can determine by segregat- 
ing the general costs of doing business 
in such a way that they can be pro- 
rated to the various functions per- 
formed, commodities handled and cus- 
tomers served. 

That the policy of trying to conduct 


a cash-and-carry business and a credit | 


and delivery business on the same 


price basis is a questionable one was | 


evident in the accounts of the mer- 
chant whose business was analyzed. 

It is explained that when this store 
was established the surrounding neigh- 
borhood was one of substantial resi- 
'dences and the business was chiefly 
done on a credit and delivery basis. 
At the present time the neighborhood 
| is one of apartment houses, the original 
customers for the most part having 
moved to outlying districts. The mer- 
chant has endeavored to retain these 
old customers and at the same time 
|compete with chain stores in the 
| vicinity. The results of this double 
policy are reflected in the books of the 
merchant during the past few years. 
They show that although he is doing 
|an increasing volume of business his 
net profit on sales has_ steadily 
diminished. 

The vital need of some system of 
stock control in the conduct of a suc- 
cessful business is emphasized in the 
|present study. Excessive varieties, 
|slow moving merchandise and other 
items are pointed to as unnecessary 


wastes and as showing an extremely | 


‘unbalanced inventory which must be 
' avoided. 

The report, “The Retail Grocer’s 
Problem,” represents one of a series 
of studies being made and is well worth 
perusing for application to any line of 
merchandising. 





tional Retail Grocers’ Association. | 


The so-called “service” features, the | 


report shows, are a very desirable ad- 





Doubt has been expressed that the 
| Senate Committee on Finance will 


| make many changes in duties on hard- 
ware lines in the tariff bill as recently 
passed by the House. However, pre- 
dictions are general that the Senate 
committee will change the House bill 
| greatly, but the metal schedule as a 
| whole does not appear to be the object 
| of much contention. There are items 
| which reflect decided exceptions to this 
statement, such as manganese ore, but 
so far as hardware lines are concerned 
there have not as yet appeared any 
marked efforts to change the duties 
one way or the other. Provided it runs 
| true to form the Senate committee will 
change the House bill greatly. Yet 
the Hoover administration is on record 
as favoring limited revision and pro- 
tests have piled up not only from vari- 
ous sections of this country but from 
| abroad that the House bill made sweep- 
ing changes throughout. There can be 
| no doubt that many of these protests 
| are only propaganda, some foreign and 
some domestic, yet it cannot be doubted 
that many of the protests are sincere. 
| Indeed there is a belief that President 
Hoover would refuse to sign the bill 
as it now stands by reason of the 
changes made in the existing act. The 
sentiment may be far fetched but it 
exists nevertheless. Farmers, who 
have got the best of it in the revised 
bill, if increased duties mean as much 
to them as it is claimed by some au- 
thorities, are said to be disgruntled 
| with the House bill. Their alleged 
dissatisfaction is based on the fact 
that while they have been given higher 
duties in the agriculture to a greater 
extent that those given in other sched- 
ules, the latter nevertheless have been 
increased so that the farmer has been 
given something with one hand and had 
it taken with another. It is largely 
a theoretical statement but appears to 
| have provided political fodder and is 
going to be the object of much ranting 
in the Senate by these who pretend 
| to speak for the farmer. The farmer, 
however, if the term may be pardoned, 
is a various person. Like the manu- 
facturer, the retailer, and others in 
business pursuits, there are many sides 
reflected, some directly conflicting with 
| the others. 
The Senate committee began hear- 
ings on the tariff on June 12 and will 
| complete them not later than July 10. 
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What do you 


ee) Y ER ask yourself the question 
Ma) whether you could do business with 
Al the stock you carried 25 years ago 
" —or 10 years ago? 


That’s not a very practical question, any- 
way, for you know you couldn’t do business 
with the old time stock. Why not? Now there’s 
a real question that may be worth thinking 
about. And here’s at least one answer—style. 





mean—Sfyler 


will think of them. 


It can be done in builders’ hardware—is 
being done, too. Take Corbin’s EH and DH 
line, Corbin’s wrought iron Colonial hardware, 
Corbin’s old English type trim. It’s fashion- 
able for folks to have them on their houses, 
because they’ re sty/ed to go with popular archi- 
tectural styles. They’ve got display value. 
Why, lots of people get a picture of a whole 
Colonial house— nice and 





Style seems kind of out 


white with green shrubbery 





of place in a hardware store 


Good Buildings Deserve Good Hardware 





—at least it may to some of 


around it, a pretty door 





with a fine knocker on it, the 








us who have been in the 
game long enough to be dry 
behind the ears. Doesn’t 
seem quite right for a hard- 
ware man to be thinking 
about styles. But if he’s go- 
ing to make a go of it he’s 
got to think about style 
these days. 

Now the kind of style 
we're talking about may not 
be the kind you think of 
when style is mentioned. 
Not so long ago you remem- 
ber style was a matter of 
price. A store carried a 
““style’’ at this price, a 











whole works—just by look- 
ing at some wrought iron 
Hand L hinges. That’s what 
we mean by style. 

Part of this style business 
is showing it, too. Give it a 
chance. Display it well. By 
the way, Corbin can help 
you a lot right there. Corbin 
not only make style mer- 
chandise, but they can help 
you with display ideas. And 
the beauty of it is that you 
can play this style game 
profitably with quality 
goods and cheaper merchan- 





dise, too. 





“style” at that price and 
another “‘style” at still another price, maybe. 
That’s not what we mean. We mean display 
style—the same kind of style there is in wo- 
men’s dresses, the kind of style they show in 
department stores in a great many items— 
even colored kitchen-ware, for instance. The 
whole thing boils down to just this—stock 
that people will buy not only for what the 
merchandise will do, but for what the goods 
look like and what the customers’ neighbors 


P. & F. CORBIN “™ 


If you want to introduce the style note in 
builders’ hardware in your store, Good Hard- 
ware—-Corbin is the line for you. Dozens of 
styles, all authentic, all complete in every item 
needed to trim a house from cellar to roof can 
all be had in Good Hardware—Corbin. And 
there are price ranges, too, that fit in well with 
real merchandising needs. 

What do you mean—style? Well there's 
Good Hardware-Corbin, for instance. 


SINCE NEW BRITAIN 
CONNECTICUT 


The Anierican Hardware Corporation, Successor 


New York 





Chicago 


Philadeiphia 
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one 


piece 
Steel Bathroom 








“CABINETS ~ 


‘ PATENT PENDING 











Instant approval! . . instant acceptance! 

from jobber and consumers alike! Corcoran Cabinets 
are right . . more than right . . they meet the 
demand for modern bathroom equipment. Sales in- 
dicate that they have “gone over” . passed the 
most critical examination. Complete stocks now 
carried at Corcoran offices at 1820 McCormick Bldg., 
Chicago; 1228 Locust St., Philadelphia; 11 West 42nd 
St., New York; and Beaudette & Graham Company, 
915 Boylston St., Boston, Mass. 


If you haven’t seen the line . . write today for 


TR descriptive catalogue. 
” i 
ul 

4 
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6 Points of 
“ SUPERIORITY 


Cabinet body and flange drawn 
from one continuous piece of 
steel. 





z 3 Round corners inside and out- 
side harmonize with all bath- 
7 room fixtures. 
D Eo 
Continuous piano type brass 





hinge will not sag or warp 


Bulb edge glass shelves cannot 
slip forward. 


u Improved door catch—press but- 














— ‘ ton—door springs open in- 
1! stantly. 
pad : ; oe Special pad prevents mirror 
aes my “NS a breakage. 
Corcoran Cahinets are sold 


WRITE FOR CATALOGUE 


THE CORCORAN MFG. COMPANY 
Norwood Cincinnati, Ohio 


Corcoran Mfg. Company, Dept. HA-6 


through Jobbers only 








Gentlemen : 


We are interested in Corcoran One-Piece Steel Bathroom C 
abinets. 
send catalogue and full details. 


Kindly 





WI 





The Morning Mail 


(Continued from page 57) 


Then in my correspondence I find another letter from 
a manufacturer's representative in Bombay, India. Note 
he refers to the riots they have had in that country in 
the early part of this year: 

“These riots have been h—— on business and every- 
thing else. In some quarters it is suggested that they 
were secretly started by the government because of the 
vrowing desire for complete independence. In any case, 


Kombay had almost two weeks of bloodshed. Troops 
were brought down from Poono and Lonvala. These, 


with the Colaba regiment, were insufficient and the light 
horse and other civilian organizations were called out 
and are still on duty. It’s all over now, however. 


"Tuer was, of course enough of the military to 
have stopped the whole thing in no time at all IF FIR- 
ING HAD BEEN AUTHORIZED. Only once did the 
troops open fire on the mobs. The riots were racial 
and started from a wild story that Pathans were stealing 
Hindu children and sending them up country for human 
sacrifice. This grew until it became a Hindu-Moslem 
scrap. Total casualities were over one thousand, and 
lives lost were about 150, including one European police 
sergeant. 

“Government’s position is always ticklish and criticism 
is certain no matter what happens. If wholesale firing 
had been ordered and the trouble stopped in a day or 
so, government for years would have to answer. On 
the other hand, government will be criticized for not 
stopping the slaughter. Actually, the humane thing 
would have been firing at the very outset—fewer lives 
would have been lost. 

“This is the worst possible sort of thing for us, i. e., 
race riots, as the inevitable aftermath is a wholesale can- 
cellation of arms licenses and a very conservative policy 
in the issuing of new ones for some time to come. Com- 
ing on top of the mill strikes, these riots put Bombay 
in a plight which will show its effects for months to 
come. Bad, bad luck.” 

It is hard to realize that such conditions can exist in 
the twentieth century. Just compare this letter from 
India with what is happening, as stated in the above 
letter from a salesman, in one of the states of these 
United States. The human race evidently has a good 
distance to travel before we can call ourselves civilized. 


* * * 


A VERY successful retail dealer in the northern part 
of the State of Illinois writes as follows: 

“A mail order house is in our old location on the 
main street, only it is a new building built since we 
moved around the corner and built our own building. 
Up to date they have helped our retail business by bring- 
ing people from a larger territory than we can, and their 
lines are rather short and often their goods unsatisfac- 
tory; so for the first year and a half they have dene us 
no harm. However, they are helping along with the 
hard roads to put the smaller trading communities to the 
bad; and while our jobbing of radio merchandise is 


Reading matter continued on page 92 
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Preferred By Hardware Stores 


Hardware stores find the “Showcarder” method 
of making signs the easiest and quickest of all. 
Our outfit is very compact, and the instructions 
enable any clerk with a 





Patented March 16, 1926 














TO SERVE 


WITH SAFETY 


The man who mounts a ladder entrusts 
his safety to the conscience of the com- 
pany which produced that ladder and to 
the discrimination of the retailer from 
whom it was purchased. 

Recognizing this responsibility for the 
life and limb of those who use their prod- 
ucts, leading ladder manufacturers have 
evolved a seal of safety which may only 
be placed on ladders built to well-estab- 
lished safety specifications. 

This seal is shown above. Make sure 
that it is displayed on every ladder you 
use. Replace your old ladders with new 

” ones bearing this emblem. It is your best 
assurance of sound materials and safe 
construction. 


THE LADDER MERS. ASS’N. of AMERICA 








| 
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to soon make Display Signs, Price Tickets, Streamers, 


etc., that look like a hand lettered job. 


You can make 


these signs whenever you need them. 


A few days’ trial will prove how Attractive Signs help 


increase your sales. 


Our large production, coupled with 


low selling cost, enables us to furnish this outfit at a 


price that is lower than most dealers suppose 


less than 


a week’s wages for a card writer. 


Send coupon NOW for complete information. 


what users say: 


“A _month’s use proved 
its value.” 


“Showcarder produced 
largest holiday trade in 
history.” 

“People notice our show 
cards now.” 


“Never received more— 


dollar for dollar.” 


“Wouldn’t part with it 
—paid for itself several 
times over.” 


Read 


“Doubled our sales.” 


“We use 
freely.” 


signs more 


“The cost is so small.’ 

“It’s a pleasure to make 
signs with it.” 

“The only 
outfit.” 

“Wish we could have 
gotten one 24 years ago 
when we began business.” 

“Office girl now makes 
the signs.” 


up-to-date 





ee 


SHOWCARDER, INC. 


Showcarder. 
Name 


NN a8 ec dk O66 53 NSE loess 


MD aC es 6 Poesy Foe wee now 


2332 University Avenue, St. Paul, Minn. 
Please send complete information and prices on your 
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or Hinges 


To ignore protection when protec- 
tion can easily be had is usuaily the 
result of ignorance. Suggest to a 
hinge customer that longer life for 
his door hardware can be assured 
by a 


You gain an extra sale and earn 
his thanks for a tip that gives him 
his money’s worth. For less than 
the price of a good door holder and a 
door stop he gets both. The resilient 
curved arms of this device absorb 
the shock of sharply opened doors as 
an inflexible chain can never do, 
while a thumb piece adjustment holds 
the door open when desired. (No. 
39 does this automatically.) Stock 
Rixson Nos. 38 and 39 and add them 
to every hinge sale. 


Atlanta New Orleans Los Angeles 


























Adjustable Ball Hinges 
Butts, Pivots and Bolts 
Door Stays and Holders 





te Insurance 


Ui 








Rixson No. 38 Door Stay and Holder 


Write for full description or see Sweet’s Catalog 


THE OSCAR C. RIXSON COMPANY 
4450 Carroll Avenue 

New York Office: 101 Park Ave., N. Y. C. 
Philadelphia 


Chicago, III. 


Winnipeg 


Builders’ Hardware 


Overhead Door Checks 
Floor Checks, Single Acting 
Floor Checks, Double Acting 
Olive Knuckle Hinges 
riction Hinges 


Casement Operators & Hinges 
Concealed Transom Operators 











The Morning Mail 


(Continued from page 90) 


going along very satisfactorily we are not getting aty- 
where with jobbing hardware, as it keeps us busy buying 
it cheap enough to keep the consumer coming our way.” 

From the letter of a large retail dealer in southern 
California I extract the following: 

“We do not worry about the chain store competition 
nearly so much as we do the direct and indirect retailing 
jobbers’ competition. Just a few moments ago over in 
the sporting goods department I offered to wait on a 
little boy of nine or ten. He said: ‘I want to see a 
jointed steel fish rod, but don’t want to buy it today. 
My dad is going to buy me one wholesale. Mr. X. is 
going to order it when the drummer comes next week, 
and he just lets dad have it at what it costs.’ -Mr. X. 
is a lumber dealer and the boy’s father is a carpenter. 
Well, after all, it’s an individual question, success or 
failure. Let’s hope we all succeed.” 


* * * 


Fx JM Tennessee comes a letter from a retail hard- 
ware dealer, who sends along a clipping, which he states 
has been in his scrapbook for many years. He does 
not know who wrote it. 
“There is an honor in business that is the fine gold 
of it; 
That reckons with every man justly; that loves 
light ; 
That regards kindness and fairness more highly 
than goods or prices or profits. 
It becomes a man more than his furnishings or 
his house. 
It speaks for him in the heart of everyone. 
His friendships are serene and secure. 
His strength is like a young tree by a river.” 


* * * 


The following letter comes from Montana: 

“You spoke about salesmen reading your letters. Just 
want to see if you read this, as you must get a lot of 
mail. 

“Don’t you think running a hardware store, and espe- 
cially a hardware implement store, has quite a wide 
range of supervision, and that considering everything, 
the old style fellow hasn't done such a bad job of it as is 
usually painted. There hasn't been as large a percentage 
of failures in this line as there has been in the banking 
business because there were too many banks. Just think 
of a town of 1200 inhabitants. Three or four banks 
was often the case. 

“At any rate, what we started out to write you about 
was why, or rather, how is it when a delegate at a con- 
vention has his picture taken with someone else’s wife 
he is usually smiling and she 1s, too?” 

I think the Harpware Ace should offer a prize for 
the best answer to the question in the last paragraph of 
the above letter. I recommend this as a problem to be 


discussed, settled and acted upon at the next Atlantic City 
convention. 
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Hardware Jobber Hunts iy e 
Roaring Simba i Life Long 


(Continued from page 49) | F Yr 1 ee D@ | re | S 


variety of the uncaught “zoo.” Monkeys and baboons fur- 
nished much of the comedy. They were also arrant 
nuisances. 

Once a monkey fell from a tree into a pot of soup cook- 
ing over the camp-fire, but he didn’t care for that environ- 
ment and fled. It took two natives to keep the monkeys 
from throwing sticks, stones and anything else they could 
lay “hands” on down on the tents at night. 

Ostriches were seen. Thompson’s gazelle and Grant's oy 
gazelle were fairly numerous. Reasoning from the law ioe ee ; \ se 
of averages, if Mr. Wyeth had remained in Africa another , Leather 
month he would have had some new gazelle named after 
him in the scientific herdbook. The “Tommies” were used 


for food. y k bl 
The party reached Mombasa, the capital and chief port } Unbrea apie DS 


of Kenya Colony, Jan. 13. Their baggage was trucked 


° 
‘cross-country to Arusha, in Tanganyika, which was to | [iia @ ere ithe 


be hunting headquarters. They themselves went by train { : 
to Voi, whence they motored to Arusha. : M t h 

On that first motor trip they saw zebra, wildebeest, | to atc 
hartebeest, giraffes and ostriches from which Mr. Wyeth ee : 5 
and his companions derived their initial thrills. Arusha { 


is within easy sight of Africa’s highest peak, Mt. Kilman- 4 GUARANTEED 





Grip 


jaro, snow-capped though near the equator. by Free Replacement that their 
Tw D | ki hi h weed hollow steel handle and com- 
wo Dutch-speaking white hunters were engaged at fortable leather grip will never 
Arusha where six weeks were spent in preparation for | peso vor Un- 
. . . ° . ssed edges. lacquered man 
the safari, or journey through the wilderness. This pair sized non-slip tae finest, 
of Afrikanders knew where the game was and enough : most comfortable and depend 
2 i . able in all weathers. Axe is 
English to communicate easily. 13% inches long with 314 inch 
Thus, with Mr. and Mrs. Painter and Mr. Wyeth, there edge; Knife has 5 inch blade. 
were five whites in the caravan and about fifteen native L; A Business-Getting 
guides and servants. They had a Rugby touring car and Line 
three one-ton trucks. Estwing Unbreak- 
Forty miles west of Arusha they pitched their first prelim aps 
camp. The country was rough, rocky and roadless. From pealing to Mechan 
the brink of a great escarpment, their camp overlooked a ; oe Home Owners. 
. Oo scouts, anc 
wide, deep valley two thousand feet below. It took two a Ee Seaetenae. Sold 
days to find a trail they could follow down into the valley ; oa a 2 myo 
° . r ; suarantee; thru 
which had never felt the wheel of a motorcar. ; ae 125 leading jobbers 
ame abounded, but no lions as yet. Hundreds of herds i or direct if yours cannot 
G bounded, but l yet. Hundreds of herd ‘| direct if yours « 
were observed. An eland cow was the first kill. The 4 - you. FREE display, (am 
; : é ; fore | ’ et one and place tt where 
weather was hot. They had to hunt between sunrise ; ener Ceeteeniseneaen aad: ae 
3 handle 1/. 


and nine o’clock in the morning and between five o'clock 
in the afternoon and dark. The thermometer registered 135 
degrees in the sun and 97 in the shade, if any. 

They shot lesser beasts for lion bait. These they dragged 
behind the trucks to sheltered places beneath thorn trees 
where the vultures would not eat them before the lions 
did. The first of lion family to die at their hands was 


a lioness, shot three hundred yards from camp by a man | , ; . see od 

who was out after wild guinea hens for the table. oe Keen Lasting Edge 
A new sport was introduced into the valley, that .of a ‘ ° “ae. 

chasing animals in an automobile. They pursued a rhino lf ae Finest Finish 


a mile and a half in this fashion and the driver was just 
able to keep up with the lumbering, yet swift, brute. 
Stopping the car, Mr. Wyeth stepped out and shot the 
fleeing beast. It ran seventy-five yards farther and dropped 
dead. 

“Tt makes you feel good to look at a rhino—after he is 
down,” Mr. Wyeth reports. This one weighed nearly three 
tons and with the aid of eleven natives the hunters could 
not turn him over. They covered the carcass with thorns 
and left it for lion bait. Both in Leather 

Herds of zebra and wildebeest followed the car and fre- Beit Sheaths 
quently got in the way. Their bump of curiosity, evi- 
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dently, was well developed. The impalla antelope would 
bound thirty feet at one hop and nearly twenty feet high. 
Under the circumstances they were hard to hit. 

Then “Simba!’’ That means lion in the Masai tongue. 
The party drove their car near ten lions that were sunning 
themselves when a hunter warned them. One of the 
animals was killed at the second shot and another at the 
seventh. They weighed about five hundred pounds apiece 
and were loaded into the back of the car. 

That evening a truck drove in with water from a stream 
24 miles away. The driver reported “Simba” just outside 
camp. There was much scurrying for guns and running 
for the truck. Let Mr. Wyeth tell it as he did to a repre- 
sentative of the St. Joseph Gazette: 

“Mr. Painter sat in the front seat and I in the back 
with the two white hunters. Not over two hundred yards 
from camp we saw ‘Simba’ sunning himself in the open. 

“We drove to within a hundred yards and the three 
of us in the back got out. Mr. Painter shot at the lioness 
from the car before we could get our guns up. She made 
about six jumps and started into the thick brush. 

“The two hunters started after her. The brush was 
about twelve feet high and hard to get through. They 
brought back branches covered with blood to show she 
was badly hurt. 

“I advised them not to go back in, as it was too danger- 
ous; that we could get her in the morning. One hunter re- 
turned to the truck and noticed his partner was missing. 

“He went back to look for him. When he found him 
in the brush the second hunter said, ‘Here is the lioness 
lying down. Do you think I had better shoot her again?’ 

“At that she jumped over backward and knocked them 
both down. The lioness was on top of one of them before 
the other could stand up and shoot. 


“His first shot hit the other hunter’s gun, but the second 
struck the lioness in the ear, killing her instantly—a brain 
shot. 

“The hunter underneath was badly hurt. The lioness 
had bitten and clawed him. He had 27 holes in him. 
His left wrist was broken and a piece of flesh an inch 
deep and four inches long had been clawed from his back. 

“We, out in the truck, hearing the shots, knew nothing of 
what was going on until the mauled hunter staggered out 
and said, ‘She got me!’ _[ ran for him, put him in the truck, 
went to camp and dressed his wounds. 

“I ordered the touring car filled with gas. At seven 
o'clock that evening we started with the maimed hunter 
for Arusha. 

“It was impossible for anybody to get out of the valley 
after dark, so we went up the escarpment as fast as we 
could. After that we had sixteen miles over the worst 
possible veldt with the grass five feet high. 

“The uninjured hunter sat on the front seat to direct 
me. We could scarcely see two feet ahead of the car. We 
drove all night and turned our patient over to the hospital 
at Arusha. 

“Those hours at the wheel in Africa were worse than a 
month’s driving at home here in America.” 

One morning Mr. Wyeth and his brother-in-law, Mr. 
Painter, went out after lions. They saw four on the open 
plain, three lionesses and a lion. The females ran, but 
the male remained. 

Within a hundred yards the two men jumped out of their 
car and started to shoot. Mr. Wyeth hit roaring “Simba” 
first. That, according to the African hunting rule, made 
it his lion. 

There is never any question about who scores the first 
shot. “It is a peculiar thing,” says Mr. Wyeth, “that 








The “Bressant” is made in 8 sizes— 
0000 to 3. 

The “Narrow Plate” is made in two 
sizes—000 and 00. 





Professionals Choose Them 
for a Good Reason 


Professionals choose Brown & 

Sharpe Hair Clippers because of the 

' long service which these high quality 

clippers give. The cutting plates are 

accurately ground and give long ser- 

vice with few sharpenings. The 
Clipper action is sure and easy. 


This seal of professional approval 
is a great asset to dealers in cutlery 
and barber supplies. Keep your stock 
of these quality clippers adequate to 
supply professional demand. Brown 
& Sharpe Mfg. Co., Providence, R. I. 
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using high-powered rifles in Africa you can hear the 
bullet hit the animal. This was my lion.” 

From a new camp they went out after rhino. The 
monkeys had made the old camp unbearable with their 
mischief and chatter and Mrs. Painter insisted upon a 
quieter neighborhood. Her husband and brother saw a 
cow rhino with a large calf. Mr. Painter coveted the 
fine pair of horns on the cow and the men-drove after the 
rhino and her big baby. 

At length they caught up with the animals, got out of the 
car and began shooting as fast as possible. Mr. Painter 
shot first and hit. The mother rhino went down. Mr. 
Wyeth thought he'd like to have some pictures, but the 
orphan didn’t care for the idea. 

He charged the car and Mr. Wyeth got on the opposite 
runningboard as the driver tried to accelerate. The young 
rhino hit the rear left fender a glancing blow and smashed 
it flat. “If the car had been standing still,’ Mr. Wyeth 
declares, “it would have tipped over.” 

By that time the driver had worked up enough speed to 
stay about a foot and a half ahead of the rhino as Mr. 
Wyeth hung on for dear life. They drove in a wide circle 
and finally the enraged beast took to the woods. Quoting 
Mr. Wyeth again, “We were glad of it.” 

Later they broke camp once more and made for lake 
Manyara to try the lion hunting in that region. But they 
found most of the game gone. The grass was dying from 
some sort of a parasite. 

They decided to push on into the country covered by 
Houston Wyeth in 1923. That was between Mt. Kilman- 
jaro and Mt. Meru. They found more lions. One night 
the beasts serenaded the camp all night with their roaring; 
not even another lion could have slept in that uproar. 


St le Bl ete le Se Be Se Be Be ee Te BeBe Bee eB ee 


It was too dark to shoot—too dark and dangerous, for 
all five of the lions might have charged if one of them had 
been wounded. Next morning their footprints were seen 
within twenty feet of the tent. 

After hunting in this district for a while longer the 
Wyeth party encountered an acute scarcity of water; 
this condition is characteristic of Africa. At length they 
abandoned the safari and motored to Nairobi on the rail- 
road, 180 miles north. Then by rail to Mombassa and home 
to Missouri. 

For comfort and climate, Mr. Wyeth doesn't recommend 
Africa; for game, it’s the place to go, providing there is 
enough rain to keep the game alive. 

His trophies will be added to the Wyeth collection, more 
evidence of what American hardware can do in the hands 
of a competent third-generation jobber who followed his 
father’s footsteps into distant Africa after the thing they 
both liked—Big Game! 





A Paper You Need 
R EFLECTING the opinions of our readers are the 
following letters from among the many received 
daily : 

Enclosed find check for two years. HARDWARE AGE 
has helped us quite a lot and we certainly couldn’t do 
without it. A. Mayzer, 

Boston. 


( Signed ) 





I find that I cannot get along without the “AcE.” 
(Signed ) W. F. WEAVER, 
Columbus, Ohio. 
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NGC 


These Crystal and Opal Glass Shelves for bath rooms are 
practical, spacious, easy to clean, and very popular because. of 


A noteworthy feature is the type of brackets furnished with 
These brackets, which hold the shelf securely, 
are made of SOLID BRASS, highly polished and heavily 
nickel-plated. They are the most durable brackets obtainable 
as they are absolutely proof against rust and corrosion. 


The wes9 line also includes Furniture Trimmings, Upholsterers’ 
Nails, Eyelets, Grommets and Washers. Send for latest catalog 


AMERICAN RING COMPANY 


Connecticut 


BES E SESE S SS PPS SSS ST SSS SPS SS SS PS SPS SS 


5” x 5/16” Shelf 
Lengths 18, 24 


No. 3760 Opal 
and 30 Inches 


Branch Offices: 
Boston—170 Summer St. New York—2 Hudson St. 
San Francisco—116 New Montgomery St. 
Chicago—29 DB. Madison St. 
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Hot of th® Nail fs 
Little yarns that others have laughed 
over culled from various sources. As a 
contemporary puts it: “Some of them \ 
have heen copied, the rest will be.” 
There was an old colored woman Father: “Amy, I heard that there is | “By the way, Joe, don’t worry any 


who named her triplets Surely, Good- 
ness and Mercy so they would follow 
her all the days of her life. 


Reading over the replies to his ad- 
vertisement for an organist, the clergy- 
man came across this: 

“Dear Sir—Notice you have a va- 
cancy for an organist and choirmaster, 
either lady or gentleman, having been 
both for several years, I beg to apply 
for the position.” 


Henry: ‘I’ve just seen the world’s 
greatest optimist.” 

George: “Who is he?” 

Henry: “A fellow out room-hunting 
with a saxophone under his arm.” 


“We ought to do what we can for our 
old employees,” remarked the president 
of a big industrial concern. 

“Yes, indeed,” agreed the chairman 
of the board. “Let’s issue an order 
asking all the younger clerks to ad- 
dress them as ‘Sir’.” 


Have you heard about the Scotch- 
man who always swallowed his food 
without chewing it, so he wouldn’t wear 
out his teeth? 

Mr. Gaddis was playing golf alone 
\ strange boy kept following him 
around the course. At the seventh 
hole he became impatient and turned 
to the boy, saying: “Son, you'll never 
learn to play by watching me.” 

“I’m not watching you,” the boy re 
plied. “I’m going fishing as soon 
you dig up some more worms.” 


as 





“Maurice, mine boy, vy you shut off 
the reddio?” 

“Dey was broadcasting de services 
from de synagogue, Poppa.” 

“Vot’s the matter vith that? It’s good 
you should listen to such t’ings.” 

“Yes, Poppa, I know, but dey vas 
taking de collection.” 





some idiotic affair between you and 
'that impecunious young fellow, Jim- 
bley.” 

“Only you, father.” 


“Jimmy, I wish you'd learn better 
table manners; you’re a regular little 
pig at the table.” 

Dead silence on Jimmy’s part. So 
father, in order to impress him more, 
added, “I say, Jimmy, do you know 
what a pig is?” 

“Yes, sir,” replied Jimmie meekly, 
“It’s a hog’s little boy.’ 


| 





Virginia: “Grandma, tell me what 
you say when you pray?” 

Grandma: “I ask God to make Vir- 
ginia a good little girl and help her 
in her lessons at school.” 

Virginia: “But! Grandma, he don’t 

| help me at school, ’cause I always have 
to copy.” 





more about the $2 you owe me.” 
“Why? Don’t you want it?” 
“Not that, but there’s no use both of 
us worrying about it.” 


It was in the subway during the rush 
hour. The little man suddenly thought 
of pickpockets. Thrusting his hand into 
his pocket he found another hand there 
ahead of him. 

“Get out you thief.” 

“Get out yourself.” said the other. 

“Say,” interrupted a third, “if you 
two guys will get your hands out of 
my pocket I’ll get off here.” 


Teacher: “Johnny, if your father 
earned forty dollars a week and gave 
your mother half, what would she 
have?” 

Johnny: “Heart failure.” 


An old maid went to have her pic- 
ture taken and the photographer noticed 
her tying a piece of clothes line around 


| the bottom of her skirt. 


“What’s the idea of that?” he asked. 
“T can’t take your picture that way.” 

“You can’t fool me, young man,” said 
the old girl. “I know you see me up- 
side down in that camera!” 


“You haf a fine signature, Mr. So- 


| and-So,” said a salesman to a buyer 


| 


who had written his name with many 
flourishes. 

“Yes,” 
“T should have. 
signed the Declaration 
dence.” 

“So?” said the salesman. “Vell, you 
ain’d got nottings on me. One of my 
foretathers signed the Ten Command- 
ments.” 


answered the buyer proudly. 
One of my forefathers 
of Indepen- 


Landlady: “Don’t be afraid of the 
bacon, Mr. Jenkins. 

Star Boarder: “Not at all, Madame. 
I’ve seen a piece nearly twice as large 


and it didn’t frighten me a bit.” 
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Fairmount No. 555 
Wrench Set with Holder 


Order by Number from Your Jobber 


From a sales standpoint a wrench set is no better 
than its holder, for the holder in most cases is the 
thing which makes the sale. 

The new Fairmount No. 555 Wrench Set is incased 
in the most attractive and handiest holder yet devised. 
It appeals instantly to those who see it displayed be- 
cause it is readily recognized as possessing out-of-the- 
ordinary utility. 

Order a stock now and see for yourself how this 
unique package will increase your wrench sales and 
profits. 


FAIRMOUNT TOOLS GIVE SERVICE AND a |7 


























hoo ___._.. Grand Rapids precision 
= -built Cone-bearing Pulley 
ew has been a popular leader 
cer! Low Priceg! OR more than twenty-five years this precision-built, patented 
5 ' ie tonchie pulley has been an overwhelming favorite—sell- 

ip EXtt2 ales! 














ing in larger quantities than any other pulley in the world. It has 
a large (5@”) self-lubricating cone bearing rather than the 
| ordinary riveted pin or axle and the wheel is always kept in 
| perfect alignment. Thousands of them still operating perfectly 
| after years of use demonstrate the unlimited service that their 
| all-steel construction gives. 










Stops All Slams! 
— Bangs! Pneu- 
matic Action! Durable! 
Feature the ROSE BIG, 
Now! 

Your customers won't endure slam-banging 
doors for the price of a ROSE screen door 


closer, $2! Big value. Sells quick, easy! GRAND RAPIDS HARDWARE Co. 






Bkew is just one of our 20 all steel models on which it pays to 
standardize—all sold at the price of ordinary pulleys 


Send for catalog, free samples and prices. 


Feature it, now. Get these profits. Demonstrator ~~ . " 
Pneumatic. 25% greater checking power. FREE with Doz 558 Eleventh St. 
Ample for any screen or light inside door. : } Ges a 
l-e-n-t acting. Prevents slams under ROSE CHECKS! aS Tee see 





any conditions! Best construction. Big rich ypinjature stained wood 
looking gold lacquered barrel. Simple. No loor, mounted with regu 
parts to wear out. -Years of wear. Thousands lation, gold lacquere: 
in use. Get lined up with a ROSE stock, ROSE DOOR CHECK 
NOW! Get handy FREE Rose demonstrator. "RE with only a dozen 


| 
Shows regular Rose check in action. Cinches a Y pon 8 wat | 
twice the sales. Ask your jobber, or write us. vane- os getter! 
Now! € o e u bang-up sale getter 
Order Stock from | 
FRANK ROSE MFG. CO. , | 
Hastings Nebraska Your Jobber. ol HARDWARE COM PANY 


ALL ~StEea 


SASH PULLEYS 
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THE DOLLAR 

ICE CREAM FREEZER 

Play up the simplicity of the ACME All- 

Metal Freezer to your customers. No gears 

or other complicated parts to get out of 

order. Easy to put together,- 

use, take apart and clean. Re- 

tail at: 2-qt. Bright-Galvanized, 

$1; 2-qt. and 4-qt. Enameled or 

Galvanized, $1.25 and $2.25; pint 
ACME Jr., 60c 











140 BROADWAY, NEW YORK NY 


BUY FROM YOUR JOBBER 








Now that our catalog is on its way, 
A word about our policy. 


We believe in the direct distribution 
of hardware through 


The Hardware Jobber and Retailer 


Greene Tweed Corp. ny} 
9 Liberty St., Newark, N. J. 


Better Hardware in Brass and Bronze 








KNOWN QUALITY Meare Fery, Sales 
SHARK BRAND CHISELS 


ge ag by E. A. Berg 
Mfg , Ltd., Eskilstuna, 











are made from 


fake, the finest Swedish 
Butt Beveled edge. charcoal steel, sturdy 
Regular Beveled and well made and 

e. craftsmen and lovers of 
Socket good tools appreciate their 
Chisels. known quality. 


Because of their reputation as de- 
pendable tools, they sell with little 
effort, which means sure profits to you. 
We carry a fall line of 
SWEDISH Made TOOLS and HARDWARE 
Order from your jobber today, or write 
SCANDINAVIAN WESTERN IMPORTING co., Ltd. 
107-109 iamevette St., — York, N. 
Minneapolis, Seattio, W: Montreal, = 

















The Only All Hot-Dip Galvanized 
Underground Garbage Can 


a 
W¥Y ERA LI 
Concealed Cans 


WITT quality, popularity, guarantee and na- 
tional advertising are tremendous advantages 
in the sale of Cans and Pails. 


Ask your jobber—or write. 

THE WITT CORNICE COMPANY 
Can Specialists Since 1899 

2114 Winchell Ave. Cincinnati, Ohio 






The WITT Line of 
Cans and Pails in 
cludes styles and sizes 
to meet every need. 











Gun Salesman Should be 


a Good Listener 
(Continued from page 52) 


the salespeople will pick up such valuable information. 
Don’t try to tell the “Old-Timer” what he wants— 
there’s nothing that will “rile” him as much as that. On 
the other hand, the novice will want advice as to his pur- 
chases. In his case, don’t hesitate to give it. 

Interest in guns is an inborn trait of human nature 
and you'll find that just before the hunting season opens 
an attractive “hunting” window will not only arrest the 
attention of the passers-by, but will actually bring cus- 
tomers into your store. The window cards, posters and 
cut-outs furnished by the arms and ammunition manu- 
facturers, supplemented by “game” borrowed from your 
local taxidermist, will enable your display man to put in 
this window at practically no expense for materials. 

Some dealers have been very successful in selling guns 
on the weekly payment plan. That is, guns are sold to 
members of the gun club on the basis of a down-pay- 
ment of about 10 per cent, with payments of say $2 per 
week. An advantage in this is that it gets the shooters 
coming into your store to make payments which means 
sales of ammunition and other merchandise. 

The gun and ammunition line offers one of the great- 
est opportunities for related sales. The alert salesman 
should sell a supply of ammunition, a gun cover, a clean- 
ing rod, gun oil and gun grease with practically every 
gun that goes over the counter. 

The sportsman is always a prospect for camping 
equipment and if you sell him his guns and ammunition, 
there is no reason why you shouldn’t furnish his camping 
outfit. The retail organization which isn’t overlooking 
these chances to increase volume is the one which is 
making money. 


More Than Three 


E blew a spark plug—the mud was at least six 
inches deep. The old car limped toward the near- 
est garage on three cylinders. Frequently, was it neces- 
sary to shift into low gear at the foot of even little hills. 
With a new plug in place of the one which had not 
been functioning, we rolled along in spite of mud, mak- 
ing 20 miles an hour when only half that speed was 
possible before. 

In this business of selling today, it is possible to dis- 
pose of merchandise that is not advertised. Likewise, 
it is possible to drive along on three cylinders. But it’s 
quicker and more profitable to pay for an extra plug 
and move at a speed that covers ground. The salesman 
who knows through experience of the slow, hard fight in 
selling unknown wares is usually willing to take ad- 
vantage of a “new spark plug” in the form of adver- 
tising —Meridiths Merchandising Advertising. 
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Promissory Notes: Release 
of Indorser 


(Continued from page 63) 


guaranteed. The maker of the note later reduces the 
amount by a part payment and the holder agrees with 
him that the unpaid balance should become due on some 
later date. 

When this was done there was, from a legal stand- 
point, a new note and the old note was wiped out. This 
new note or new agreement was not the note, the pay- 
ment of which the indorser had guaranteed, and the 
indorser could no more be held liable after the extension 
of time was consented to in the payment of the balance 
due than he could on any other contract to which he 
was not a party. 


The Profit Trail of the 
Lindbergh Flight 


(Continued from page 47) 


boys as electric train operators into manhood years. 
We know one boy two years out of high school who 
spends an average of two evenings a week working out 
new equipment for his elaborate electric train set. 

There are several parks in New York where toy yacht 
sailors have complete right of way. Nothing is allowed 
to interfere with their sport. The more one studies the 
water craft the more he realizes the amount of work 
these boys and their fathers—and in some cases, mothers 
—have done on these toy craft. Few of them are put 
into the water as they have come from the stores. 

The hardware merchant who wishes to establish a 
repeat trade that will bring enthusiastic customers to 
his store will do well to encourage sales of construction 
toys. They fascinate the buyers and their fathers. Also 
they bring many accessory sales, such as tools and mate- 
rials for making other toys—for the boy who makes 
an airplane from parts bought at a store is very likely 
to get the fever to make things for himself, and the 
plane that he makes for himself will likely bring to the 
merchant more money than the one he bought partly or 
completely manufactured. 


“‘Hardware Age” Outstanding, Says Arizona 


Merchant 


From Arizona comes the following letter: 

Harpwake AGE is the outstanding publication I have 
been receiving for many years. Cannot see how any 
party connected with the hardware line can get along 
without it. 

Cordially, 
(Signed) Frep WETZLER, 
Wetzler Supply Co., 
Holbrook, Ariz. 








Locks in any position 


When the main screw on the NuTYP vise is loosened, the 
horizontal swivel in the cylindrical body of the vise can be 


readily turned to any angle. When the main screw is tight- 
ened to clamp the work, the swivel is clamped tight. This 
feature, with the quick-acting vertical swivel and two sets 
of jaws, makes the NuTYP the most convenient vise ever 
offered for a wide variety of work. 


Ask for folder illustrating a few of the many special uses 


of the NuTYP. 


Oswego Vises, Wrenches and other tools have behind them 
more than forty years’ experience in manufacturing high- 
quality tools for hard service. 


The OSWEGO TOOL COMPANY 


Oswego —" New York 























Catching the Eye of the 
Passerby 


“Goods well displayed are half 
old To this precept we add 
another—'‘An effective display card 
clinches the sale.’ 
But what about your 
display cards? Do 
they catch the eye 
of the passer- 
by and awaken 
a desire to 
possess the 






thing fea- 
tured? Th 
id — they 
can! With the 
Btencilor you 
prepare your 
own display 


cards or stream- 
ers and are as- 
sured of perfectly 
. per- 
aligned 
Jobs. No fuss 
—no bother—even the beginner's work bears the stamp of the professional. 
The Stencilor provides you with everything needed—all in a han 
compact case that has become STANDARD EQUIPMENT WITH CHAIN 
STORES AND OTHERS. Display your stock with Price Tickets, Show 
Cards and Signs made up-to-the-minute with the Stencilor. For detailed 
information and prices write 


DISPLAY MATERIAL CO. 
774 Grand Avenue, St. Paul, Minnesota 
ga=s===eAttach this coupon to your firm letterhead=—=—=—=4 
Send to your nearest office— 


DISPLAY MATERIAL CO., 774 Grand Ave., St. Paul, Minn. 
Eastern Agents, Display Material Co., 191 Pearl St., 
New York, N. Y. 


Canadian Agents, Display Card Co., Ltd., 11 Inkerman St., 
Toronto, Ont. 
Central States Agents, Stencillor Sales & Supply Co., 361 
W. Ontario St., Chicago, Ill. 

Please send me without obligation a copy of your book, 
“How to Make Signs.”’ 
NAME cccccccccccccccsccccccccceccccveccecece ceccceees 
i. GPP Tr rrrrrrrerrerre erin COcccccrcccccsccccceces 
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Tying Up With Movies and Sports 


(Continued from page 50) 


Electric trains have been used on numerous occasions 
to illustrate the situations in the melodramatic movies 
that swing the interest on a train race or a wreck. In the 
wreck scenes, a card bearing a tribute to the sturdiness 
of the trains used serves an excellent purpose. 


Tue army and navy movies offer an excellent oppor- 
tunity for a merchant to interest the public. More than 
merely displaying wares, exhibits of miniature soldiers 
on such an occasion stamps a store as not only a toy 
and game headquarters but it leaves an impression with 
the public that the merchant is up and coming and is 
keeping in touch with what is going on in the commu- 
nity. 

One does not need study the current attractions on 
the movie calendar closely to learn of opportunities. 
“Redskin,” a movie above the average, offers an oppor- 
tunity to display and perhaps sell the Indian outfits 
that are a part of the stock of many toy departments. 
All of the wild west movies offer the same opportunity 
for cowboy outfits. When the circus comes on its an- 
nual visit an exhibit of one of the toy circus outfits that 
are becoming quite popular as toys will serve well as an 
attraction in the windows. 






ip. 












































-_BABCOCK: 


(SPRUCE LADDERS 
SEND > for LATEST BOOKLET & PRICES 


W.W. BABCOCK C2 


BATH-N.Y. 


A number of eastern stores last fall used the popularity 
of “The Quarter Back” as a means of attracting atten- 
tion to a stock of football supplies. 

This thought will not be out of place here. We have 
noted that a window display of boxing gloves does not 
attract much attention from boxing spectators merely 
because the boxing gloves are shown. But the intro- 
duction of a personal note, such as a reference to the 
fighters, a word about the colors to be worn by them, 
pictures of the fighters or their records or any particular 
reference to men, will instantly turn the attention to the 
window. 

Practically every community has its interesting and 
exciting basevall, football or basketball matches. Some- 
times much interest is aroused over trapshooting, bicycle 
races or other sports. Window displays in advance of 
such events, showing actual equipment to be used or 
kindred equipment with explanatory placards, will always 
attract followers of that sport and will not only help the 
store to sell goods but will recruit followers for the sport 
itself. Miniature football, baseball and other players 
make excellent equipment for window display. These 
can be used for an advance display and immediately 
they can be placed in formation to explain the “key’ 
play of the game, if the game turned on such a situation. 













































HarpwareE AGE for JUNE 13, 1929 101 








The Bunting System 


Increases Business for Hardware Dealers 
Increases Business for Hardware Jobbers 
Increases Business for Hardware Manufacturers 


More than 900 dealers are now enjoying its pulling power in their 
respective communities and are achieving greater income at less 
outlay than is possible by any other method. Your own monthly 
store paper can be produced for you on a plan so simple, so in- 
expensive and so effective in results that you will wonder how it is 


all brought about. We want to tell you. 


The Bunting System, North Chicago, Illinois 


Steel Sheets fests 


THAT GIVE MAXIMUM RUST-RESISTANCE! AN 


Highest quality steel sheets for the engi- Black and Galvanized ae Keyiiiane 
neering, railway, industrialand general _—__ Rust-resisting Copper Steel Sheets, Tin 
construction fields. This Company is and Terne Plates adapted to all known 
the largest and oldest manufacturer of uses. Sold by leading metal merchants. 


The products of this Com- : 

>any represent highest stand- DIsTRICT SALES OFFICKS: 

ards of quality and service. Chicago, Denver, Detroit, 
Pe nei nati, New Orleans, 


Made right—sold right. ew York, _ Philadelphia, 
CONTRIBUTOR TO—— Pires burgh, and St. Louis. 
sHeeTsteet STEEL SHEETS for Every Purpose Wike scare Sales Ofer 


"RADE EXTENSION COMMITTEE 
Manufactured by 
fe 
A ov / 
ce ser f 


mericgn Sheet and Tin Plate Company j 


General Offices: Frick Building, PITTSBURGH, PA. 7d 
. <j fl tf 


SUBSIDIARY OF 
PRINCIPAL SUBSIDIARY MANUFACTURING COMPANIES: Dependable Service 
ILurnots STEEL COMPANY Tue Lorain STEEL COMPANY 


































































{_ Quality Loy 


AMERICAN BripGk COMPANY CARNEGIE STEEL COMPANY 
AMEKICAN SHEET AND TIN PLATE COMPANY CYCLONE FENCE COMPANY MINNESOTA STEEL COMPANY ‘TENNESSEE COAL, IRON & R. R. COMPANY 
AMERICAN STEEL AND WIRE COMPANY FEDERAL SHIPBUILDING AND Dry Dock ComPANY NATIONAL TUBE COMPANY UNIVERSAL PORTLAND CEMENT COMPANY 


Pacific Coast Distributors—United States Steel Products Company, San Francisco, Los Angeles, Portland, Seattle, Honolulu. Export Distributors—United States Steel Products Company, New York City 
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3 EVEREDY CAPPERS 


Give you 
Three shots 
At a SALE 


CLIMAX 
CAPPER 


No. 250 









85¢ 


Demand for a capper to retail for less than 
a dollar created this new, high quality tool. 
High carbon steel rack and gear. Double 
braced steel post. Spring-handle lift. Easily 
operated handle with good leverage. Heavily 
nickeled. Capacity up to one quart. §85c. 
retail, $1.00 in Far West and Canada. 


EVEREDY CAPPER 


No. 101-S 





of users. Improved by the New Everedy 
crown Retaining Clip. Nationally known for 
its ‘“‘never-stretch post." Extensively adver- 
tised. Caps securely and evenly, without 
The cap- jamming or breaking. Leads in sales and 


$1 25 Sells on the recommendation of its thousands 
‘ 





all satisfaction. $1.25. 
Stretch 
Post 
{ EVEREDY 


No. 222 


Double gears, double never-stretch posts, 
large never-cramp handle are but three fea- 
tures of this heavy duty capper. It is built 
to last. All steel. Heavily nickeled. Excep- 
* tionally popular. $2.00. 





EVEREDY SYPHON FILTER 


No. 400 


New Everedy Filter Float makes it 50% more 
efficient. Syphons and filters simultaneously; 
speedily, with no slowing down on long runs. 
Metallic Float, Stretcher Ring, Filter Disc 
and Hose Guide (hose not included) in at- 
tractive sanitary carton, $1.00. 





$1,25 EVEREDY STRAINER SET 


No. 300 
A necessity in every kitchen 


Fits any size vessel or crock. Strains or 
filters. Advantages recognized by every 
housewife. Stand, Strainer Bag and Filter 
Bag complete in sanitary carton. Retails at 
$1.25. 





boos ~~ a 
POOLS a ee PHY 





Prices slightly higher in Far West and Canada 


Write for catalog 


All Everedy Products are nationally advertised 
and carried by leading jobbers. Endorsed by mil- 
lions of users as the Standard. 


THE EVEREDY COMPANY 
FREDERICK, MARYLAND 


Manufacturers of the Famous Everedy Pneumatic 
Silent Door Closers 














Thousands are Buying 
TREMONT 


Maegy 
PURE IRON 


CUT NAILS 


Packed in 
5 lb. 
Canvas 


Bags —_| rsewoiffau 
A st o we Z 




















Here are the many reasons for the immedi- 
ate acceptance of these remarkable new 
nails: 


Rust Resisting— 


made of ARMCO pure ingot iron, these nails 
will hold solidly in place and last as long as 
the wood lasts. 


Holding Power— 


72.8% more than wire nails. 


Easy to Handle— 


being packed in 5 lb. canvas bags, 20 to the 
keg, there is no need to spend time and money 
in weighing and wrapping. No more dusty 
nail bins—no more mixing up sizes. 


Our large production allows immediate 
shipment of the following Tremont Armco 
Nails— 


Shingle Nails Clapboard Nails 
Roofing Nails Boat Nails 
Spikes Special Nails 


Also the famous Tremont Hardened Steel 
Nails. 


TREMONT NAIL COMPANY 


Established 1819 
WAREHAM, MASS. 


























HARDWARE AGE for JUNE 13, 1929 103 











All you can possibly 
seek in sturdy, prac- 
tical quality, precise 
uniformity and su- 
perior finish—is em- 
bodied in the entire 


line of GRIFFIN Hinges 
and Butts. 7, 7 7 7 





—Manufacturing Co 


ERIE, PENNSYLVANIA 
aaah Ofc 
wy A, Market St. 











_ ARMSTRONG 
HINGED PIPE VISES 


New Series 


AT LAST! All of the worthy features of 
hinged pipe vises competently built into 
one vise. That’s the new Armstrong. All 
the original patented features that made 
| the Armstrong Hinged Pipe Vise the favor- 
| ite since it was invented over fifty years 
ago, plus refinements and improvements, 
make this new series the most advanced 
pipe vise to be had. 





Added weight and strength have been given 
where needed most. All useless weight has 
been removed. The jaws cannot be beat. The 
metals used in the manufacture are the finest 
to be had. The new features are really com- 
mendable. Yet these new Armstrong Hinged 

Pipe Vises cost no more than ordinary pipe 

vises. 

The Armstrong Hinged 

Vises are made in three 

styles: 

The Kit (Clamp Type) 
Vise:—A very useful 
vise which should be a 
quick seller. Made in 
three sizes for pipe up 
to 214 inches. 

The STANDard Line:—For 
work on bench or 
stand. Made in five 
sizes for pipe up to 414 
inches. 

The Heavy Duty Line:— 
Made in four sizes for 
pipe up to six inches. 

Every Genuine Armstrong 

Hinged Pipe Vise is rigidly 

guaranteed. 


J‘KRMSTRONG MFG.CO. 


“FOUNDED 1869 


or BRIDGEPORT cow. 


MAIL THE COUPON 








re er ee ee 
a H.A.6 ] 
§ ARMSTRONG MFG. CO., 295 Knowlton St., Bridgeport, U. S. A. : 
§ Please send us, without obligation, complete facts about the new series os 
§ Genuine Hinged Pipe Vise. Send us Free Sales Helps information ' 
: i] 
: PUATRO onc cccccccwcccccvcstaseccesensbescossccessvccscesecreegseeeseeees | | 
7 
i] 
B  AGATOSE 00.22. s cee cccc ce ccsescrccccessececcssesccsocesccsecscesesecers - 
. 
aie MMMM S IEA Coos cercncastedeacsss teeveskesdesdaresswdiccssegedirasss H 
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FAIRBANKS WHEELBARROWS 


Just the barrow for the householder and gardener 
who takes pride in his tools. Design and finish are 
excellent and construction is rugged. The legs are 
fully reinforced with supporting braces. Balances 
nicely and wheels easily. Send for catalog. 


The FAIRBANKS Company 
BOSTON NEW YORK PITTSBURGH 


Rome, Ga. 


Distribution in all principal cities 
Sold by Jobbers Everywhere 







Wood parts painted 
green with narrow 
yellow stripe. Fur- 
nished also with 


heel. Style 
ee No. 4. Garden 











SRP Time 5. 


P Pr a ee | 
at Ts I 





_ IT’S Always 
eaeme | | ousefurnishing Time” 


Items for the house- 
hold are always needed 





—there’s nothing sea- 
sonable about them. 
This is why so many 
dealers stock and push 
housefurnishings the 
year "round. 


The Plant that Produces 
Hammer & Co.’s 


SPECIALTIES 


Back of every Clamp, Lamp and Oiler, etc., 
manufactured by us are the facilities and 


; if t enjoy- 
experience gained by 63 years in the produc- sella adh cite kd 


ing the steady income 
that a good stock of 








tion of the highest grade Malleable Iron 
Specialties. 
Hardware dealers find these Specialties un- 
equalled for quality and satisfaction. Send 
for Prices. 


housefurnishings pro- 
vides, you are missing 
something worthwhile. 
Look over the advertis- 
ing pages of Hardware 
Age and put in a stock 


now! 


Hardware Age 


MALLEABLE IRON FITTINGS CO. 239 West 39th Street, New York 


BRANFORD, CONN. 














Summer Displays 
will bring you real profits 


Holds Any Blade at Any Angle 


The vise like jaws hold blade rigid. 
Additional blades may be carried in 





Make your warm weather sales 
reach new heights by resolving to 
install Heller Double-Duty Dis- 
play Tables now. No trouble to 
install; no interruption in service. 
We can fill your orders for mod- 
ern business building store equip- 
ment immediately. Why wait? 


Business Store 

Building Equipment 

C " 

cone, aaa ae: We C. Heller & Company = 

formation furnished without ob- 767 Bryant St., Montpelier, Ohio 
New York Office, 20 Vesey St. 


ligation upon receipt of your 
inquiry or specifications. 





the magazine handle. 


O O 
All Purpose 
RAZOR BLADE HOLDER 
Sells for 25c 
Write for wholesale price 


Sales Representatives 
JOHN H. GRAHAM & CO., Inc. 
113 Chambers St., New York 


ae oT mee @& New Haven, Conn. 








Suite 500 T1-A 
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No. 201 Night Latch 


Dealers can now get immediate delivery 
of this popular night latch from all of 
our factory branches. 


QD INDEPENDENT JOCKCO,.QD 


FITCHBURG, MASS., U. S. A. 











183 West Lake Street 23 Warren Street 2109 Cass Ave. 
Chicago, IL New York City Detroit, Mich. 
523 Commerce Street 121 3nd Street 406 Wall Street 
Philadelphia, Pa. San Francisco, Cal. Los Angeles, Cal. 


414 No. Gay 8t., Baltimore, Md. 














; ae aw’ 
Superior 
Brand 
Hardware 


artiih Cloth 


iH Smooth, round 
t} ; 
i standard size 
tt 

f 

















wire. 























Even mesh. 

Straight selvage. 
Bright and 
thorough galvan- 


izing. 





G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 


BRAND 






























This is a questionable com- 
pliment when applied to a 
man, but it is a real recom- 
mendation when it is applied 
to screws. 








That American Screws are 
‘chard headed”’ is proved by 
the fact that their slots do 
not buckle under heavy 
handling or automatic driving. 
Their gimlet points and true 
running threads make them 
easy to insert. 





American Screws of all types 
can be supplied immediate- 
ly from stocks maintained 
in Chicago and Providence. 





MACHINE 
SCREWS 


TIRE WwoOoD STOVE 
BOLTS SCREWS BOLTS 


AMERICAN SCREW CO 


| PROVIDENCE.R.I..U.S.A. 
| 


e WESTERN DEPOT,225 WEST RANDOLPH ST.CHICAGO. ML. 


Put It Together With Screws 


> A RI ERITREA 
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She’s Ready 
to Buy 


She’s in the market for 
canning supplies. There 
are millions of her—the 
American housewife. For 
cold) pack canning — she 
needs this “Union” Can- 
ning rack which lowers 
eight jars into an ordinary 
wash boiler easily and safe- 
lv. Lifts out conveniently. 
Looped handles hook over 


edges for loading and un- Heavy retinned wire 


mals in one piece; folds 
loading. for storing. 





Write for 1929 prices. 
UNION STEEL PRODUCTS CO., Albion, Mich. 


“TINTON” tur once: 


Cake Coolers 


CANNING RACKS 





Wood 
Screws 


Roofing Nails 
Scratch Brush Wire 


THE BRIDGEPORT SCREW CO. 
Bridgeport, Conn., U. S. A. 


Milton Pray Co., San Francisco, Los Angeles, Seattle 
George E. Quigley, Detroit 
G. M. Baird & Co., Memphis, Tenn. 














KANTIINK 


SPRING LOCK WASHERS 
DONOTTANGLE DONOTRUST 


Made and sold under license 
by the Kantlink Manufacturers: 


The American Nut & Bolt Fastener Co. The Mansfield Lock Washer Co. 
Pittsburgh, Pennsylvania Mansfield, Ohio 
The National Lock Washer Co. 
Newark, New Jersey 
The Positive Lock Washer Co. The Reliance Manufacturing Co. 
Newark, New Jersey Massillon, Ohio 


PAY THEIR COST IN TIME SAVED- SOMETIMES MORE 
eee 







4 a 
Hiss faked Et 


First over 


the eounter 


Starrett 
Combination 
Square 
No. 94 


every time! 


2552 





















A Very Attractive . 


Made of beechwood 
with black non-rust- 
ing wire and trans- 


There is no possi- 
bility of the food 

































































POULTRY -SHEARS 


Best Quality. 
all kinds of high class 
















since 1905. Buy @ 


this famous Eagle 


Poultry Shear 


from the inventor. 


AUGUST BRECHER 
SOLINGEN 3, Germany 


Poultry-Shears with handles of ee in se. 
different colors. Stainless-Shears, G Shears. 












‘j 
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FORSTNER 
Labor Saving 


AUGER BIT 























Bores Any Arc 


of a Circle Many 


New Uses 







The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
tibbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
























~-(CHICAGO)— 
SPRING HINGES 


The New Sagless Spring Hinge 
with 
Exterior Tension Adjustment 








The New Type 4007 Sagless 
Gate Spring Pivot Hinge is 
being specified and used as 
standard equipment for office 
gates in the most modern office 
buildings because it can be used 
2 with equal satisfaction on either 
a light narrow gate or a heavy 
wide one. The exterior tension 
adjustment makes it instantly 
adaptable to varying conditions. 








Adjustable Pintle . . . Ball-Bearings 
An adjustable pintle with locking device per- 
mits setting the gate to remain at rest in any 
desired position. 
Ball-bearings in hinge and top socket give gate 
quiet and easy movement. 


Send for descriptive literature 1142. 


Chicago Spring Hinge Company 


CHICAGO NEW YORK 
U. S. A. 

























a » 


oe JUST 

, HAMMER TO 

“A me APPLY IT 

Be ax — 


- sy 


There are few services to 
which genuine Alligator Steel 


Belt Lacing is not adapted 
perfectly. Makes a smooth, 
powerful, hinged joint that 
gael lasts the life of the 


Keep a stock of suitable sizes 
on hand, 
See your Jobber’s catalog 


FLEXIBLE STEEL 
LACING CO. 
4616 Lexington Street 
Chicago, U.S. A. 
conan, 4 5 5 ie 
ik for the Alligator on the 


i and stamped on the 
eee Trade-Mark * 

. throughout “ a 
the world. = _-— +. % 
































Chair 
Tips 


No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of 
rocking chairs. 
Durable and easily 
fitted to the rocker. 


Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 





No. 13, % inch 














FN NNR A AT a i I a 
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Allith 


ROLLING LADDERS 


like Allith hangers—are always 
on the track. They speed up sales 
by reducing the time needed for 
each sale. They are attractive, 
durable, roll quietly and run free- 
ly. Your post card will bring 
prices and information by first 
mail. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 

















For over three-quarters of a 
century industry has relied 
upon W & B for its cutting 
tools. 


WHITMAN & BARNES 


DETROIT, MICH. | 


Canadian Factory: 
Canadian-Detroit Twist Drill Co., Limited, Walkerville, Ont. 


TOOL MAKERS FOR 78 YEARS 











: we forW ater System 
Catalog K which gives 
complete information 

on Deming Shallow and 
Deep Well Water 
Systems for practically 


all requirements. 


THE DEMING CoO. 
Salem, Ohio :: Est. 1880 


FIGURE 2085 P) 
The Deming “Marvel” 
Shallow Well Water 
System. Made in capaci- 
ties of 265, 315, 480 and 
600 gallons per bour. 








Improved ‘‘Barnes’’ Type Pipe Cutter 
from thee ARMSTRONG BROS. 


Line of Better Pipe Tools’ 










This 3-wheel Barnes type is especially 
adapted to work where the cut- 
ter cannot be revolved en- 
tirely around the 
Pipe. 







Bodies of Certified Malle- 
able Iron—Pins of carefully 
hardened tool steel. Wheels 
of special Alloy Tool Steel 
— Improved Knife Blade 
Design — Cut faster, last 
longer. 





_BULL@FROG_ 
WHEELBARROWS 


Here is a low-priced Bull Frog Garden barrow for home and 
general use that offers a really amazing value at a price that 
makes for ready salability. Painted a flashy red, attractively 
stenciled, light, and surprisingly strong. Other Bull Frog bar- 
rows, carts, and scrapers for every garden, farm, mill, mine, 
contracting, and industrial use. Write for catalog. 


The Toledo 
Wheelbarrow Company 
Toledo, Ohio 


/ Branch Office and Warehouse 






CHICAGO 
69 E. Wacker Drive 








Where Speed Means Profit 


The Segal Key Cutter cuts all makes of 
flat, cylinder, or paracentric keys AC- 
CURATELY, at the rate of a key a 
minute. That’s why the 


Segal Key Cutter 
pays for itself in a few 
months. So sim- 
ple anyone 
can operate 
it. Used 
successfully 
by hundreds = 
of hardware 

dealers. Made by— 


Write for Segal Lock & Hardware Co., Inc. 














Write for § ARMSTRONG BROS. TOOL CO. ar 57 Ferris St., Brooklyn, N. Y. 
“The Tool Holder People” Makers of jimmy-proof locks, latches and padlocks 
P-10 314 N. Francisco Ave. Chicago, U. S. A. 
we? e 
Multiplying 


YERS HR’ 






f\ 
















+ i = 
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124 8 ¥ MODERNIZE STORE METHODS 
AL ee ve provide age A storage ae ae ol amt stock—te 
S aa ae stock 
LH \¥ to handle with absolute safety—to ‘Tacure. quiek service "er 
BMI [|| wholesale or retail trade—install one or more 
=" A MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
= Deep tread steps, full length hand grips, rubber tires, over- 
head track system, firm ccoranine throughout, eliminate vibra- 








tion and noise and preduce a ladder of ample strength fer 
safety. i ani Mciency. One style onl at of 
design—attractively finished—any height—easily installed — 
meets most requirements. Circular on request. 
mE FEMYERS & BRO.co. 
ASHLAND, OHIO. 
PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 











a Good Thing 


After you have _ read 

ware Age what do 
you do with it? Why 
not let others in on the 
good thing? If you are 
a store executive it will 
help your business as a 
whole. If you are a 
buyer it will help your 
department. 


Hardware Age 29,%;,39%5 
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“As Staple As Nails” 





In the hardware trade COES Wrenches 
—_ earned the title: “As staple as 
nails.” 


You keep well stocked on nails—check 
up on wrenches. 


BEMIS & CALL CO., Springfield, Mass. 











Screit ack 


Sellon a 


Their Visible Screw, Stability, ip 
Workmanship & DucoColoring ““"=x.—-ra] 


Create Sales Appeal . _— 


im plex Lever Jacks, | 
Templeton, Kenly & Co. 


Pipe Pushers 
EST.1899 


and Trench Braces | 
have been f 
Chicago, IIL, U.S.A. a Years 


for Years 








lof 


THE CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 








Granite Cutting Tools 
and Supplies 


Catalog on request 
TROW & HOLDEN CO., Barre, Vt. 











Western Factory—Dayton, Ohie 
off 


CONSTRUCTION 


the new SNELL Construction Bit 


stiffer, stronger, tougher 


Built to withstand the everlasting drive of power 
drilling—Snell — stand the gaff—Snell designing 
does it 


Write today for catalog. 


and metal 


iT 


SNELL MANUFACTURING COMPANY 
KDALE, MASS. 
Sales OLA... John H. pag & Co. 
bers New Y 




















Banks Removable Steel Clothes ong 


will make Wash Day easier for the 
housewife—a big seller at leading 
Hardware and Department stores. 
The “Ace of Clubs Shaped Top” 
our Trade Mark is _ Parkerized 
making it absolutely rust-proof— 


SEE THAT You] / 
GET IT 


sewart oF CH 
IMITATIONS 


Lf your dealer or jobber can’t sup- 
ply—write for descriptive folder. 


BANKS STEEL POST CO. 
128 Wakeman Ave., Newark, N. J. 


Also Manufacturers of Removable dade tess asin att 
Flag Poles our Trade Mark 











Fe eee 
Known and Trusted 
for their unfailing 
accuracy 
IBS 





BROWN & SHARPE 
y Mele) AS 


‘World's Standard of Accuracy” 








SAMSON TRADE MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 
each the standard of quality for its particular use. 


“There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 
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Classified Opportunities 

















Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 













































Classified Advertising Rates BOXED DISPLAY RATES Positions Wanted Advertisements 
Opportunity Exchange Section a. i ae Soe rey eee — 50% off rates quoted | 
Pe eee re me js Address your advertisements and replies to | 
Set Solid, Minimum of 5 lines... .$3.00 Hardware ghee Caastnet Te 
Each additional line............ 20 | p; ey : ee tunities, Wes ew 
All Capitals, Minimum of 5 lines.. 4.00 iscounts for Classified Advertising 
Each additional RPS 80 4 insertions, 10% off; 8 insertions, 15% Harpware Ace is published each Thursday. 
Average 10 words to a line of Forms close Nine Days previous to date of 
Allow One Line for Keyed Address Remittance Must Accompany Order publication. 
Samples of merchandise, literature, onaingt etc., vos grog more than ordinary reforwarding postage should not 
be addres. numbers. 











BUSINESS OPPORTUNITIES POSITIONS WANTED 


FOR SALE IN DUTCHESS COUNTY—Hardware store, selling shelf BUILDERS’ hardware man 26 years old, married, desires position in 
hardware, tools, paint, glass, housefurnishings—modern fixture, modern the East where builders’ hardware department can be built up. Have 
— only real hardware store in town. On New York Albany post had wholesale and retail experience and can figure Corbin, Russwin & 

Will give good lease. Stock complete. Store doing good business. Reading hardware. Is now employed and can furnish A-l references. 
Raden Box 1-296, care of Harpware AGE, New York City. Address Box 1-412, Hakpware AGE, New York, 



































ies EXPERIENCED Hardware Man. Thoroughly acquainted with the 
_ FOR SALE—GOOD HARDWARE, tinning and plumbing business entire line of hardware, housefurnishings, paints, etc., wants position in 
in one of the best rural sections of Pennsylvania. Very fine opportunity wholesale or retail hardware, is healthy, ambitious and good worker. 
for a good hardware man or craftsman. Will invoice about $18,000. References furnished. Position in or near Wisconsin preferred. Address 
Address Box 1-400, care of Harpware Ace, New York. Box 1-408, care of Harpware Ace, New York. 





















FOR SALE—New York City. Hardware housefurnishing auto sup- ANTED 
plies store. Best location. Good clean stock. Store established over SALES ACCOUNTS W. 

40 years. Heller fixtures. Owner forced to sell on account of poor ‘ 
health. Quick action required. SOL ORSOLEK, INC., 849 Amsterdam 
Ave., New York City. 












WANT TO REPRESENT MANUFACTURER in Ohio, West Vir- 
ginia, Kentucky and Tennessee (on commission basis) on a few hardware 
lines. I have covered the above named states for an eastern manufac- 

FOR RENT—Hardware Store and Plumbing Shop together or sepa- turer for the past 12 years and I am well acquainted with the jobbing 
rately. Store is 30 x 66 ft., the only hardware in town right in the center and retail hardware stores, builders’ hardware accounts and architects. 
of Orange County’s farming section on main line of Erie R. R. 50 miles Best of references. Address Box I-392, care of HARDWARE AGE, New 
from New York City. C. S. HUNTER, Chester, New York. York. 

SALESMAN SELLING RETAIL HARDWARE TRADE in Eastern 
Pennsylvania, Maryland, Delaware, South Jersey, will take on an ad- 
ditional line on commission basis. Tools or builders’ hardware item pre- 
ferred but any line considered. Cover territory every six weeks and 
can get results. Address Box I-413, care of HArpwWARE AcE, New York. 

















FOR SALE—Retail Hardware Store. Situated in Western New York, 
Stock inventories about $14,000. Building for sale to settle estate. Ad- 
dress Box I-414, care of Harpware Ace, New York. 





















EASTERN HARDWARE MANUFACTURER wants available stor- 
age space with service in Chicago. Advise Box 1-409, care of HARDWARE ADDITIONAL LINES OF TOOLS AND SPECIALTIES can be 
Ace, New York. handled to advantage in New York City, New York State, New Jersey 
and New England, by experienced sales organization with warehouse 
facilities in New York City. Address Box I-397, care of Harpware AGE, 


HELP WANTED New York 


TRAVELING STATE OF TEXAS for eight years, selling the general 
and builders hardware trade. Want permanent and profitable line. Com- 
mission basis. Address Box I-404, care of HarpwAre Acz, New York. 


























WANTED —Builders’ Hardware Salesman, splendid opportunity in an 
old established New England business for one who is thoroughly ac- 
quainted with the line and who is capable of reading Plans and Specifi- 


tions. Also taking charge of the department. Give full details i 
letter. Address Box'I-411, care of Haspwane AcE, New York SALES REPRESENTATIVES WANTED 
POSITIONS WANTED 



































LEATHER 


| We want experienced leather men to sell our line of 
leather Halfsoles and Strips to the Hardware Jobbing trade 
East of the Mississippi and North of Virginia. Commission 


HELP SPECIALISTS esis’ HAGERSTOWN LEATHER CO., INC. 



























FOR THE HARDWARE INDUSTRY IN NEW YORK Hagerstown, Md. 
STATE 
MAL D Manufacturer with established reputation wants salesmen calling regu- 
S AND FEMALS larly on retail hardware dealers to handle highest quality sharpening stone 
assortment as side line on commission basis. ler makes 100% profit 
EVERY APPLICANT INVESTIGATED AND GUARANTEED oe cual investment. c The kind + ase’ that sell ey ry —, 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED ee ee epics: = 
manufacturers of cutlery, popular priced line, want ‘men calling on retail 
112 W. 42nd Street Bryant 7874-5-6 hardware stores to sell their line. Liberal commission. Splendid terri- 


tories still open. Address Box I-391, care of Harpware AGz, New York. 











ix a) ROPE SALESMEN WANTED in all territories—100 per cent pure 
Manila rope 17c. Ib. basis. Fast selling side line, five per cent commis- 
sion. UNITED FIBRE COMPANY, 62 South Street, New York City 
YOUNG MAN—25, Cie education, thoroughly experienced in all (Foot of Wall St., and East River). 

branches of Hardware and Housefurnishing business. st four years 


as salesman for prominent N. Y. Jobber. oP amagge 4 four years as SALESMEN WANTED TO REPRESENT COMPETITIVE LINE 
r tories 














assistant buyer in leading N. Y. Department Store. efer inside po- lumbi specialties, comm basi. ashing- 
sition with Jobber or Manufacturer. Address Box 1-407, care of Harp- Pittsburgh, T Texas. on. Address Box 1.390, care of 
ware Ace, New York. Harpware Acz, New York. , 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 





SALESMAN, COVERING NEW YORK AND NEW JERSEY, call- 
ing on stove and hardware dealers to sell on a straight commission, a 
manufactured line of Globe stoves, wood and laundry, water fronts, stove 
castings, cesspools, slop hoppers, clean cut doors, water heaters, quoits 
and a large omen of other articles that we manufacture. We have 
quite a number of good established accounts. Prefer a man with stove 
experience and must furnish reference. Address Box I-402, care of 
Harpware AcE, New York. 

WE NEED SEVERAI, NEW REPRE SEN1 “ATIVES calling on retail 
dealers to handle our line of hardware specialties on a 15 per cent com- 
mission basis. Preference given those men working small territories in- 
tensively. Give all details in first letter. Address Box I-387, care of 
Harpware Ace, New York. 











AN opportunity for salesman having acquaintance with trade to repre- 
sent established well rated manufacturer of staple quality merchandise. 
Sideline, liberal commissions. State in full past sales experience, present 
line, territory covering. Address Box I-410, HArpwareE AGE, New York. 


and Towa open for real salesmen. W. A. IVES 
Manufacturers of Mephisto Tools. 





have Texas, Okla., 
MEG. COMPANY, Meriden, Conn. 


| 
af 


| represented. Address Box 


| mission basis. 


SALES REPRESENTATIVES WANTED 


WANTED—First class builders’ hardware salesman to 
well established eastern manufacturer, in the Middle West. 





represent a 
Must be able 





to produce results. Give complete information in first letter. Address 
Box I-399, care of HarpDwARE AcE, New York, N. Y. 

SALESMEN who will carry our imported razor blades (to fit Gillette) 
as "8 side line, to be sold to hardw are stores. Samples can be carried in 
vest pocket. Liberal commission paid. OVERSEA IMPORTING CO., 


1200 Broadway, New York, 





COMMISSION SALESMAN IN EACH STATE to call on retail hard- 
ware, hand tools, well known, advise territory covered and house repre 
sented. Address Box I-375, care of HARDWARE AczE, New York. 





SALESMAN FOR ROTHWEILER BARREL PUMPS, sold exclu- 


sively to hardware, automobile rely jobbers and oil companies. Com- 
WEILER & CO., 2430 Ist Ave. So., Seattle, Wash. 





COMMISSION SALESMEN IN EACH STATE for manufacturer of 
gand tools and hardware specialties. Advise territory covered and houses 


-638, care of Harpware Ace, New York City. 








the dealer-reader. 


successful selling methods. 





any Sales Helps for the 
Live Hardware Dealer 


Manufacturers recognize the dominant selling power of 
the Hardware Age family of readers who do the great bulk 


of the business in the hardware field. 


This recognition is reflected in the advertising of these 
manufacturers in Hardware Age which, because of its vol- 


ume, diversity and high quality, has great business value for 


Get into the habit of reading carefully the manufacturers 
sales messages contained in the advertising pages. They will 


give you many valuable ideas on salable merchandise and 
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INDEX TO ADVERTISERS 
















THE ADVERTISERS INDEX is 


published as a convenience and not as a part of the advertising contract. 
No allowances will be made for errors or failure to insert. 





Every care 


will be taken to index correctly. 
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Acme White Lead & Color 
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Addison-Leslie Co. .......... 
ee kr 
DOA giacdbccrentb as 
Alexander Hamilton Institute. . 




















Bluffton Slaw Cutter Co...... 


Pe Es Gis o.0.vcaveer 4 -— 
po a 108 
Almo Trading & Imp. Co..... — 
ae ae ee -- 
Aluminum Wares Association... — 
American Brass Goods Co..... — 
American Chain Co........... 
American Flyer Co........... 27 
American Fork & Hoe Co..... 16 
American Gas Machine Co... 38 
American Handle Co......... 
American National Co........ 
American Nut & Bolt Fastener 

Mh), SicdiS rekbenbadnecwdeeu 106 
American Ring Co........... 95 
American Saw & Mfg. Co.... — 
American Screw Co........... 105 
American Sheet & Tin Plate Co. 101 
American Steel & Wire Co.... — 
American Telephone & Tele 

DE MA Saninedsesvensnns ~ 
American Weekly .......00¢% -- 
Ames Shovel & Tool Co.... 
Animal Trap Co. of America. . 
Anti-Borax Compound Co..... - 
ge eG eee err 33 
Armstrong Bros. Tool Co..... 108 
Armstrong Mfg. Co........... 103 
Ast Mitel Wotkhs ...:..0600% --- 
fee We bs: BE. Meas ccnces 42 
ee SO SO « ccuwscecwes — 
Atomister Corp. ......... — 

B 

Babcock Co., The W. W.. 100 
Baeder-Adamson Co, ......... 
i TOM cas swan sh — 
Banks Steel Post Co.......... 109 
Barney & Berry, Inc......... — 
SE GAA Rcchiveubssvuxdes -- 
Beckley-Ralston Co. ......... 
2 eae ee ee ee 98 
Beisser Key Machine Co. 
eee A bie sec cass 109 
Bergman Tool & Mfg. Co.... 
Bernz Co.. Inc.. Otto........ 
Bethlehem Steel Co........... 
Birtman Electric Co........ 
Bissell Carpet Sweeper (Co... 
| ES or 
Blaisdell Pencil Co....... - 


| Bommer Spring Hinge Co.... 
| Bosley Co., 


Boston Woven Hose & Rubber 

Co, 
Boucher Mfg. Co., H. E...... 
Brace Mie, Ge, 85 GB... isccass 
August 
Bridgeport Chain & Mfg. Co... 
Bridgeport Hardware Mfg. Co. 


Brecher, 


Bridgeport Screw Co.......... 
Brown & Sharpe Mfg. Co..94, 
Brush-Nu Co. 
Buffalo Wire Works Co., Inc.. 
Bunting System, The......... 
Burnley Battery & Mfg. Co... 
Boston Brush Co..... -- 


Burton 


Cc 


Be sso yecu aus - 
Mfg. Co -- 


Carborundum Co. ........... _ 


Caldwell 


Capital Furn. 


COME TNE, Cbie cs clean cgascs _ 
Chain Products Co............ -- 
Chase Brass & Copper Co..... 
Cooney @ Gens, SB. . «2262.00. 
Chevrolet Motor Co........... 
Chicago Flexible Shaft 
Chicago Roller Skate Co...... 

Chicago Spring Hinge Co..... 107 


Ts.: =e 


Chipman Chem. Eng. 
Engineering Corp... — 

EBisva van dasews -- 
ge eee ae —- 


Mfg. Co... 


Chromium 


Clarinda Mfg. 


Clayton & Lambert 


Clemeen Brot., FO6....6<0002 
Cleveland Stone Co., 
Cleveland Twist Drill Co...... 
Cleveland Wire Spring Co.... — 
Pe Midas seevawesee 
Lawn Mower Co..... — 
Lamp & Stove Co... 
1 © ere ee 
Vise & Mfg. Co... 


Conestoga Corp. 


Clover 

Coldwell 
Coleman 
Columbian 
Columbian 
Congoleum Nairn, Inc......... 
Consolidated Electric Lamp Co. —- 
Boren. Oe... 61665 — 
Continental Steel Corp........ 
Cook Company, H. C......... 
Cook’s Sons, Adam..... 
Cabinet Lock Co...... 
Pot Essen ceseriawse 
Corbin Screw Corp........... 109 


Continental 


Inc., 
Corbin 


Corbin, 


Corctran” Bite. Cltissssicssecs 
Corning Glass Works......... 
Cortland Grinding Wheels Corp. 
Crescent Tool 
Cronk & Carrier Mfg. 
Crown Cork & Seal Co........ 
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Dazey Churn & Mfg. Co..... -- 
De Laval Separator Co....... — 
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Detroit White Lead Works... — 
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Diamond Calk & Horseshoe Co. -— 
Dickson Weatherproof Nail Co. — 
Ry Miwkews 
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Disston & Sons, Inc., Henry... 5 


Dietz Co., 


Display Material 


Dixon Crucible Co., Joseph... — 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 


No allowances will be made for errors or failure to insert. 


Every care will be taken to index correctly. 
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CHECK 
VALUE for VALUE 
PRICE for PRICE! 


Compare Forsberg No. 61 with any hack 
saw and note the extent of Forsberg 
leadership. 


This is only one of the Forsberg quality 
saws priced to retail at $1.00. 
Let us tell you more about the complete 


Forsberg Hack Saw and Coping Saw line. 


THE FORSBERG MFG. CO. 


The Hack Saw Frame Specialists 
BRIDGEPORT, CONN. 











REFILLS: 
D 19 Assort- 
ment: Packed 
% gross sets: 


DOMES of SILENCE 


are Nationally Advertised 


Being nationally advertised and well known 
makes them quick sellers. You're sure of a good 
profit, also. 


Ask your Jobber for Genuine 
Domes of Silence and look 
for the name inside of each 
dome. 

If your Jobber cannot supply 
you—write us direct. 


We also make all grades of Sliding Casters, Pin 
Slides, Felt Slides, etc. 


DOMES of SILENCE, INC. 
21 Pearl Street - - New York City 


er PULTRY. NETTING 
ae TE 
FS x v4 \ 


2 <* 


and Profit with 


« CEt he] 


“Look for the tag, carrying our name, at the end of every roll! 


= The Gilbert & Bennett Mfg.Co. 


Established 1818—Americe’s Olden Woven Wire Factory 


WIRE CLOTH, N ETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn Chicage Kenecs Gy - 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


Shows the names, addresses, capitalization, territory cov- 
ered, percentage of wholesale business, number of travel- 
ing men, names of executive officers and buyers, and the 
lines handled by the Hardware Wholesalers. For ex- 
ample, on pages 7 to 79 it indicates by the key numbers 
60 and 68 which hardware wholesalers handle “sporting 
goéds” and “toys and games,” respectively. 


Then, the Hardware Retailers on pages 80 to 353 who are 
rated 1, 2, or 3 represent the livewire dealers doing 75% 
to 80% of the retail] hardware trade of the U. S 


CONTENTS 

Wholesale Hardware Houses in U. S. Canada and Foreign. 

Retail Hardware Stores in U. S., Canada and Foreign. 

Chain Hardware Stores in United States and Canada. 

5, 10, 25c. to $1.00 Syndicate Stores carrying hardware. 

Department Stores carrying hardware and housefurnishings. 

Manufacturers’ Agents in U. S., Canada and Foreign. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Sporting Goods Distributors. 

Mail Order Houses handling hardware and housefurnishings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Distributors. 

Radio Apparatus and Parts Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 
Hardware Age Verified List of Wholesalers and Retailers is 
indispensable in economic direct-by-mail promotion work and 
also a helpful guide for salesmen’s calls. Every manufac- 
turer’s sales manager should have one on his desk, and every 
salesman could profitably carry a copy in his grip. Since 
the previous issue was published there have been more than 
10,000 additions and corrections, and these all appear in the 
current edition. 


It really is 16 directories in one. 


Published annually, $15.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 
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of Hold-up men and other unwelcome callers 
makes 


Guardian 
Announcer 


A QUICK AND EASY SELLER AND ONE OF 
THE LIVEST ITEMS IN YOUR 
BUILDERS’ HARDWARE 


Every man who has a wife or mother at home, alone, 
shudders every time he hears about ruffians terrorizing women 
in houses or apartments, 

Every Real Estate man knows that it is “Little tricks,” like 
this that make closing easy, in selling or renting houses and 
apartments. 

Every Architect or builder takes keen delight in adding 
clever finishing touches like this to his dwelling or apartment. 
They accept it on sight. 

The Guardian Announcer permits the unprotected woman 
to keep her doors LOCKED, while sizing up any applicant for 
admission. She can also sign messenger tickets or delivery 
receipts and pass them through the grill. 

Introduce this patented utility in your community and start 
an endless chain that won’t stop functioning until every worth- 
while home or apartment has this invaluable protection. 


What It Is 


The Guardian Announcer is a beautiful example of art 
die casting. It is 6144 in. high, 314 in. wide. with a 214 in. 
hole protected by two vertical bars. For the outside of the 
door is a hinged knocker. Below the grill is a panel for 
inserting the householder’s name. The top panel provides 
space for house or apartment number. 

For the inside of the door is a 34 in. circular plate, with ee 
spring-hinged circular door, which automatically locks shut neta Se saa ci lest "Pe od 
in colemel ooden door in a few minutes. ermits 

occupant of house or apartment to keep 

Finished in any standard hardware finish, it looks like a her door locked while interviewing stranger 
$10.00 job, but is priced to you to retail at $6.00. on the outside. 


A long-profit, quick seller; most Hberal quantity-dis- 
counts offered on a hardware specialty. Write for cir- 
cular. Mounted Demonstrator Sample will be sent on 
memo bill for 82.80 postpaid on request. 


GUARDIAN MEG. cy). 104 W. Chicago Ave., Chicago, III. 
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Retail Salesmen---Here’s the Man 
to Help You Get Ahead 


SCENE: Any paint and hardware store. =|QBBER SALESMAN: (walking into 
paint department): “Come here. I 
want to show you a ‘fresh’ idea I got : 
today on arranging a different mass ; 
PAINT CLERK “Fine! That ‘open display ....” 

table’ display of Wooster brushes you That’s the kind of conversation that goes on 
helped us arrange is selling brushes— where retail salesmen are encouraged to talk 
and how! We've sold more painters with the Wooster jobber salesmen. It helps 
lately—they like it because the whole them to sell and arrange good displays of 
line is right out in the open. People ™&tchandise. 


JOBBER SALESMAN: “How’s every- 
thing in the paint department?” 


can take their time and be ‘choosy’ in 
selecting each brush.” 


HARDWARE CLERK: (to jobber sales- 
man): “Right you are! I'll bet paint 
and Wooster brushes show as big an in- 
crease as we got in other items by using 
the ‘open table’.” 





1 “Ted the Tester.” 
4 188 pounds on a 
Wooster Brush — 
not a bristle came 


Your jobber salesman can give your salesmen 
lots of helpful suggestions—ask him about the 
Wooster brush line and how easy it is to 
arrange a powerful selling “open table” dis- 
play with the latest Wooster bulletin “Out 
Where the Public Can See and Buy.” Send 
for this bulletin direct from the Sales Re- 
search Dept., The Wooster Brush Company, 
Wooster, Ohio. 


loose. THE WOOSTER BRUSH CO., Wooster, Ohio 
Specialists in the application of painting materials for 78 years 
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The Nationally Advertised Paint Brush Line 

















